


Read:—‘“Dollars That Roll Past Your Door” 


ardware 
2 Q 


Founded 1855 





$3.00 a Year 








Vol. 113 New York, May 29, 1924 No. 22 














NEW range of sizes 

in the Starrett Micro- 
meter Caliper No. 224, brings 
a marked saving in tool 
equipment. 


This popular “mike” is now available 
in the following sizes: 2 to 6in., 6to9 
in., 9 to 12 in., 12 to 16 in., 16 to 20 in., 
and 20 to 24 in. 


Each is supplied with interchangeable 
anvils, enabling it to handle the same 
work that formerly called for three and Santen of den ew Steciett Canales 
four individual micrometers. No. 23 A are now available for dis- 
tribution to your customers. 
Furnished singly or in Complete Sets from 
2 to 24in. A further range of 0 to 24 in. is THE L. S. STARRETT CO. 
; o,° The Worlds Greatest Toolmakers 
also supplied through the addition of our Manufacturers of Hacksaws Unexcelled 
No. 436 Micrometers, sizes 1 and 2 inch. 
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Better steel 


in Disston Hack Saws! 


The superiority of Disston Hack Saws 
starts right with the steel. 

This steel is made in the Disston Steel 
Works where crucible steel for the finest 
saws has been made for 69 years. 

Disston metallurgists developed the 
special steel used for Disston Hack Saws. 
Disston Steel Workers make this steel in 
the exclusive Disston way. 

A new alloy —a new element — gives 
Disston Hack Saws a toughness and a 
hardness hitherto unknown. 

Better steel means better service, but 
only when it is combined with the kind 
of teeth, set and workmanship that 
Disston puts into hack saws. 

Because Disston Hack Saws cut easier 
—cut faster—stay sharp longer—resist 
breakage, you can recommend them to 
your customers. 


Write for stock list and selling points. 


HENRY DISSTON & SONS, Inc. 
Makers of “‘ The Saw Most Carpenters Use”’ 
PHILADELPHIA, U. S. A. 


DISSTON 


SAWS TOOLS FILES 
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Opportunities Are All Around You 


D° you know that there is a big summer de- 

mand for PYREX Tea Pots for iced tea? 
That it is the only tea pot through which the 
cooling ice shows? 


Do you know that the Tea Growers Associa- 
tion is increasing the drinking of tea by a cqun- 
try-wide advertising campaign in which it men- 
tions that PYREX is the best pot in which to 
make tear 

Why not make the advertising of PYREX Tea 


Pots and the advertising of the Tea Growers 
Association your opportunity by constantly dis- 


playing PYREX Tea Pots? 


PYREA | 


Transparent Ware 


Pyrex Sales Division 


| | CORNING GLASS WORKS, Corning, N. Y. 


World’s Largest Makers of Technical Glassware 
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— motor boat 
ignition 

— gas engine ignition 

—tractor ignition 

— starting Fords 

— firing blasts 

— doorbells 

— buzzers 

—ringing burglar 
alarms 

— protecting bank 
vaults 

—calling Pullman 
porters 

—running toys 

—telephone and 
telegraph 

—lighting tents and 
outbuildings 

— heat regulators 

— electric clocks 

—radio “A” 


0 de 
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Columbia Hot Shot Batteries 

contain 4, 5 or 6 Columbia 

Agnitors in series in a neat, 
water-proof steel case. 





Chained lightning with a sure kick 




























for Columbia 
Dry Batteries 


——<_— 


FIRE on the first spin and scoot away putt-putt-putt, with 
never a skip or miss. Columbias are sure-fire ignition. 

To be real sea-going, use the Columbia Hot Shot. Four or 
more long-lived Columbia cells in a water-proof steel case. 
Neat as a new skipper. Water-proof as a duck. Convenient 
to carry and a cinch to connect, It gives your engine greater: 


After a Columbia has delivered fiery sparks all day it picks 
up new vigor overnight for next day’s hard running. 

Columbia Dry Batteries are sold by electrical, hardware and 
auto accessory shops, marine supply dealers, implement dealers, 
garages, general stores. Insist upon Columbias — Fahnestock 
Spring Clip Binding Posts on Columbia Ignitor at no extra cost. 


NATIONAL CARBON-COMPANY, INC. 


CANADIAN NATIONAL CARBON CO., Limited. Toronto, Ontario 


—they-last longer 


ee 


ae 


New York San Francisco 








Columbias are sales speeders 


LIKE the batteries themselves, Columbia 
Dry Battery advertising is canned lightnin’ 
on the go. Things move fast in these ad- 
vertisements. They jump right into the 
reader’s mind. They sell not only batteries, 
but the results that spring from Columbia 
Dry Batteries. 

In this advertising, appearing in the 
leading fiction, class and technical publica- 
tions, you all but hear the snappy command 
of bell or buzzer, the putt-putt-putt of 


motor boat engines, the resounding boom 
of blasting. 

That is one of the many big reasons why 
Columbia Dry Batteries are proving the 
quickest selling, best known batteries of 
all. There’s speed in Columbia Dry Bat- 
tery advertising, speed in the apparatus to 
which these fine batteries are hitched, speed 
in sales for the dealer who stocks—displays 
—pushes—sells—Columbia Dry Batteries. 

Ask your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, 


Canadian National Carbon Co., Limited 


INC., New York—San Francisco 
Toronto, Ontario 
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Akin SilverSteelSaws 


To My Fellow Hardware Dealers” 


= ; GINGOLD WINS $10.00 
aaa With 

ws M. I. Gingold Furniture Co. 
A } Birmingham, Ala. 
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We are very glad to award J. Gingold the $10.00 
prize this week. He has written a very good letter 
and states a number of good reasons why other 
dealers should handle Atkins Saws. 


Have you written a letter for this contest? Our 
only requirements are that it be written on the 
stationery of the dealer with whom you are con- 
nected, and that this dealer handles Atkins Saws. 
[If we accept your letter for publication, you win 
$10.00. 


THIS WEEK’S LETTER : 


E. C. Atkins & Co., 
Indianapolis, Ind. 


Gentlemen: 


It is a safe policy for all dealers to concentrate on Atkins Silver Steel Saws, and I rec- 
ommend the line to any dealer who wants a saw that cannot be “beat.” 


In the first place the quality of Atkins Saws is unexcelled. An Atkins Saw will appeal 
to the man who wants it for home use as well as the mechanic who knows a good tool when 
he sees it. 


The dealer can guarantee Atkins Saws without fear and he knows the saw will stay sold. 


There is nothing in the world that can bring more success to a hardware dealer than 
a good line of tools and the Atkins line will certainly qualify. 


Very truly yours, , 
J. GINGOLD. 


A FEW POINTERS ON ATKINS 
No. 590 DOCKING SAW 


This is a very useful saw for rough, fast sawing around docks, ship 
yards, car shops, lumber yards, farms, and for bridge, mine, railroad and 
contractors’ work. You should have it in stock. It has a full breasted 
blade, 18 gauge on the tocthed edge, taper ground to 20 gauge for clear- 
ance, bevel filed teeth, 444 points to the inch. Handle “easy grip” pattern, 
tinned and riveted. Write for further details. 


E. C. ATKINS & COMPANY 





Established 1857 “The Silver Steel Saw People’”’ 
c 
Machine Knife Factory Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atlanta Minneapolis New Orleans San Francisco Seattle Paris, France 
Chicago Memphis New York Portlan Vancouver, B. C. Sydney, N. S. W. 


‘ATKINS ALWAYS AWE AW’ 11111111 W"1._v 
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SANDS LEVELS 


Sell the Line of 
Least Resistance 


It’s easy to sell the Sand’s Level line because it’s readily 
accepted by your customers. ‘They’ve at least heard of 
Sand’s Levels—of their accuracy and dependability. 
Perhaps they’ve used Sand’s Levels themselves. 








The reputation of Sand’s Levels is the result of over a 
quarter century of satisfactory performance on the job. 


Why waste breath trying to overcome sales resistance 
to unknown or doubtful levels when it’s so easy to sell 
Sand’s, and make friends you can keep? 


Let Your Customers Know That 
You Sell Genuine Sand’s Levels 


Genuine Sand’s Aluminum Levels have the name “Sand’s”’ cast 
in the frame. Sand’s Wood Levels have the Sand’s trade-mark 
oval burned in the wood. Sand’s Levels are widely imitated— 
(the biggest compliment our competitors can pay us)—so show 
your customers you handle the genuine. 





More Than 350 Jobbers Carry Sand’s Levels in Stock— 
There Are Several Near You 


SANDS LEVEL &° TOOL CO. 


Owned—J. SANDS & SONS—Operated | 
8626 MEDBURY AVE. DETROIT, MICH. 
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DEXTE 


Double Tub —. 
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HEN you demonstrate a Dexter 

Double Tub to your customer 
you don’t have to talk about bearings 
and levers and gears. You have some- 
thing tremendously more interesting 
to show her than mechanical principles 
—A BETTER and SPEEDIER 
WASHING PLAN. That, after all, is 
the thing with which your prospect is 
most concerned. She isn’t interested 
in a washer for what it IS, she wants 
it for what it will DO! 








DEXTER: 


LPT TT TTT eS LTE Dexter Double Tubs, Model 12E, 


Send us prices and discounts covering the Dexter line, together 
with dealer sales plan. 








The DEXTER co. 


A Demonstration That Means Something 


It doesn’t take long to show her how 
Dexter Double Tub cuts washing time 
in two. With two standard tubs—both 


equipped with complete washing gear- 


ing—this machine washes, rinses, wrings 
all at the same time. It gets the clothes 
cleaner—quicker and with less work. 
Eliminates soaking, boiling or hand 
rubbing. Does a large family washing 
in about an hour. 


Dexter Double Tub requires only a 
little more space than the ordinary 
single tub machine. It actually costs 
less than most single tub washers. We 
have some real sales-compelling as- 
sistance for Dexter Agents. Ask for it. 


Warehouses at 


Peoria, Columbus, Harrisburg 
and Utica 


- Fairfield, lowa 
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No. 1 Wood Handles—sizes 6” to 18” 
No. 11 Steel Handles—sizes 6” to 48” 


SELL PEXTO SERVICE 


Every time you sell a Pexto Tool you have sold a 
service. The satisfactory service the customer 
gets from one Pexto Tool sends him back to your 
store when he needs other tools and he is going to 
demand Pexto Service in every tool he buys. 


Pexto Pipe Wrenches carry out the highest ideals 
of Pipe Wrench design. The hardened jaws grip 
like a vise, yet they are easily tightened or released. 


Write for Catalogue on Mechanics Hand Tools 
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THE PECK STOW & WILCOX CO. Southington, Conn.USA 
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Electric 


Washer 


The adding of this final unit to the world 
famous line of ABC Electric Washers 
rounds out under one celebrated name a 
complete line of all the popular types of 
washing machines which the public now 
demands. And it brings you greater op- 
portunities for real volume and turnover 
in washing machine sales—and bigger 
profits on every sale. 

Now you can order from one source every 
type of washer for which there is a popular 
demand. You can pocket maximum discounts 


on orders for mixed shipments and concen- 
trate selling effort on one brand name, long 


OU established and known to represent the very 
Should know / ag in eee and materials that it 

is humanly possible to produce. 
all about this New ABC < You'll want to be fully posted on this new 


ABC Washer. Every dealer in the country 

No matter what washer you sell, no matter what washer your com- will, So don’t hesitate to write. This is infor- 
petitor sells, know about this new washer. Agencies are open in many ‘ f 

mation you will need no matter what washer 


towns—maybe in yours. So write today if only to get detailed infor- , 
mation on this new ABC Vacuum Electric Washer. you or your competitors are selling. Write now. 


ABC 


ELECTRIC WASHERS 
made by Altorfer Bros. Company, Peoria, Ill. 
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If this Diamond Mark 
isn’t on your wrench, 
Walworth quality isn’t 
in it. 








Handily packed | 
for quicker sales 


This carton of household-size Wal- 
worth Stillson wrenches on your 
counter speaks for itself and for you. 
It calls instant attention to the home 
uses which are the best selling points 
for the Walworth Stillson as “the handy 
helper in every home.” 


There’s no quicker way to sell half 


a dozen wrenches to the kind of cus- 


.omers who need only a reminder to 
become your readiest buyers. Folded 
up in every carton you will find an 
extra sales help that will display a 
single wrench to catch the eye of the 
window shopper. 


And, of course, the Walworth carton packing 
offers an ever so much handier way to keep a 
supply of wrenches in stock. 


Walworth Manufacturing Co., Boston, Mass. 


Sales Units and Distributors in All Principal Cities 


WALWORTH 
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HOLD FAST! 


The streets were as slippery as a 
banana skin—the motorist said: “I 
can get along without chains.” He 
did—skidded into another car— 
damages and fine $100. 

The harbor was as misty as a Lon- 
don fog—the ferry captain said: “I 
can get along without a compass.” 
He did—crash—two boats in dry 
dock for repairs. 


The “Just-as-good” wrench sales- 
man called—the dealer said: “I can 
get along without Coes Wrenches— 
these cheaper wrenches will do.” 
He did—now customers get along 
without him. 

Moral: Whether driving a car, 
steering a boat, or running a busi- 
ness, it pays to HOLD FAST that 
which has proven the SAFE and 
SANE COURSE. 


Coes Wrenches are safe 


Your Jobber Will Supply You 


Selling Agents 


J. C. McCarty & Co., 


29 Murray St., N. Y. 


John H. Graham & Co., 113 Chambers St., N. Y. 
Fenwick Freres, 8 Rue de Rocroy, Paris, France 


COES WRENCH COMPANY 


*‘In business since 1841” 


Worcester 


Mass. 











Trade Mark Reg. U. S. Pat. Off. No. 64696 
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GRAY-WICK 
SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 




























































































































































































































































































12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 35 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 
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Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS , 
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ENTIRE FACTORY AND OFFICES ; 
CORTLAND, NEW YORK, U. S. A. 
ESTABLISHED 1873 INCORPORATED 1892 
Ha EERE 
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Here Is a Complete Line 
That Has No Dead Ones’ 


VERY member of the Crecoite family 
has been developed to fit a special need. 
Weight, design and price have.all been 
carefully considered. ‘The result is that 
every Crecoite Steel Toolis a rapid, steady 
seller. There-are no slow moving numbers. This 
keeps down your investment and kéeps #p your profits 
by speeding turnover. “Stickers” in any line tie up 
capital, consume space and slow up turnover and 
profits. 


The investment required to handle Cre- 


coite Steel Tools is less than half what is 
needed to stock other lines of equal quality and com- 
pleteness. Every cent invested in Crecoite Tools earns 
you a profit. No idle capital, no slow movers! Start 
with this good line NOW. 















Ask your jobber for complete infor- 
mation or write us for catalog H. 


MARION TOOL WORKS, Inc.. 


Subsidiary of Chicago Railway Equipment Company 


30 Years of Steel Making . 
: Indiana 





Marion 
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Are You Getting Full Benefit 
of Our National Advertising ? 


Miller Lock advertising in the Saturday Evening Post and 
Country Gentleman is reaching monthly every city, town and 
village in America. 

It is read on nearly a million of the better farms. It is seen re- 
peatedly by a big percentage of your present and prospective 
customers. 
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of new Miller ~ a And all this advertising is designed to direct buyers to the stores 
on their long care Pas that sell Miller Locks. & 
wesc wey} deg ace To what extent is Miller Lock advertising benefiting you? It can a 
on for a mighty lot pe ‘9p OF pct be made a means for iricreasing your lock sales many fold. Simply mx 
bs That's the reason it identify your store as a place where Miller Locks are sold and i 
tac en: al amt got an increased demand will soon be apparent. Such identification va 
kL «os ow src snyomth pst pes may be brought about in several ways: é 
; Cotter a wo esos —through your windows by the use of display material such as & 
key. eos a e* po” that shown above and which you may have without charge. & 
That is why on each of eaten en —through advertising in your local papers with plates which a 
| romps Seccr hye tersiy Core ie? gto we will furnish free of charge. There are twelve of these, 4 
Scie dean is: thes peace of ese ie wo © . each 1 column by 5 inches, all general hardware ads with k 
mind which only the know!- oe & WOM ast eee 8 less than one-third the space devoted to Miller Locks. : 
ee ee panne qe Se nate —through the mail with envelope enclosures supplied by us. 
a ach plata: Bot og 8 aod Tet —through the use of Miller Swinging Metal Display Panels, | 
locking need —and at prices nec est eee Metal Display Stands and Counter Display Cartons, fully 3 
rurk mys ore he es WE ei pint Bijes described in Milier Catalog No. 29. : 
20,000 SP 5. ave” fe, Wi All are tried and proven aids that have demonstrated ‘ 
i | et ig OF es. One ™ their sales value time and time again. They are the 
ee Maths ool pala ecm ae ce be Oe © surest means of directing to your store the new busi- 4 
dlicd block with mailccbie see AS, ness that Miller Lock advertising is creating. % 


Any jobber can fill your order for Miller Locks. 
Advertising and window trim material will be sent to 
you by us direct. 


MILLER LOCK COMPANY | 
PHILADELPHIA, U. S. A. 
ESTABLISHED 1871 


MILLER LOCK COMPANY 
FE eatdeshad Set 
Pedincks - “ugh: Latches — Cobtne: Locks 


Philadsiptus, U.S A. 












PADLOCKS, 
NIGHT LATCHES, 
CABINET LOCKS 


Originators of Swinging Metal Display 
Panels, Metal Display Stands and 
Counter Display Cartons for Padlocks. 
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There are Giant 
Possibilities in 
Lilliputian 
Merchandise 
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None Genuine Without the Name 


DOMES of SILENCE 
Stamped Inside 


Counter Displuy of 
Gulliver Goods that 
proved very success- 
ful. More than 650 
fast selling items in 
this small table 
space. This fixture 
was built right in 
the store 
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GULLIVER GOODS 


"eee ae Sure to 
"§ hls: 0 ee 
lid rg _ Captivate 
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| Mowing fp Sy tee 3 Customer 





ULLIVER GOODS are Small Wares—the 
Lilliputians of the Hardware Store. There 
are at least 100 of these items in every store. 
When grouped, these Gulliver Goods are an 
army—powerful and profitable—an army capable 
of captivating and holding a great satisfied 
public. Group Gulliver Goods. Display them 


on a sales table. 


DOMES of SILENCE 


“Better than Casters” 


One of the fastest selling of all Gulliver Goods. 
Give them a prominent place in your small 
wares display. 


Assortment D-19 (as illustrated) contains one dozen 
sets each of 14 inch, 5 inch, 34 inch and 7% inch 
sizes. (1/ gross sets.) 


Order from your Jobber today 


DOMES of SILENCE Division 


Henry W. Peabody & Co. 


P-1609 17 State Street, New York City 
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NEW two-tube RADIOLA—designed and built by world- 





At $35 famed engineers in the great RCA laboratories—priced ; 
l . Tw i D-11. ° ° 3 
end tcleghenss. Un fotet, ovary. at less than yoy could build it for at home! A real RADIOLA 3 
yall ania —including the tubes and the headphones. A new model. | 
You Can Add Improved in sensitivity and selectivity. Getting distance on 
Radiola Loudspeaker, $36.50 the headphones, and near stations on a loudspeaker. Receiv- 
ay ts on oe a a ing clearly—reproducing truthfully. Its thirty-five dollar 
loudspeaker. ae two Radio- ° ° ° 
trons WD-11...... cpt eapa 5 $30 price means big sales because it means that every home every- 
Or Buy Seiten where can tune in on the fun with a small receiver built 
RADIOLA III-A, the amplifier com- . 
bined with Radiola III in one cabi- for big performance. 


net; with four Radiotrons WD-11, 
head telephones and Radiola Loud- 


ME o6s0s0ntkdnuaie . .$100 | “There's a Radiola , for ev ery purse” 


Operates on Dry Batteries 




























Stare 





REG. U.S. PAT. OFF, a 


‘ 
e ° ° x 
There are many Radiolas at many prices. Send Radio Corporation of America 3 
for the free booklet that describes them all. Sales Offices: 
Sey 4233 Broadway, NewYork 10 So. LaSalle St.,Chicago, Ill. 433 California St., San Francisco,Cal, 
RADIO CORPORATION OF AMERICA | 
Dept. 626 (Address ofhce nearest you.) | 
Please send me your free Radio Blooklet. | 
Name | 
Street Address | . 
City R.F.D. } | 
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“INDIA TIRES 


From Coast to Coast in Every Kind of 
Commercial Service 








One of a large fleet of ee » \ NEW ORLEANS Police 
passenger buses in use Z a “7 Dept.—Police patrols and 
by the Carbonado Stage ' 4 . |g ambulances travel fast. 
Co., TACOMA, WASH. 7 In New Orleans they use 


—India equipped. | Indias because they 


do not skid. 





yl er, MPR SIA Dts NE» AG 
RR IRGES = \ Pees ment Cmte y So 
Pawn? <> Ae 2 9c Paes ASE aa ws 


iss 
De ins 


fe rad 1 AMI 2 SR ab Beat 


2 One of a fleet of 
, eight Cadillacs, 4 ‘ 

driven day and night, over im 7 Part of fleet of thirty-one White 
mountains, deserts and boule- — 4 Delivery Cars of the Broadway 
vards, for the Lasky Film Cor- ee =€=6h}~—SCSDepartment Store. One hundred 
poration. All India equipped. “te y per cent Indias. 











E 

Z Several of a large bak- Hlere is a part of a big ice 
ing company’s fleet in cream manufacturer’s fleet 
BOSTON, using Indias in CLEVELAND. They 
all around. use Indias exclusively. 

ns 

3 


The India Tire @~ Rubber Company, Akron, Ohio 
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; What’s worth selling 
7 is worth trying—first 


How well are you sold on good casters? 


If you really don’t believe there’s a big differ- 
ence in casters, here is a way to prove it for 
yourself. Take home a set of Bassick casters 
from the store, say the FRB Diamond Velvets, 
and try them out on your davenport or your 
large easy chair, 


Then push the piece of furniture—no matter 
how heavy—and see how easily it rolls and 
swivels. It seems lighter than it actually is— 
“weighs” less. 


Now, put yourself in the place of a customer 
who has bought a set of Bassick casters on 
her dealer’s recommendation. Wouldn’t you 
be likely to come back for more of those casters? 
That’s just what’s happening to dealers who 
sell the Bassick line. 

Ask about our Special Dealer Proposition No. 25. 

It will boost your caster sales. Write your name 


and address on this page and mail to us. We 
will send complete information by return mail. 


THE BASSICK COMPANY, Bridgeport, Conn. 


Forthirty years the leading makersof high grade casters 
for the home, office, hospital, warehouse and factory. 


et ——— 
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Sell Dependable 
Loud Speakers 
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Handle Reliable 
Sets and Parts 


TO 


Carry a Line of 
Batteries 








Listen 
To These Facts About 
RADIO 


OGER BABSON estimates that a total 
of $350,000,000 will be spent on radio 
receiving apparatus in 1924. 


For every dollar spent for music and 
musical instruments, seventy-five cents 
will be spent for radio. 


This eminent statistician anticipates — 


about $250,000,000 will be spent for sets 
and parts, exclusive of tubes. 


Every hardware merchant should im- 
mediately act on this favorable market 
condition and firmly establish his store 
as a ‘‘radio headquarters.’’ Engage a 


. competent salesman, purchase a com- 


plete stock of reliable merchandise, ad- 
vertise in your newspaper and windows, 
—in brief, get your share of this profitable 
business. 


Over four years ago, HARDWARE AGE 
urged merchants to watch the favorablé 
growth of the radio market. It has con- 
sistently published merchandising and 
educational articles since that time. For 
example, refer to the current issue. 
Some of the foremost manufacturers— 
such as Radio Corporation of America— 
are using HARDWARE AGE and telling 
their sales story to you. 


You can depend on HARDWARE AGE 
—your business paper—to keep you in- 
formed on the latest developments in 
radio merchandising and give you con- 


crete information that will help you make - 


more money. 


in rem 














Make Your 
Windows ‘“Talk’’ 

















Stock and Display 
Good Tubes 

















And Read 
Hardware Age 
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Carpenters and Builders Wrote This Advertisement 








On Every Job 


“In answering calls, it is al- 
ways the first tool I select and 
no matter how small the job 
may be, I generally find a use 
for it before I finish.” 


Exact Graduations 
“The fine and exact grad- 
uations help in exact meas- 
urements and in_ reading 
blueprints.” 


Handy to Carry 
“Carried in the pocket or 
slipped under the belt, it leaves 
the hands free for climbing, 
when working on scaffolding, 


eliminates the necessity of 
carrying an armful of special 
tools and being easily ad- 
justed with one hand it is 
invaluable where space is 
limited.”’ 


For Laying out Work 
“It is a boon to the man on 
the marking table. You could 
not begin to lay out a job 
without one.” 


Good Investment 
“The fact that this square is 
useful in so many different 
ways makes it a cheap invest- 
ment for a woodworker.”’ 


Starrett Dealers will 
find some new sale 
slants here on the 94 
Combination Square 


Can’t Break It 


‘“‘The square must be made 
of good material as I have 
dropped it a hundred times or 
more since I have owned it. 
I have dropped it off of two 
story roofs and scaffolds on 
concrete floors, threw lumber 
on it and stepped on it and 
it ain’t broken yet. After all 
this abuse it is as perfect for 
square as the day I bought it.”’ 


Use for Level 


“The level can be used for 
leveling short cleats and by 
sliding off the blade can be 
used in small recesses where a 
long level is useless.”’ 


THE L. S. STARRETT CO., ATHOL, MASS. 


The World's Greatest Toolmakers—Manufacturers of Hacksaws Unexcelled 










The Starrett Tools 
made specially for 
the Building Trades 
are completely de- 
scribed in the Star- 
ret Catalog. Write 
for No. 22.“*A”’ 


No. 94 


Starrett Combination Square 


9” size — $1.35 
12” size — $1.50 
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Coming Hardware Conventions 





NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 

LOUISIANA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Roosevelt Hotel, New Orleans, June 
3, 4 5, 1924. R. D. Nibert, secretary- 
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HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Wrightsville Beach, 
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Craig, secretary-treasurer 717-718 Com- 
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secretary, City Bank Building, Syracuse. 

PENNSYLAVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
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seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
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Build Good Will 
with Good Builders Hardware 


Create a direct contact with 
those customers who appre- 
ciate the beauty and quality of 
permanent buildings and last- 
ing hardware— 


Prestige is promoted 
by good will 


Ornamental 


Butt No. 450 


A popular “National” highly 
polished, double plated reversi- 
ble butt. 


Made of selected cold rolled steel, 
with bevel edges, in all sizes from 
1,” to 44%”. 


. 


Furnished in any finish desired. 


The false tip is threaded and screws 
into the Butt. It is also slotted for 
screw driver. This feature is popular 
with builders, inasmuch as it indicates 
the bottom of Butt. 


Packed one pair in a carton, each 
wrapped separately with oval head 
screws. 





NATIONAL MFG. CO. | Sterling, Ill. 


Direct buying from the Manufacturer will save expense and delay. No middle- 
man will allow closer contact and prompter deliveries to the Dealer. NATIONAL 
facilities enable you to benefit both by larger profits and immediate deliveries 
from a complete stock. Take advantage of this co-operation. It will pay you 
to investigate— 


Natienal 


Builders’ Hardware 
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THE JOBBER 


and 


The Neck of the Bottle 


HE wholesaler represents the center 

link in the chain of merchandising. 

His function is to bring together the 
merchandise of the various manufacturers 
and redistribute it in the required amounts 
to the retail merchants. 


He must draw from the manufacturers 
sufficient quantities of merchandise to in- 
sure prompt shipment of the retailers’ re- 
quirements. He must house and care for 
immense stocks, maintain a large clerical 
force, and otherwise adjust his husiness on 
a service basis. 


His job is one of distribution, and in the 
main he has handled it well. He is a very 
necessary part of our merchandising sys- 
tem. We could hardly get along without 
his services. 


But busy with his distribution problems, 
the jobber also has, to a great extent, over- 
looked the man without whose aid he cannot 
keep going—the retail clerk—the man in 
the neck of the bottle. 


The jobber is in even a better position 
than the manufacturer, so far as helping the 
retail salesman is concerned. He is in close 
touch with the merchant. His men call at 





the individual stores with clock-like regu- 
larity. They know jntimately the merchant 
and his employees. 


With the cooperation of their respective 
houses, these salesmen can be a power for 
good in teaching the retail clerk to properly 
sell the merchandise which the jobber dis- 
tributes. 


They can help the merchant to organize 
and conduct store meetings, and in those 
meetings they can act as friends and ad- 
visers. 


The retailer will welcome their aid. The 
clerk will gladly accept their advice and as- 
sistance. 


The jobber’s future, as well as his oppor- 
tunity, lies in “The Neck of the Bottle.” 
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A good jar rubber will stretch and 
come back 


ITH asparagus springing up 
\ in. the garden, dandelion 
greens ready for the table and 
the strawberry vines budding with 
the promise of their ruby crop, busy 
days are at hand for your customers 
who can their surplus fruits and 
vegetables, as every thrifty house- 
wife should. These are the days 
when the progressive hardware mer- 
chant begins to think of home can- 
ning equipment to interest his 
women customers who “do up” a 
stock of good things for the winter 
preserve shelf. 


Home Canning on the Increase 


Home canning is on the increase 
—don’t let anyone tell you different- 
ly. Ask the manufacturer of glass 
jars, rubber rings, pressure cookers 
or any of the other essential equip- 
ment the home canner needs and see 
how his sales have increased during 
the last five years. The,answer is 
simple—most of the credit belongs 
to Uncle Sam. You’ve heard a lot 
about the cold pack process and you 
know that while in Grandmother’s 
day sweet preserves and pickles were 
the only things she knew how to “do 
up,” the modern home canner does 
not hesitate at putting a score of 
fall cockerels in glass jars or can- 
ning enough garden vegetables to 
last the family through the winter. 

The other day in talking with a 
large glass jar manufacturer and 
watching the battery of huge Owens 
machines molding thousands of glow- 
ing fruit jars, I was surprised to 
learn that while ten years ago two 
machines could turn out a year’s 
supply of glass, it now takes a dozen 
larger ones to make jars enough to 
fill their yearly orders. 

The United States Department of 
Agriculture tells us that the average 
home use of fruit jars per year has 
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Home Canning Hints 


That Pay 
Year Round Profits 


By RENA M. FARRELL 


Trade Research Department, Boston Woven Hose & Rubber Co., 
Cambridge, Mass. 


increased more than five times in as 
many seasons, and I know a number 
of busy home canners whose average 
pack approaches a thousand jars 
each year. What an opportunity for 
business on canning equipment and 
what an incentive to merchandise 
these supplies intelligently ! 

Here are some of the things your 
women customers will not only ex- 
pect to find in your store this sum- 
mer but will also want reliable in- 
formation about: 

Glass jars.——You will find most 
housewives have a favorite type. The 
wide mouth, glass top ones are find- 
ing a steady, increasing sale, for 
they are easy to pack and to keep 
clean. They seal and open easily and 
are especially adapted to the cold 
pack process because the sealing 
wires can be conveniently snapped 
into place when the hot jars are re- 
moved from the canner. 

Rubbers.—Stock only a brand you 


/ 








A cheap composition rubber ring will 
swell and blow out—like the ring in 
this picture . 


can absolutely guarantee for cold - 
pack canning. The rubber ring is 
one of the important factors in the 
success of canning and the house- 
wife, through educational work of 
the manufacturers, canning demon- 
strators and women’s magazines, 
has been taught how to select a good 
ring. The rubber that meets the 
standard tests for strength and 
stretch and is not affected by long 
boiling or steam pressure is the kind 
the modern home canner demands. 
Old-fashioned composition rubbers, 
which swell and blow out during the 
canning process or which harden 
and crack on the jars in the pre- 
serve closet are poor property either 
in the merchant’s stock or the house- 
wife’s pantry. 

Water Bath Canners.—There are 
many good, simple outfits on the 
market—wash boilers, with galvan- 
ized racks to hold the jars, are used 
by many women. Some of the types, 
especially for canning, are splendid 
sellers. 

Pressure Cookers.—A good one 
that you are sure will give real ser- 
vice. See that the cooker is well 
made, that the gage is accurate and 
reliable, and that the cover clamps 
are strong and well made. 

Aluminum and Granite Preserv- 
ing Kettles—Especially the large 
sizes. 

Aluminum and wooden spoons. 

Ladles. 

Wire baskets for blanching and 
cold dipping. 

Jar holders, lifters and openers. 

Duplex forks. 

Extra jar covers. 

Measuring cups and spoons. 

Stainless steel vegetable knives. 

Mason jar wrenches. 

Vegetable brushes. 

And here is another point: Each 
season finds a large number of peo- 
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ple just starting to can—newly mar- 
ried housewives as well as older 
ones who have just caught the can- 
ning fever. About 3000 Govern- 
ment demonstrators are teaching 
canning the country over, and new 
members are daily joining the ranks 
of the home canning army. What 
better place to equip their canning 
kitchen than the housefurnishings 
department of your store? If you 
group all these supplies in one place 
ana feature the best brands in your 
store displays and advertising you 
can very naturally become the home 
canning headquarters in your neigh- 
borhood. 

Try using in your newspaper ad- 
vertising such headings as these: 
“Headquarters for Home Canning 
Supplies,” “Let Us Show You the 
Modern Tools for Canning,” or “Can 
with Modern Equipment—We Have 
Everything You Need.” 

One enthusiastic home maker of 
my acquaintance has three pressure 
cookers. Here is an item that you 
will find a ready seller if you are 
equipped to fully explain its tremen- 
dous advantages. The canning sea- 
son is the real time to sell pressure 
cookers. Do you realize that their 
use cuts down the time of canning 
two-thirds? Surely this will in- 
terest anyone who cans corn or 
meats, etc., which require three 
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hours’ boiling in the wa- 
ter bath but only one 
hour in the pressure 
cooker. 

Practically all makers 
of cookers, glass jars 
and rubber rings will 
furnish you attractive 
instruction books for 
distribution to your cus- 
tomers, fully explaining 
every step in the can- 
ning process. An hour 
spent in reading some 
of these books will teach 
you countless talking 
points for all kinds of 
equipment and give 
your customers an edu- 
cational service that you 
will be proud to supply. 

Make this your best 
season on canning equip- 
ment. Remember that 
September and October 
no longer mark the end of 
the canning season; not 
until the fall butchering 
is finished on the farms is the can- 
ning season open nowadays. Even 
then you will find many folks who 
have learned that every day in the 
year the food thrift program of con- 
servation provides a canning oppor- 
tunity. 

What is easier, when the family 
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Every home canner should have a pressure cooker 


likes beef stew or lamb broth, than 
to make a double quantity, canning 
the extra portion for some future 
day when the saving of time and 
labor will be appreciated in the serv- 


ing of a hurried meal? One practi-— 


cal lady of my acquaintance whose 
men folks insist on baked beans 











A Twelve Month | 
Canning Program 








E usually think of the canning 

season as beginning with the 
springtime when nature commences 
a new year of growth with the prod- 
ucts of the garden, orchard and 
field. It is rather difficult to set 
down just which products logically 
form the canning program month by 
month, because our country is so 
large, and climatic conditions so dif- 
ferent, that a canning program on 
the Pacific coast or in Louisiana 
would be quite different from what 
is being taught in Vermont. 

Briefly speaking, however, the fol- 
lowing table may be helpful. 
APRIL—Early greens and rhubarb. 
MAY—Strawberries and asparagus. 
JUNE—Cherries. 


JULY—Green peas, early raspber- 
ries. 

AUGUST—A wide range of garden 
vegetables and small fruits. 
The first run of apple jellies. 

SEPTEMBER—Windfall apples for 
sauce and pie fillings. Peaches, 
pears, miscellaneous hard fruits, 
grape juice, grape and fruit 
conserves. Tomatoes and green 
corn. 

OCTOBER—Quinces, winter pears, 
late windfall apples, pumpkins, 
squash, pickles and relishes. 

NOVEMBER—Fall cockerels, culls 
from the laying flock, venison, 


wild duck, mince meat, apple 
butter. 


DECEMBER —F al} butchering— 
beef, pork and mutton. Rab- 
bits and other game. 

During the winter months, Janu- 
ary, February and March, utility 
canning is in order. This is the 
time of the year to make an extra 
pot of beans and can for summer 
use. For canning extra quantities 
of soups, stews or prepared dishes 
of various kinds which are handy to 
have in warm weather. Many peo- 
ple also use these three months for 
making jellies from fruit juices 
canned the previous summer and 
fall. This sort of work, together 
with the preparation for the new 
season, round out the year’s can- 
ning effort. 
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every Saturday night has found that 
it pays to bake double quantities 
during the winter months when the 
coal range is running. Transferring 
the extra pot of beans to glass jars 
and processing them solves the Sat- 
urday night problem during the hot 
summer months when a roaring 
kitchen fire is hardly on the Satur- 
day program. 

This is real home canning effi- 
ciency and this is an all year round 
system. O. H. Benson, who pro- 
moted the cold pack canning for the 
Government, calls it a “four season 


of 


the 
kitchen preserving is justifying his 


industry,” and growth 
enthusiastic prediction. So, now 
that the natural canning season is 
already upon us, let us prepare for 
the biggest business on record and 
prepare for it in the right way. 

The war taught us the value of 
conservation—statistics prove that 
the lesson was well learned, and the 
quantities of home canning equip- 
ment produced each year prove that 
this branch of home making is a 
staple industry rather than a pass- 
ing fancy. 
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Uta aded accessory the home 

canner needs has a natural 
place in your store. Here are 
some of the items that will help 
swell profits during the canning 


season 


One of the leading manufacturers 
of rubber rings points with pride to 
the fact that each hour of the work- 
ing day enough rubbers come from 
their machines to make a column 
higher than the Woolworth Build- 
ing. More than 1,000,000 rubbers 
every day! Where do they all go? 
On to glass jars, of course—and 
every one of those jars builds the 
home canning program stronger and 
makes the development of your busi- 
ness in home canning supplies more 
logical and satisfactory in every pos- 
sible way. 


What Is the Cause of This Radio Tube Shortage? 


HE hardware trade has been do- 

ing more than its share to ad- 
vance the cause of the radio busi- 
ness. Dealers were enthusiastic 
and, contrary to general belief, they 
opened some of the first stocks and 
paid dearly for their experience in 
learning what would sell and what 
would not. They also put many 
items on their shelves that went 
“out of date” before the boxes had 
been opened. 

Now that the business is fairly 
standardized, these same hardware 
dealers, and many hundreds more 
who did not put in early stocks, are 
finding radio a good hardware item 


Heavy Fiber Folders 
Keep Catalogs in 
Good Shape 


HIRSIG of Wolf, Kubly & Hir- 

- sig, Madison, Wis., has a 
unique way of keeping catalogs. 
Along one side of the office are 
three book shelves. He has secured 
a supply of heavy fiber folders and 
labeled each with a letter of the 
alphabet. When pamphlets and 
smal! catalogs are received they 
are put into the correct folder and 
these are all placed in proper order 
on the shelves. It is no trick at all 


= + 


—but—the shortage of vacuum 
tubes is not only tying up a lot of 
money in incomplete sets, but is 
making the hardware dealer apolo- 
gize to his trade because he cannot 
serve them efficiently as he is ac- 
customed. 

Why is this shortage? Rumors 
and statements say that production 
will not meet the demand. It is also 
said that jobbers have not specified 
far enough ahead—yet some of 
them have unfilled orders for stand- 
ard tubes dated October, 1923, with 
no records of shipments.’ On the 
other hand, certain stores, particu- 
larly in the large cities, appear to 





ment’s delay as it is only necessary 
to take the proper folder down and 
pick out the catalog wanted. 
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Uses Good Slogan 
[PRE P. Hoffman Hardware Co., Se- 

dalia, Mo., has been using for some 
time a slogan that is designed to build 
good will because it assures customers 
of complete satisfaction in their deal- 
ings with the firm. The slogan is used 
on advertising material and appears on 
all letterheads, statements, etc., and 
reads—“Satisfaction Is Welded Into 
Every Transaction.” 


have plenty of tubes, and they are 
not of the “boot-leg” type either. 

Warm weather will be here short- 
ly, and hardware jobbers have thou- 
sands of dollars worth of orders for 
complete sets which they can’t ship 
because of inability to get tubes. 
Hardware dealers want these sets 
now, but they are going to be forced 
to lose the sales as well as the 
profits. Meanwhile hardware job- 
bers are still going to have the in- 
complete sets on their hands. 

This shortage is causing the 
hardware trade to lose money. Can 
it be that discrimination is being 
used ? 


—_— Trough Helps 
Theissen Measure 


Wire Cloth 


SECTION of eaves-trough sup- 
ported with conductor hooks on 
one end of an ordinary shipping 
table provides J. W. Theissen, De- 
troit, Mich., with an efficient wire 
cloth measuring table. A conveni- 
ent nail on one of the table legs 
holds a pair of snips. The table 
board is marked off in feet and 
inches. 
When measuring, the roll is placed 
in the eaves-trough, unrolled to the 
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A typical assortment of equipment sold to factories by the Martin Hardware Co., Mansfield, Ohio. Below 
is shown a method used by this firm for handling anl cutting wire cable. 
sired length, placed across cutter and a few blows m the cold chisel with a sledge completes the operation 


The cable is unwound to de- 


“Buy Right, Sell Right and Deliver Promptly” 


That’s the Union Hardware & Supply Co.’s Recipe for Selling Mill Supplies 


the active hardware merchant 

has an unusual opportunity to 
handle bigger business by selling 
tools and supplies to local factories. 
Investigation shows that even on the 
outskirts of a large city there is a 
very valuable fill-in trade which fac- 
tories are glad to place with 
the nearest hardware dealer 
who is equipped to serve 
their needs. 

Many dealers prefer this 
fill-in business, as it involves 
a smaller stock investment 
and is profitable. Incidentally, 
there is seldom any worry 
necessary regarding the credit 
standing of the buyer. Such 
business usually comes at un- 
expected intervals. A belt in 
a factory breaks and a rush 
order is sent in for repair 
belt fasteners or for a new 
length of belting, which comes 
in rolls. One or two kegs of 
nails may be needed immedi- 
ately. The yard gang may 
need an extra steel barrow 
in order to keep up speed. 
Increased production may be 
necessary on a special order. 
Extra men are put on, a few 
extra sets of hand tools will 
be needed. Such items as 
twist drills, hack saw blades, 


i many of the industrial sections 


blowers, drill presses, wire cable, 
block and tackle, chain hoists, sledges 
and mallets are often needed im- 
mediately. 

- In order to get some of this busi- 
ness your store must be known to 
the local factories. The purchasing 
agent of each plant in your territory 





must know that you are ready and 
anxious to take care of him in an 
emergency or on regular’ stock 
orders. Personal calls have been 
the best trade stimulants. Frequent 
’phone calls will help after the con- 
tact has been effected. 

The Union Hardware & Supply 
Co. of Ashland, Ohio, does 
a good local factory busi- 
ness. Ray Heickel, manager 
of the firm, says the dealer 
handling this line must keep 
posted on local factory condi- 
tions and must know the 
status of production, labor 
and sales of all his customers. 
The dealers’ stocks must be 
governed in accordance with 
these conditions. Mr. Heickel 
has found his mill supply 
sales following the curve of 
production. 

“Follow the market, buy 
right and sell right,” says Mr. 
Heickel, ‘‘and be prepared to 
give prompt delivery service 
on all ’phoned orders. Some 
of our local factories send a 
messenger for small pieces, 
but most of this business must 
be delivered. The factories 
usually give us a formal 
order or purchasing requisi- 
tion which bears an order 
number. It is important that 
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this order number appear on your 
monthly statement as it facilitates 
prompt payment. Factory business 
is very desirable, for you are sure 
to get full payment. It is well, how- 
ever, to have an understanding on 
payments. Some firms prefer to pay 
on the first of the month, others on 
the fifteenth or tenth. Any of these 
plans may be followed satisfactorily 
providing the dealer understands and 
keeps his records for the customer 
accordingly. Factory supplies are 
fairly staple but it is nevertheless 
well to watch the market. 

“The average dealer who does not 
feel able to handle the bulk of local 
factory business because of local 
competitive situations or lack of 
space for the stock can specialize on 
filing in the emergency order. He 
will make more profit relatively, his 
investment is less and his selling 
price is nearly at list on small orders. 
The dealer who handles fill-in busi- 
ness religiously is always likely to 
have the first inquiry from a fac- 
tory on some important equipment 
which he may not stock but which 
he can quote and have delivered 
promptly from the nearest source of 
supply. 

“An occasional special on tools, 
belting, chain or wire cable will help 
keep your store before the plant 
buyer and will serve to stimulate 
some satisfactory business.” 
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Wire cable is also a very popular 
item with road builders and in fac- 
tories where electric hoists are used. 
This firm frequently receives orders 
for 1000 ft. at a time from firms 
that use it for dredge work in build- 
ing roads. The Martin Hardware 
Co. carries it in six sizes, 4 in., 
15/16 in., % in., % in., 3% in. and 
14 in. 


Mill Supplies in Mansfield, Ohio 


Mansfield, Ohio, has the reputa- 
tion of being a good business and 
industrial town, and there is suffi- 
cient local pride among all commer- 
cia] factors to encourage home trad- 
ing. The Martin Hardware Co. 
maintains a very complete ware- 
house at the rear of its retail store 
and in this warehouse, in addition 
to the overstock on general hard- 
ware, one finds various items needed 
by factories. This firm has studied 
local factory needs, has learned what 
equipment is used in local plants and 
has filed data on sizes, types and 
brands of equipment and supplies 
preferred by Mansfield manufac- 
turers. This enables the firm to give 
a distinct and valuable service to 
local factory customers. As an ex- 
ecutive of this company says, “There 
is no secret to the way we have con- 
ducted our mill supply business dur- 
ing the past twelve years. Our vol- 
ume of business is simply the result 


May 29, 1924 


of hard work, careful treatment and 
earnest endeavor to satisfy our cus- 
tomers.” 

Mansfield has a population of 35,- 
000. This executive feels that in 
smaller cities the dealer would not 
be justified in carrying full stocks 
unless he was assured of continued 
business from manufacturers. The 
dealer, however, does not necessarily 
need to limit his sales activities to 
local factories. He will find a profit- 
able outlet in neighboring munici- 
palities. City departments maintain- 
ing repair stations and other me- 
chanical equipment are also good 
prospects to consider in mill supply 
sales work. 

The T. B. Rayl Co. of Detroit, 
Mich., maintains a separate store 
and building where factory supplies 
are sold. The stock in this depart- 
ment, which is under the manage- 
ment of B. H. Ackles, includes elec- 
tric motors, electric tools, grinding 
equipment, milling cutters, brass 
rods, sheets and kindred items. Mr. 
Ackles cautions dealers to invest 
carefully in mill supplies and urges 
them to watch their possibilities for 
business before adding to stocks. 

The J. M. Waterston Co., also of 
Detroit, does not handle general mill 
supplies, but has earned such a 
reputation for carrying high grade 
tools that several factories buy tools 
at this store. 











“WELCOME TO OUR CITY!” 


HEN a distinguished visitor comes to our shores we do everything pos- 
sible to evidence our pleasure at his coming. Usually the police and 


the national guard are turned out and there is much speech making, and the 
distinguished man is presented with “the keys of the city,” whatever that 
means. 

It doesn’t cost much to give him these symbolic keys. They actually fit 
no lock. But they mean a lot to him. They say what cannot easily be put into 
words. It may prove an eye-opener to you, but it is a fact that every 
normal year in this country approximately $35,000,000 worth of greeting cards 
are sold. That is proof enough that people like to be greeted, else no such 
fortune would be spent annually for greetings. 

The one big reason why the small store and the small-town store of today 
are holding their own so well against the encroachments of their large com- 
petitors is because they are the “greeting type” of stores. In them, customers 
know they will be welcomed as friends, not merely offered routine service as 
strangers. The American people are still provincial enough, thank heaven, 
| to appreciate neighborliness. It was the very “folksiness” of our late-lamented 
| President Harding that endeared himself to his countrymen perhaps more 
| than anything else. 
| It will not cost you $35,000,000 a year, Mr. Retailer, to say “Hello” to those 
| who visit your store. As a matter of fact, it will.not cost you anything; but i 
| it will “warm the cockles of their hearts” toward you, as the old saying goes, & 
| and will pay big dividends. Try it. At least say “Hello” to ’em all. = 
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The sales manager 
becomes a president 





our business we were now opening and clos- 
ing with a college yell. The “old guard” had 
gotten up a college yell of its own. It was something 
like this: 
“Rah, rah, rah, 

Easy money, easy money, 

Pa, pa, pa.” 





M.: story has now reached the year 1901. In 


However, we were very careful to give this yell 
under our breaths! 

It fell to my lot as sales manager to answer letters 
where one customer would object to our salesman 
calling on him, then going across the street and 
also selling goods to his competitor. Almost every 
day I had to write letters to customers, explaining 
the many reasons why it was the correct thing for 
our salesmen to sell every dealer in town. I wrote 
so many of these letters that after a while I estab- 
lished a standard letter that fitted almost every 
case. I was very proud of this letter. I used it 
with variations to suit individual cases. The drift 
of the letter was to the effect that the more goods 
we sold in a town, the less it cost us for our sales- 
men to work that town, and, therefore, per se, we 
were able to sell goods cheaper than if our salesmen 
sold only one dealer. Sometimes this letter settled 
the controversy and sometimes it didn’t. 

Chicago, I observed, was shipping goods right 
through St. Louis into our home territory, simply 
because dealers wished to buy a different line of 
goods from that of their competitors. It is a curious 
fact that the retail dealer does not wish to give all 
of his love and affection to the same salesman who 
is also basking in all the love and affection of his 
competitor. Strange, isn’t it? 


By Saunders Norvell 
Chapter X V (Continued) 


Changing Conditions 


As I wrote those letters it often occurred to me 
that there was plenty of room in St. Louis for an- 
other large, aggressive hardware jobbing house to 
take care of these dealers in every town who wished 
an exclusive relationship with their jobbing source 
of supply. It struck me that when it came to cus- 
tomers in the same town, jobbing houses were rather 
polygamous, while the retail dealer was a monogamist 
in his ideas. 

A Natural Jobbing Center 


Another thought was continually popping into my 
mind. My business experience had shown me that 
St. Louis, by its central location, is one of the best 
jobbing centers in this country. Butler Brothers 
had a large business in Chicago. I wondered why 
it would not be a good idea to establish a mail-order 
house like that of Butler Brothers, selling direct 
to dealers in St. Louis. I not only thought about this 
idea, but I talked about it. It seems that my indis- 
creet conversation on this subject was carried to 
Chicago, and later, when the fact was accomplished, 
I was informed that I was the direct but innocent 
cause of Butler Brothers establishing a house in St. 
Louis. I was told this by one of the directors of 
Butler Brothers. He stated that he was present in 
Chicago when the entire question was discussed. I 
understand now that the sales of the St. Louis house 
of Butler Brothers are larger than those of any of 
their other houses. 

I tell these stories just to convey the idea that I 
was becoming very restless. When I was in this 
state of mind one day, E. C. Simmons laid a four- 
page letter on my desk. It was addressed to one of 
our older salesmen. Mr. Simmons paused long 
enough to remark that he considered that a very good 
letter. Mr. Simmons and myself often discussed 
letters. We considered a good letter as a work of 
art. When either one of us did anything that we 
thought was particularly brilliant, we did not hesi- 
tate to show it to the other and praise our own 
productions! 
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“Now,” said Mr. Simmons, “this salesman is get- 
ting too old. He does not get around the territory 
as quickly as he did when he was a young man. The 
proper thing for him to do is to go into business for 
himself and then we will not only sell him a com- 
plete new stock of hardware, but we will also have 
an opportunity to put a younger salesman on his 
territory.” 

I studied this letter very carefully, indeed. It was 
a work of art. It started out by suggesting to this 
salesman that both the salesman and Mr. Simmons 
were not as young as they formerly were. Yes, un- 
fortunately, they were both growing old. Now the 
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“Frank Carmack dropped in with a young man” 


wise thing for an old salesman to do was not to 
carry his grip until he was ready to drop, but while 
his mind was still clear and he still had his health 
he should go into business for himself, train up a 
force of young clerks to work for him, give them the 
benefit of his experience—in other words, old men 
were for counsel and young men were for action. 
Now, would it not be a good idea for this salesman 
to think this over seriously? The end of the year 
was approaching. If he did decide to go into busi- 
ness, we would be glad to sell him at the very lowest 
prices—in fact, special prices. If he needed liberal 
terms, there would be no trouble about that. 

Yes, I read this letter very carefully. It was an 
excellent letter. It gave this old salesman excellent 
advice. That letter made me think. For many days 
and nights following that letter I was thinking. I 
made up my mind it was high time for me to get 
busy and have some bright young men working for 
me under my direction. 

Now, as a matter of fact, this salesman did resign. 
He did buy his new stock of hardware from us, and 
he did get some young men to work for him. It also 
happened that I also resigned, and I also got some 
bright young men to work for me. 

In a rather joking vein I am telling some of the 
reasons that actually led to my resignation from the 
Simmons Hardware Company. As a matter of fact, 
this very serious move in my business life was 
actuated, not by one reason, but by a number of 
reasons. Probably no one reason by itself would 
have led to my making the change, but all of these 
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reasons combined forced me to make up by mind to 
take a step that was both attractive and unattractive 
to me. I had worked so long for the Simmons or- 
ganization that I could hardly realize how I would 
feel to be out of the organization—not only out of it, 
but actually in opposition to it. Then I was drawing 
at this time a very good salary. For years I had 
enjoyed my work tremendously. My dividends from 
my stock came in with delightful regularity. I had 
a nice home, I was out of debt, I was saving money 
every year, and I will frankly admit that when I 
thought of looking for some other line of work I was 
frightened. Besides all this, I had a very deep feel- 
ing of loyalty and affection for E. C. Simmons him- 
self. Of course, as he had withdrawn from the 
active management of the business, I was being 
brought less and less in contact with him. As I have 
outlined in a previous article, it was not healthy to 
attempt to consult him too frequently. I began to 
miss him dreadfully and at the same time I was in a 
daily state of irritation because the new organiza- 
tion had brought about these conditions. Still I 
hoped against hope that there might be some change 
for the better. s 
‘ha 


Some Curious Things Happen Bt 


Then some curious things began to happen. It 
may have been the hand of fate. As a Presbyterian, 
I might say it was all pre-destination. If I had been 
a Mohammedan, I might*have said—‘“Kismet; it is 
the will of Allah!” Anyhow, as a matter of fact, I 
was just sales manager, sitting on the fence wonder- 
ing which way to jump, when the following things 
happened: -- 

One day, Frank Carmack, who traveled for us in 
west Missouri, dropped in with a very thin, cadaver- 
ous-looking young man. Frank said, “Mr. Norvell, I 
wish to make you acquainted with Mr. Harry B. 
Gordon.” Mr. Gordon informed me that he traveled 
for a large hardware jobbing house in Sedalia, Mo. 
“Yes, yes,” I answered, “I know them very well. They 
are good customers of ours.” Of course, I was just 
joshing. I have always had a habit of trying to be 
funny with a serious face. 


Introducing Harry B. Gordon 


Now the Honorable Harry B. Gordon has since 
informied me that he returned to his territory full 
of the thought that his house was buying most of 
its hardware from the Simmons Hardware Company, 
and this thought took away all of his joy and pleas- 
ure in selling their goods. He did not think he was 
on the right basis. How could he sell goods to his 
customers at the lowest jobbing prices if his house 
bought their goods from another jobbing house? 

To make a long story short, Harry wrote a letter 
to us, applying for a job as a salesman for our 
house. We hired Mr. Gordon. He traveled for a 
number of years in western Missouri and was a very 
successful salesman. Later he was brought into the 
house as a buyer in our builders’ hardware depart- 
ment. 

Harry was always a trader. You know, in our 
small western towns the boys are brought up to trade 
from infancy. In their early years they trade marbles 
and tops, dogs and shotguns. As they grow older 
they trade horses and land. One of the pastimes in 
all of our small towns is trading. A smart boy will 
often start with a shoestring and finish with a house 
and lot. Harry Gordon had been brought up in this 
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atmosphere and for him to trade was just as natural 
as it is for some people to eat. 

Now Harry and I became very good friends. We 
often talked about conditions until the small hours 
of the morning. One fine day Harry came to me 
and said he had gone down to see the Shapleigh 
boys, and he believed they were in the proper state 
of mind to sell the control in their business. Harry 
wanted to know what I thought of the idea. After- 
ward, Gordon, Taylor D. Kelley, the head of our 
railway supply department, and myself discussed 
the possibilities of the situation at some length. I 
was on the fence. I was both attracted and fright- 
ened by the idea of buying out a jobbing business. 
We had to figure on our resources, and when we put 
them down on paper they did not seem to be any 
too large. 

Mr. Shapleigh Opens Negotiations 


One day, Al. Shapleigh of the Shapleigh Hardware 
Company telephoned me.-We met at the Noonday 
Club and talked over the question. Mr. Shapleigh 
informed me that they were willing to sell 60 per 
cent of the business if we could raise enough money 
to buy it. He stated his family would retain the 
other 40 per cent. He stated, however, that we 
would have to pay for our 60 per cent in actual cash. 

I was very much worried. I did not know just 
what to do. Then fate again took a hand in the 
proceedings. 

What the Stenographer Told 


One of the stenographers in my department came 
to me and said: “You have always treated me very 
well. Now I happen to know that a little conspiracy 
is on against you and I want to tell you what is 
happening. When you go out to lunch, one of the 
officials of this company comes into the department 
and is investigating and making notes from your 
papers.” “Well, what is all the excitement about,” 
I inquired. “It is about how we keep track of the 
agencies on Wilson stoves. This officer has asked 
to see our records and he has inquired of me whether 
we ever put a memorandum on our cards for an 
agency when we have not received an order from 
that town.” 

I saw the point immediately, and here is the point: 
We had a blank for the salesmen to fill out when 
they established a Wilson Stove agency. On this 
blank they had to state how many stoves they had 
sold. When the agency was approved, then on all 
the other cards of that town memoranda were made 
to stop any Wilson Stove orders if orders should 
come by mail. Now it sometimes happened that 
salesmen could not get a customer to place his 
order very far in advance. They, however, knew that 
this customer who had been handling Wilson stoves 
would continue to handle them. In such cases these 
salesmen would send in a blank to me without any 
order and would ask me to arrange our records so 
no other dealer could send in a mail order and 
have his order filled before our regular Wilson cus- 
tomer would get around to placing his order with us. 
I would O. K. these blanks and the memoranda would 
be made on the cards. Of course, this would be done 
without an order. Such cases, however, were very 
rare. Possibly we did not have one hundred such 
cases in the season’s records. Naturally I never 
QO. K.’d such a slip unless I was satisfied that the 
dealer in question had been a regular customer on 
Wilson stoves and that there was no doubt that he 
would buy them for the coming season. 
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Well, this was the situation, and this was the story 
told me by the stenographer. I decided to sit still 
and wait developments. They soon came. This 
young officer of the company one day approached 
my desk with a very important manner and stated 
he would like to ask me a very definite question. 
That question was, whether I ever allowed an agency 
on Wilson stoves without an order. Seeing clearly 
that I was being placed on record for future atten- 
tion, I replied, flippantly, “Oh, yes. I frequently do 
that.” The young gentleman wrote out my answer 
on a Sheet of paper on the flap of my desk, dated it, 
entered the hour of the day and took his departure. 








“One of the stenographers came to me” 


I could see that he was very much elated. He had 
me in the toils! 

That night we had a directors’ meeting at the 
St. Louis Club. I could see from the solemnity be- 
tween some of our younger officials that there was 
a kettle a’boiling. I waited. When the. directors’ 
meeting was opened, the young president of the com- 
pany inquired if any of the other directors knew 
that agencies on Wilson stoves were actually being 
given when we had no orders? He inquired of each 
director in turn what he thought of such a policy. 
When my turn came I was skipped. The other 
directors, of course, not understanding the situation, 
stated that they could not understand why agencies 
should ever be given when there was no order. Then 
the young Sherlock Holmes who had been investi- 
gating my department in my absence, who had called 
on me and asked the direct question, reached down 
under his chair, brought out a portfolio of papers, 
and proceeded to explode the bombshell. 

Of course, I was ready. My friendly stenographer 
had given me warning. I had statistics showing the 
exact number of stoves sold, the exact number of 
agencies made, and an exact list—a very small one— 
where towns were being held open without orders, 
awaiting the arrival of the stove orders. I asked 
our directors the question whether they would have 
considered it good business when we had had a 
first-class customer for several years on Wilson 
stoves, and he was just slow in sending in his initial 
order for this season, to allow some second-hand 
store or department store to get Wilson stoves on 
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Fig. 188 
Doric column 








RCHITECTURE is a record of man’s development 
—a record of human progress. It is the prac- 
tical art of building. The designing of architec- 
ture is the adapting of its elements to immediate needs. 
This and the search for perfection have been the 
strong forces which have carried the art forward. 
Builders’ hardware should be considered as serving an 
architectural need both as to adaptability and to orna- 
mentation. Architecture by no means deals only with 
the decorations and ornamental features of buildings. 
The gaudy “movie-picture palace’ may drip with al- 
leged ornamentation but still have no speaking ac- 
quaintance with real architecture, while a simple, well 
proportioned building may be an architectural master- 
piece. 

An architect may reasonably doubt that a builders’ 
hardware salesman is a competent judge of his work, 
yet he doubtless would be pleased to know that the 
salesman has some intelligent recognition of the out- 
standing features of the creation of his brain, and so 
a passing acquaintance with the more common archi- 
tectural features is necessary to enable one to intelli- 
gently suggest proper hardware, 


Periods of Architecture 


Since architecture is a record of the development 
of civilization, and since its course has not been an 
even one, but has been subject to advancement and 
retrogression as the centuries passed it naturally 
divides itself into periods of time, each having its own 
outstanding features. For purposes of classification 
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the architecture of these periods of time are referred 
to as “periods of architecture” or “schools of design.” 
These periods are usually known by some prominent 
name of the period rather than by the years. For 
example, in French architecture we have the “Louis 
XVI” period, meaning during the reign of Louis XVI. 

Many of the decorative features of the architecture 
of these periods have been reproduced in the hardware 
designed for use with them, therefore it will be the 
endeavor here to point out some of the salient features 
of the more important of the periods. 

For the purpose of this article it is not necessary to 
attempt to outline the early beginnings such as the 
architecture of India, Egypt, Babylonia, Assyria, Per- 
sia, and China, but to content ourselves with consider- 
ing the periods which laid the foundation upon which 
our modern architecture has grown. The first of these 
is the Greek, which had its beginning some 1200 years 
B. C. and continued until about the middle of the 
second century A. D. It is said to have reached its 
highest perfection during the “Golden Age of Pericles” 
about 440 B. C. 

The “Greek,” together with the later developed 
“Roman period,” is frequently referred to as_ the 
“classic architecture.” In a general way it is the main 
root from which the present-day architecture grew. 
The Greek ideals of moderation, proportion, and beauty 
are all outstanding characteristics. “How far to go” 
seems to have been an intuition with them. Their 
public and private contributions of money and time to 
their enthusiasm for, and love of, the beautiful re- 
sulted in the high perfection of their art. 


The Three Greek Orders 


Greek architecture may be divided into three classes 
or orders, Doric, Ionic and Corinthian, and it is in the 
columns that the difference of style is most easily per- 
ceptible. 

The Doric column (Fig, 188), the first in sequence, 
has a very simple top or capital and was, at the begin- 
ning, low and quite heavy, but developed to lighter and 
more graceful proportions until it reached its perfec- 
tion in the Parthenon, which was built some 440 years 
B. C. and is considered the best model of the Doric 
order. The cornice moldings of this order are, if at 
all, very simply ornamented, usually only with one of 
the simple Greek meander or fret borders. 
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The Ionic column (Fig. 189), the second in se- 
quence, is taller and considerably lighter than the 
Doric. It rests on a base and has as its particular dis- 
tinguishing feature a voluted head or capital. This 
order has more moldings, with richer and more elegant 
ornamentation, such as the egg-and-dart and the 
- tongue-and-dart. 

The Corinthian -column (Fig. 190), the third in se- 
quence of development, is still lighter or more slender 
than the Ionic. The essential difference between these 
two being the capital. The Corinthian is more orna- 
mental, being decorated with acanthus leaves and buds 
together with four small volutes. 

All three of these Greek tolumn orders are at times 
used in the development of a single building and the 
types of decorations when used are more or less inter- 
changeable. 

It may be noted that all opening in the walls have 
straight tops, (not arched). 

Buildings in the Greek style have a particularly 
solid rectangular appearance. Many of our public 
buildings, such as_ post-offices, banks and libraries, 
have been built in the “Greek period.” 


Roman Architecture 


The Romans developed a style of architecture largely 
from elements borrowed from others. They were not 
lovers of simple beauty as were the Greeks, but rather 
aspired to grandeur and magnificence. From the Tus- 
cans, who preceded them in Italy, they learned the art 
of building the arch. This later led to the vaulting 
which enabled them to build larger and more spacious 
buildings. From the Greeks they borrowed the three 
columns and much of the Greek ornamentation. The 
Romans were able to combine the arch and the columns 
with remarkable effect. Their desire for splendor con- 
stantly urged them toward more and more elaborate 
decorations. Many of the Greek forms of ornamenta- 
tions were retained but were elaborately decorated in 
detail. The arch is an outstanding feature in the 
Roman period, and associated with the columns is very 
prominent in all the Roman buildings and triumphal 
arches. 

The Byzantine Period 


With the division of the Roman Empire about the 
end of the fourth century A. D. and the development 
of the Byzantine Empire with its capital at Constan- 
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Fig. 189 
Icnic columi 





tinople, which had been renamed by Emperor Constan- 
tine from Byzantium, there developed a style of archi- 
tecture which was a real link between the Roman and 
Middle Ages. The “Byzantine period” contains the 
love of color of the Orient, the ideals of the Greeks 
and the ability of composition of the Romans. They 
did not so much copy but rather utilized these various 
elements in the development of a style to meet their 
own requirements. They took up the vaulting and 
dome construction of the Romans and carried it for- 
ward until it made possible much of the architecture 
of later years. 

The columns, because of the vaulting, were not so 
much used for supports but rather in a subordinate 
way, and consequently the capitals were not so beauti- 
fully carved. They became rather bowl shaped and 
their ornamentations were carvings of a network of 
palms and other foliage or interlacing bands as of a 
basket, as shown in Fig. 191. 

The Byzantine style is said to have reached its 
highest example and splendor in the church of Saint 
Sophia at Constantinople. 

The essential feature "of the Byzantine period is the 
dome or domes. Its influence spread over many coun- 
tries, the Crusaders carried it to Western Europe and 
it was communicated to the Eastern countries through 
the routes of trade. The architecture of Russia and 
India shows its effect to the present day. The Taj 
Mahal, built in India some 300 years ago, and consid- 
ered one of the architectural gems of the world, shows 
the Byzantine dome influence. 


The Romanesque Style 


The superstition of the Early Christians that the 
world would come to an end in the year 1000 A. D. had 





Fig. 191 
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a paralyzing effect upon all human activities. Even 
though this proved a fallacy its effect lingered for 
many years and it was not until toward the end of the 
eleventh century that full recovery was evident. 

The French people, affected by the architecture of 
the early Christian Romans and the Byzantine influ- 
ence of the returning Crusaders, developed, during this 
period, a style of architecture known as “Romanesque.” 
This spread from southern to northern France, thence 
to England with the Normans. 

Its best expression is found in the churches and 
cathedrals of the time. Its chiefest characteristic is 
massiveness. It displays its greatest beauty in con- 
struction rather than in applied ornamentation. The 
columns and arches of the Romans and the Byzantine 
vaulting prevails. The heavy arched, recessed, en- 
trance ways are prominent. In some sections these 
are particularly conspicuous by reason of the sculp- 
tured saints and other religious subjects, while in 
other sections the ornamentation took the form of sym- 
metrical, alternating, border patterns producing the 
light and shadow effect. 


The Gothic Influence 


During the twelfth century there arose a style of 
architecture which was quite free from all previously 
established styles. It is known as the “Gothic period” 
or “pointed arch style.” It is said to have originated 
in France and spread from there to England, Germany 
and other countries, 

The demand for churches more than twice the size 
of any formerly built made the roofing problem a new 
one and it was to meet this problem that the pointed 
arch principle was worked out and the necessity for 
the heavy walls required to withstand the thrust of the 
dome construction of the Roman and Byzantine periods 
was eliminated. -Heavy piers were built at intervals 
to carry the pointed arch framework and the interven- 
ing spaces were filled in with tall windows and lighter 
construction—so the pointed arch is the outstanding 
feature of the Gothic period. Originally all door and 
window openings had the pointed arch top, but this 
was later varied in England when only the more promi- 
nent ones had the pointed top and then it became much 
lower or flatter. This period of “English Gothic” is 
known as “Tudor Gothic.” In addition to the flatten- 
ing of the arches over doors and windows they were 
often capped over with hood moldings which gave them 
a square appearance rather than pointed. The towers 
and walls terminated in battlements and there was less 
of the floral decoration used than in the Gothic of 
earlier dates, . ‘2 

The ornamentation of the Gothic is entirely free 
from the classic, being either geometric designs as in 
the large round rose window, in the ends of chunches 
or flowers and leaves native to the country carved in 
the stone, also carvings of any noted church figures 
and quaint images as well as grotesque animal heads 
as gutter spouts or gargoyles. The cathedrals of 
Amiens, Rheims and Notre Dame in France, and of 
York and Canterbury in England, are prominent ex- 
amples of the development of the Gothic in these coun- 
tries. In this country many churches, educational 
buildings, and later a number of large office buildings 
are of the “Gothic period.” 


The Period of the Renaissance 
The “Renaissance period” in architecture was the 
bringing back of the old Greek and Roman forms 


which had laid rather dormant for a thousand years 
or so. The overthrow of the Byzantine Empire in the 
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fifteenth century caused many of the artists, archi- 
tects and scholars of that country to seek new homes. 
Many of them went to Italy and France, carrying with 
them their traditions. In architecture these found 
acceptance and were readily intermingled with the 
styles then being used. 

Italy had by then rather run her course so far as 
the Romanesque and Gothic was concerned, and eagerly 
adopted the chaste classic ornamentations as these had 
a strong appeal to their temperament. This was rather 
a rebuilding of the architecture of the different coun- 
tries as the wave progressed but not the same in all 
countries, thus there was the Renaissance of Italy, 
France, Germany, Spain and England, so the outstand- 
ing features of the “Renaissance” or “transition” 
period of the different countries are not as prominent 
as in some of the more original periods. 


Elizabethan Architecture 


The “Elizabethan period” of architceture was de- 
veloped during the Renaissance in England and the 
reign of Queen Elizabeth. It found its best expres- 
sion in the country mansions of the nobility of that 
time. Some of the characteristics of this period are 
the curved broken gables, pilasters broken by bands 
and the grouping of many small windows in one large 
cpening. The ornaments are cumbrous, rich and gor- 
geous, rather than graceful and comfortable. This 
style is frequently used in American country houses. 

About this time the Flemish style was developing in 
the Dutch countries. The decoration of the belts and 
bands, the geometric spots with facets inserted in the 
bands, and the curly edged panels all very closely re- 
semble those of the Elizabethan. 


Later French Styles 


The architecture of the reign of Louis XIV is the 
beginning of the French periods known best in the 
present day. Influenced by the classic it is particu- 
larly symmetrical and well balanced in every detail. 
In the decorations there is much reserve, the moldings 
that formed the wall paneling were strong and orna- 
mented at the corners by scrolls. Wreaths and me- 
dallions are frequently employed, all giving an air of 
well restrained pomp and display. 

During the reign of Louis XV the ornamentation 
became much more lavish in scrolls, flowers and shells. 
While a regard for proportion was retained the 
straight lines of restraint which were prominent in 
the Louis XIV gave way to a twisting and curv- 
ing of the moldings. All giving the impression of ex-. 
tremely over-rich luxuriance. This period is also 
known as the “Rococo,” 

The general refinement of the reign of Louis XVI 
is reflected in the architectural decorations of that 
period. This reaction brought back and developed the 
restraint of the period of Louis XIV. The ornamenta- 
tions were refined and used more sparingly, the whole 
giving the feeling of aristocratic refinement. 

With the crowning of Napoleon I as Emperor of 
France, there arose a new aristocracy and nobility 
from those who had acquired success and riches 
through the favor of Napoleon. These sought to outdo 
the elegance of the preceding royalty, and there grew 
up what is known as the “Empire” style which was 
supremely rich, though cold and formal. The decora- 
tions and ornamentation were of the Roman forms. 
Much mahogany was used, with wreaths, torches and 
festoons of gold and brass set on, all symbolizing the 
ambition of Napoleon to surpass the grandeur of the 
Roman emperors. 
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Dollars That Roll Past Your Door 


ries— 

A gasoline pump in the 
front of your store is one of the 
surest ways of attracting custom- 
ers who ordinarily would not stop. 
While the tank is being filled, it 
affords an opportunity for con- 
versation and gives the salesman 
an opportunity to use suggestion 
in selling auto accessories. 

A free air service will win your 
store many new friends, and if 
your salesman is on the job with 
some suggestions on how to im- 
prove the efficiency or comfort of 
the car via the installation of some 
additional accessories—the air 
won’t be quite as free as the cus- 
tomer thinks it is. 

Feature your accessories in the 
window and have the accessories 
department near the entrance. 
You will find it harder to get a 
prospective customer to walk to 
the rear of the store than to step 
just inside the door. : 

Be prepared to install any small 
accessory item purchased. It takes 
but a few minutes at the most, and 
pays many times over in good-will 
and increased business. It is ab- 
solutely illogical and poor busi- 
ness for the customer to buy an 
accessory item in your store and 


oe of auto accesso- 





LU SETTEREOR Peace etary COUN CERERCHTERDATEGE TORENT E eae peconececaener feeneey 


y¥ 
F a a am fa. “ 


oS . . . — Or ne 














HEY! 


RE you getting your share of 
the dollars that roll past 
your door? 


Do you know that there are more 
automobiles in the United States 
today than there are telephones, 
including the vast number of 
extension phones to be found in 
the great office buildings, fac- 
tories, hotels, hospitals, etc.? 


That’s an amazing statement, but 
its truth is vouched for by no 
less an authority than the New 
York Times Annalist. 


That means SOME auto acces- 
sories market. Are you getting 
your share? 
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then go around to the garage to 
have it installed. If you have to 
charge for such installation—go 
ahead—but don’t make your acces- 
sories department a sales booster 
for the garage man. 

A storage battery servicing sta- 
tion will boost your accessory sales 
as will also the carrying of a line 
of oils and greases, etc. Remem- 
ber, automobilists are fond of the 
outdoors, of picnicking, camping, 
etc., so feature your camping and 
picnicking supplies strongly, and 
have your sporting goods depart- 
ment located near the accessory 
department. It will pay you. 

The Warner Hardware Co. of 
Minneapolis, Minn., developed a 
very effective means of boosting 
its automobile accessory depart- 
ment. This firm furnished free to 
customers a booklet containing all 
the city ordinances, police regula- 
tions, etc., governing automobile 
traffic in the Twin Cities. The 
cover of the booklet carried the 
firm’s monogram and advertised 
the fact that it carried auto acces- 
sories. The firm also distributed 
a Rand & McNally road map of 
Minnesota. The map sold for 15 
cents and carried store advertis- 
ing on the cover. 





This window disnlay was featured by the Kelley-Duluth Co. during the auto show at Duluth, Minn. ‘T'he window, 
which was trimmed by Mr. Klasky, offers a distinct tie-up between auto accessories and motor boat supplies 
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Present Day Conditions in 


As Seen By “The 


“yp EING safe, sound and financially embarrassed in 
New York again, the Editor of HARDWARE AGE 
asks me for an article on European conditions. 

I said I was safe in New York—I wonder! 

I remember camping out in the Desert of Sahara 
with nobody with me except Mr. B., twelve Arabs and 
about a dozen camels. “Say, B.,” I remarked one 
night, as I felt him turn over on the sand next to 
me in the tent, “don’t you think it is rather dangerous 
for us to be out here in the Desert of Sahara in the 
hands of these savage Arabs? What show would we 
have if one of them decided he wanted my wrist 
watch?” “You make me tired,” replied B. “You 
come from New York, the most dangerous place in the 
world today. Didn’t you read in that magazine that 
in 1923 there were 25 times as many murders in the 
city of New York as there were in the city of London? 
Go to sleep. You are safer here in the desert than you 
ever were in Wall Street.” 

Statesmen, bankers, business men, politicians, 
actors, singers and movie stars landing in New York 
all give out interviews about conditions in Europe. 
We got conditions in Europe from every angle but, 
Mr. Editor, since you wish me to give my impressions, 
you are welcome to them. However, remember I am 
not loaded down with statistics. 


The Best Posted Men in Europe 


I did not meet a single member of the Dawes Com- 
mission. While abroad, I regret to say, I did not meet 
a single king or prince or premier, but I did meet 
one or two ambassadors, a club full of diplomats, sev- 
eral shieks, marabouts and caids, a number of leading 
manufacturers in several countries, a score or two of 
business men, several anarchists, a half dozen com- 
munists and about a dozen hotel portiers who, it 
seemed to me, were the best-posted men in Europe. 

Now a hotel portier in Europe is not the same thing 
as a hotel porter in America. A hotel portier speaks 
about every language under the sun, meets everybody 
that arrives from anywhere at the hotel and imme- 
diately addresses them in their own language. He is 
an institution. He is supposed to and generally does 
know everything, and if he is not posted he knows 
where to get the information that you want. Allow me, 
in expressing my gratitude for information I gath- 
ered in Europe from ambassadors, diplomats and busi- 
ness men, also to acknowledge with thanks the infor- 
mation I received from portiers. 

I do not guarantee the information given in the 
following columns. Some of the opinions I express 
may be old. On the other hand, some of my impres- 
sions may appear somewhat radical. At least I myself 
have not seen them in print and I always take great 
delight in reading what returned travelers have to say. 


Once a newspaper reporter told me that the city 
editor informed him that when he wrote on any sub- 
ject he should always put his very best matter in the 
first quarter of the article. “There are several reasons 
for this,” said the city editor. “The public as a rule 
read hurriedly. If you strike them with the first part 
of your article they may read the balance, and besides 
that, if we happen to be crowded for space when your 
article is received, we always trim off the latter part 
of the article.” 

So, having this system in mind, I am going to write 
my conclusions first and then later in the article give 
the things that I saw or heard that have led me to 
these conclusions. 


FRANCE: 


HE French people have all kinds of money. The 

French Government is broke. The French are 
prosperous and have plenty of everything. The French 
Government is not collecting enough taxes to pay 
expenses. That is the cause of the drop in the franc. 
Later in this series I give the story of the franc. To 
me it is an exceedingly interesting story. The French 
people understand exactly how the Germans feel and 
what the Germans propose to do the first chance they 
get. For this reason the French are keeping up a 
large standing army. I was in Germany and talked 
to the Germans. I think I know how the Germans 
feel and I wish to say that I do not blame the French 
for keeping themselves in first-class fighting condition 
until England and the United States guarantee them 
against a German invasion. The French love life. 
They love the good things of life. They have them. 
They wish to keep them. The Frenchman is in a very 
serious mood. He does not wish to again go through 
what he had suffered between 1914 and 1918. Yes, 
the French are serious and quiet—very quiet. They 
have suffered terribly—not so much in wealth as in 
the loss of the flower of their young manhood. 


GERMANY: 


HE Germans have been through hell. They have 
I not only suffered in the loss of their young men 
but .their wives and children have been starved. Star- 
vation, they say, was the worst of all. The Germans 
have been down in the depths. They could not suffer 
any more and live. They are now in the state of mind 
where they do not expect much from the world. They 
say they were betrayed by President Wilson and 
America. 

Now they do not ask for much. They say they only 
want to live. They feel that they fought the entire 
world and now almost the entire world is against them. 
They are down to hard pan. They are willing to work. 
They have no ships and no colonies, but also they have 
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| France, Germany and England 


Sales Manager’”’ 


Cece 


no internal debts. Almost every great German corpo- 
ration has paid all of its debts with paper marks. 
They have no money but they have their factories, 
their workmen and their skill. It is my opinion that 
if Germany is given a chance, the world will be sur- 
prised how rapidly she will come back. 

The Germans are sore through and through. They 
are nervous. They are irritable. Sometimes in their 
irritability they forget their international good man- 
ners! 


ENGLAND: 


OT one intelligent, well-posted American in a thou- 
sand understands what has happened in England. 
England has literally been turned upside down. There 
has been a complete social and industrial revolution 
in England. Just because this revolution has been 
accomplished without bloodshed, the civilized world 
does not realize how complete the revolution has been. 
The old social and industrial order in England has 
passed away and the former aristocrats who lived so 
comfortably and so cheaply in England fully realize 
this. They have no delusions. They do not expect the 
old days to return. The English people are the best 
sports in the world. They accept the change and even 
make jokes about the situation. 

Immediately at the end of the war the English 
accepted the inevitable and got right down to brass 
tacks. The English submitted to the most drastic tax- 
ation that any country has ever suffered. Following 
their national traditions, they never even questioned 
the fact that they would pay their obligations. They 
decided to and have paid as a matter of course, but 
in order to do this they taxed themselves unmercifully. 

Of the three countries, England, in my opinion, has 
actually suffered more and is in the worst condition 
industrially of all. Jt will take her longer to recover. 


+ * *% & % * % 


Now in the above three paragraphs I have briefly 
outlined my impressions of France, Germany and 
England. If I have held your attention so far, I will 
now go more into details about each country. I will 
give instances that have come under my personal 
observation that lead me to the above conclusions. 


Impressions of France 


I landed at Cherbourg. It is a six-hour railroad run 
to Paris. These landings are horribly handled. There 
were 800 Americans landing in France from our ship. 
These Americans seemed to be oozing money from al- 
most every pore. Suppose each American only spends 
$2,000 in France on his visit. This means that this 
one shipload of Americans before they return home 
will spend $1,600,000, and practically all this money 


will be spent in France. Now stop and consider that 


“shiploads of Americans with their pockets bulging 


with cash are landing in France at the rate of more 
than one ship per week. I was in France at an “off’’ 
season in the month of March, and even then, on 
account of a number of foreigners in Paris, one had 
great difficulty in getting hotel accommodations. This 
summer Americans will be sleeping in the parks in 
Paris. 

Notwithstanding this stream of gold that constantly 
pours into France through Cherbourg, how are these 
pilgrims of the Almighty Dollar handled? The ship 
usually comes in about 4 o’clock in the afternoon. 
Then a little tender comes out to take the passengers 
ashore. She fools around and wastes about two hours. 
Nobody knows what the delay is about. Then you 
are herded like cattle until your passports are ex- 
amined. Then your baggage must pass through the 
customs. Then you sit on the Paris train, standing 
still, for two hours longer. Nobody knows why the 
train does not start when everybody is on board. 
About 8 o’clock you start for Paris over a roadbed 
that would be a disgrace to any American section boss. 
We arrived in Paris disgusted and tired out at 2.30 
a.m. It is hinted that the French cause all these 
delays to foreign ships, trying to swing the traffic to 
the French ships. Only one cheerful thing happened. 
Just as we entered Paris, several young Americans 
marched through the corridors of the train calling 
out: “North Philadelphia!” 

We spent the next day renewing our acquaintance 
with the street scenes of the beloved French capital. 
Everything apparently was just as lively as ever. 
The taxicabs ran with their old-time indifference to 
human life. (In Paris you are arrested if you are run 
over.) The shops were busy. Trade seemed to be 
good in every line. The streets were crowded with 
well-dressed people—not only Americans, but well- 
dressed French people. The restaurants had plenty 
of food and drink and everything was cheap. The 
hotels were jammed full of people. The theaters were 
all crowded. Every seat was taken. After the the- 
aters, the popular Russian restaurants were jammed 
with people who enjoy being made fools of. Every- 
where in Paris there was evidence of prosperity and 
plenty of money. I visited the great department 
stores, such as the Bon Marche, Galéries Lafayette, 
and others. They were all crowded with buyers. I 
have lived in Paris. I have visited Paris many times 
before and since the war. I never saw Paris look 
more prosperous. I traveled to various places in 
France—Marseilles and other cities. Everywhere the 
French were busy. Everywhere they seemed pros- 
perous. Nowhere was there unemployment. I did 
not see a single beggar in France. 
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What Is the Greatest Problem 
in Handling Mill Supplies » 


A HARDWARE AGE reporter recently asked five different 
hardware dealers, who sell mill supplies in the Greater New 


York district, five questions on mill supplies with the under- 
standing that no names would be published. The questions 


and answers follow. 








QUESTIONS: 


ONE 


What is your great- 
est problem in han- 
dling mill supplies? 


ANSWERS: 


Dealer No. 1 


Direct selling by 
manufacturers to 
consumers. 


Dealer No. 2 


To keep overhead 
down. 


Dealer No. 3 


Inefficient help and 
poor salesmanship. 


Dealer No. 4 
Competing with 
manufacturers who 


sell direct to the 
consumer, 


Dealer No. § 


Meeting competition 
of manufacturers 
who sell direct. 


TWO 


How many stock 
turns a year do you 
average in mill sup- 
plies? 


414 to 5. 


3 to 4. 


4 to 5. 


About 3. 


4 to 5. 


THREE 


How much of a 
stock of mill sup- 
plies do you carry? 


$200,000. 


75 per cent of our 
stock. 


$75,000 to $100,000. 


50 per cent of our 
total stock. 


$100,000 


FOUR 


What is the most 
effective method 
that you know of to 
increase sales? 


Personal solicita- 


tion. 


Personal solicitation 
by salesmen. All 
kinds of advertising 
and demonstrations 
whenever possible. 


Selling of any kind 
is three - quarters 
friendship. Get to 
know the men you 
sell. 


Having good out- 
side salesmen push 
the line. 


Efficient salesmen, 
personal sales let- 
ters and advertising. 


FIVE 


What advice would 
you give a hardware 
dealer starting a 


mill supply  busi- 
ness? 
Get a man _ who 


knows the line and 
who knows factory 
problems. 


Have special mill 
supply salesmen and 
don’t overstock. 


Above everything 
else, experienced 
salesmen are needed. 


Know the line be- 
fore you attempt to 
sell it. 


Begin in a_ small 
way and make mill 
supplies a_ special 
department under 
the supervision of 
an experienced man. 





— 





USE ’EM YOURSELF TO SELL ’EM 


¢6¢ J WISH to say that it is our policy to use a new article before offering it 

to our trade,” writes F. W. Bruscke of C. C. Bruscke & Son, Good Thun- 
der, Minn., in connection with the slogan “Use ’Em Yourself to Sell ’Em.” “We 
naturally use our best judgment in selecting lines that we know will give the 
In other words, we place 


service that we and our trade have a right to expect. 


ourselves in the position of our customers.” 
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Two excellent examples of what can be done with the speed pen and illustrations 


Rapid Fire Show-Card Writing: 





ing Goods” and “Garden Tools” 

clearly demonstrates the value of 
the speed pen when it comes to putting 
a large amount of reading matter in a 
given space. The cards were. executed 
in record time numbers 1 and 2, speed 
pens. The “Garden Tool” card required 
but fifteen minutes from start to finish. 
Of course the lettering is not as perfect 
or as artistic as it would be if done 


dk HE show-cards featuring “Sport- 


By JOSEPH BERTRAM JOWITT 


with a brush but they are just as ef- 
fective from 5 or 6 ft. away. 

When the speed pen is used symmetry 
is of more importance than the perfect 
formation of the letters. If a show-card 
is properly balanced and evenly spaced 
it will not be so noticeable if the letters 
are a little uneven or lean a trifle. 

On the card featuring “Sporting 
Goods,” which is a one-half sheet, 14 by 
22 in., there are fifteen words and 


With the Speed Pen 


yet there is no crowding. There 
is enough margin and open space to 
make this card a real result-getter. A 
little grey shading or border, such as is 
used on this card, will greatly enhance 
the appearance of any quickly executed 
show-card and an appropriate picture 
will in many instances take the place of 
unnecessary reading matter. 

In order to obtain the best results the 
speed pen must be absolutely clean. If 





This illustration 
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This shows how distinctive a speed 
pen lettered card can be made 


the ink is allowed to dry in these pens 
the fountains will become coated or 
clogged and the ink will not flow freely 
to the tips, or “bills.” It is a good plan 
to allow these pens to stand in water 
for a few minutes when you have fin- 
ished lettering and shake them out well 
before putting them away. Very small 
lettering may be done by turning the 
pen around and writing with the back 
like the small lettering on the bottom 
of the “Garden Tool” card. 

The second chapter of the block al- 
phabet begins with the capital letter / 
and shows every stroke in detail of the 
letters J, J, K, L, M,N, O and P. Re- 
member, in making these letters to hold 
the handle of the pen just as you would 
an ordinary pen placing the thumb and 
first two fingers well down on the han- 
dle. Make all strokes from left to right 
and from the top guide line downward. 
This means that the pen should never 
be pushed upwards. Always be careful 
to follow the arrows and to note the 
sequence of each stroke by the little 
numbers shown at each arrow point. 
When making all horizontal strokes 
such as stroke No. 2 at the bottom of 
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the letter L and the finishing “nibs” at 
the bottom and top of the letters, the 
pen handle should be rolled between the 
fingers until it is in the right position to 
make the stroke. 

The lower-case letters 1, j, k, 1 and p 
should extend above and below the capi- 
tal letter about one-quarter their 
height. The business of the show-card 
is to bring results and it is not worth 
the price of the cardboard on which it 
is written unless it stimulates and gets 
business. Naturally the text or reading 
matter which tells the story has much 
to do with the results the card will 
bring. It is therefore advisable to stick 
pretty closely to the cardinal points 
of the article you wish to advertise. 
HARDWARE AGE offers many suggestions 
for copy in its advertising pages. 

Always remember to leave plenty of 
margin around the edge of the card and 
plenty of white open space between the 
words and lines of lettering. 

The knack of lettering is much more 
easily accomplished with the aid of a 
regular lettering pen than with the 
brush, and many a beginner has found 
this to be true with his first experience 
at learning show-card writing. One 
reason is that the pens, made of strong 
hard steel in ten or more different sizes, 
will make a uniform stroke. It is only 
a matter of selecting a pen the exact 
size or width of the strokes you wish to 
make. Of course the pen is only in- 
tended for price tickets and small de- 
scriptive matter on show-cards. When 
you make letters larger than 1% in. 
high the best results are to be obtained 
with the red sable lettering brush: 


Uniform Width Essential 


The greatest difficulty the average be- 
ginner experiences in his first attempt 
with the brush is in keeping each stroke 
of uniform width. This is accomplished 
by gradually pressing on brush until 
the hairs are spread out to the desired 
thickness. The lettering pen, however, 
requires no pressure if the desired size 
is used. Of course it is possible to make 
a smaller size pen do the work of a 
larger size by using pressure, but this 
is a dangerous operation as the pen is 
likely to break and spoil the entire 
show-card. New pens may be made 
more pliable by holding them in the 
flame of a lighted match for a few 
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_ Lawn Mowers, 
_ Garden Hose, 
: 
_ Rakes, Hoes, 
_ Spading Forks, 
Cultivators, 
_ Hedge Shears. 
; etc. 

és cand Finished a (5 memules 


This card was completed in fifteen 
minutes with a speed pen 


seconds and thus removing the temper. 
These speed lettering pens may be pur- 
chased in most stationery stores as 
they are “made in America” products. 
HARDWARE AGE will be glad to furnish 
the names of manufacturers making 
these pens or to give the nearest ad- 
dresses of show-card supply houses 
handling same. 

The same ink used for brush work 
will also do for pen lettering if it is 
first thinned to the proper consistency 
by adding only a few drops of water 
every time the ink appears to be getting 
thick. A small bottle with a cork slit 
down the side, or a fountain pen filler 
is about the safest thing to use for this 
purpose. 

A very good way to practice pen let- 
tering is to procure an ordinary compo- 
sition book, one which has smooth 
paper and ruled lines. Have the alpha- 
bet in front of you and try to make each 
line of letters a little more perfect than 
the preceding one. Another excellent 
way to become familiar with the differ- 
ent strokes forming each letter is to 
trace over each letter with a new pen 
before dipping it into the ink bottle. 


Lamp Shade Frames Bring $500 a Year 


7 AUT & KREICHBAUM CO., 
Burlington, Iowa, has discov- 

ered a good hardware by-product 
which brings in over $500 a year in 
sales. The article is wire lamp shades 
for electric light fixtures, side wall 
brackets and stand lamps. Most 
housewives prefer to cover these 
frames themselves with materials 
suitable to other decorations in the 
room. The covered shades, especially 
if they are at all fancy, are very ex- 


pensive if bought complete in a de- 
partment store or specialty shop. 
One of the buyers of this firm 
happened to be in Chicago one day 
and his wife wanted to secure a 
frame for a light which she wanted 
to cover in a certain way. After 
some difficulty the manufacturer was 
located and the frame selected. At 
that time the idea was conceived to 
try out a small order to see how they 
would sell in the hardware store. 


The success was so marked that 
799 frames were sold last year and 
sales thus far this season are about 
double those for 1923. Wire lamp 
shade frames offer another attrac- 
tion for the ladies and’ once they 
learn that they can secure these in 
the hardware store, a steady patron- 
age will be assured not only on this 
item but on other lines as well. These 
have a great sale before the holiday 
season. 
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Officers of the National Supply and Machinery Dealers’ Ass’n: 


George Fernley, secretary-treasurer; T. James Fernley, ad- 
visory secretary-treasurer: H. B,. Ackles, T. B. Rayl Co., 
Detroit, Mich., incoming president; E. B. Welles, Chas. H. 
Besley Co., Chicago, second vice-president and W. J. Rad- 
cliffe, E. A. Kinsey Co., Cincinnati, Ohio, retiring president 




















Officers of the Southern Supply and Machinery Dealers’ Ass’n: 
R. P.. Lockett, A. M. Lockett € Co., New Orleans, La., member 
executive committee; Alvin M. Smith, Smith-Courtenay Co., 
Richmond, Va., secretary-treasurer; J. L. Pitts, Brown- 
Roberts Hardware é€ Supnly Co., Alexandria, La., incoming 
president ; L. J. Larzelere, Farquhar Machinery Co., Jackson- 
ville, Fla; James Biggs, Hardwick-Etter Co., Sherman, Texas, 


retiring president 
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Supply and Machinery Associations 
Hold Triple Meeting in Cleveland 


guests exceeded 800 at the triple 

mill supply convention held May 
19, 20 and 21, Hotel Cleveland, Cleve- 
land, Ohio. The Southern Supply and 
Machinery Dealers’ Association, Na- 
tional Supply and Machinery Dealers’ 
Association and the American Supply 
and Machinery Manufacturers held sep- 
arate and joint sessions where problems 
pertinent to the manufacture and dis- 
tribution of mill supplies were dis- 
cussed. Outstanding features of the 
combined meetings were the charge by 
the manufacturers that jobbers should 
uphold prices and make a fair profit 
and the condemnation of partial job- 
bing, which representatives of the two 
dealer organizations alleged was prac- 
tised by some factories. Cash discount 
and simplification were also discussed 
at great length. Combined meetings 
were held in group sections as indi- 
cated. 


Pipe Tools and Fittings Groups 


RR erste exceed of delegates and 


“Fundamentally everything in this 
country is sound,” Chairman Dixon 
Williams, Chicago Nipple Mfg. Co., 
Chicago, told the first joint session. 


“But,” he said, “we must watch our - 


credits, cash discounts and must pay 
more attention to the cost of doing 
business.” 

It was generally agreed that rigid 
regulations were proper in dealing with 
cash discounts. Two per cent for cash 
in ten days and thirty days net were 
accepted as general conditions. T. 
James Fernley, advisory secretary- 
treasurer of the National, summarized 
the consensus of opinion, saying, “If 
you offer a premium (cash discount) for 
service, that service should be per- 
formed. Those who do not live up to 
the terms of the contract should not be 


permitted the privilege of cash dis- 
count. “Should someone take the dis- 
count, undeservedly the buyer would be 
justified in returning the check. Such 
strict accountability will create respect 
and will not lose good will.” 

Alvin Smith,  secretary-treasurer 
Southern Supply and Machinery Deal- 





Officers of the American Supply and 


Machinery Manufacturers’ Ass'n: 

John Ruf, I. B. Williams Co., Dover, 

N. H., incoming president; Joseph M. 

Hottel, Delta File Works, Phila- ° 

delphia. retiring president and Fred 
D. Mitchell, secretary-treasurer 


ers’ Association, read a paper submitted 
by C. Leary, Grinnel Co., which dealt 
with the cost of doing business among 
mill supply distributors. The data of.- 
fered came from the files of the Na- 
tional Supply and Machinery Dealers’ 
Association and from _ investigation 
among members. It was brought out in 
subsequent discussion that adequate 
cost data was not always available. 
The lack of it was termed a contribut- 
ing factor to the failure to make profit. 

Simplification of mill supply lines as 
the first definite step to reduce the cost 
of doing business was advocated by W. 
J. Radcliffe, E. A. Kinsey Co., Cincin- 
nati, Ohio. Such action would help both 
maker and distributor, he said. 

Closer study of definite operation 


costs, instead of working from mislead- 
ing general averages, was advised by 
J. H. McKinnon, Cameron & Barkley 
Co., Jacksonville, Fla. Such a study 
was calculated to reduce any tendency 
to cut prices, another member sug- 
gested. Wider sales margins were also 
suggested. 

One pipe tools manufacturer said job- 
bers failed to make a profit because 
they failed to maintain prices. This 
was disputed by another, who offered 
partial jobbing by manufacturers as the 
cause, 


General Supplies Group 


Irving W. Lemaux, Indianapolis 
Brush & Broom Mfg. Co., Indianapolis, 
Ind., took the chair for the second sec- 
tion. Col. L. P. Ayres, vice-president 
Cleveland Trust Co., Cleveland, and a 
member of the Dawes Reparation Com- 
mittee, spoke on conditions in Germany 
and the Dawes Plan. He termed Ger- 
many the land of centrasts and contra- 
dictions, reporting much intense suffer- 
ing, relatively high cost of living and a 
few exceptional cases of extreme wealth 
among war profiteers and successful 
speculators. In outlining the new Ger- 
man bank as proposed by General 
Dawes, Colonel Ayres said American 
bankers should insist upon a gold basis, 
absolute priority of the new bank bonds 
and some competent authority to deter- 
mine when and how various payments 
would be made. 

Robert S. Binkerd, vice-chairman 
Eastern Railroad Presidents’ Confer- 
ence, outlined the progress and operat- 
ing expenses of American railroad 
equipment, maintaining that present 
freight rates were low in relation to 
the service extended. 

“The concern that builds a soul into 
its business, admits it is in business for 
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profit, yet expects to render just ser- 
vice for patronage, will hold old cus- 
tomers and attract new accounts. This 
cannot be done through price-cutting,” 
said J. L. Pitts, Brown-Roberts Hard- 
ware & Supply Co., Alexandria, La. 

Charles Beaver, Yale & Towne Mfg. 
Co., Stamford, Conn., said on the same 
subject, “Consistency of good service 
and lack of greediness are the first con- 
siderations which will hold _ trade. 
Price-cut business will not stay.” 

W. J. Radcliffe said it is impossible 
to sell every prospect in a given terri- 
tory, but by fair dealing a firm can sell 
its just proportion. 


Small Tools Group 


Major A. E. Foote of the Department 
of Commerce, Washington, D. C., was 
the main speaker of the Tuesday com- 
bined meeting. His talk on simplifica- 
tion as effected in other industries was 
illustrated by lantern slides. He of- 
fered the complete cooperation of the 
department to any firms or groups of 
firms facing industrial waste as pic- 
tured in his talk. 

James Biggs, Hardwick-Etter Co., 
Sherman, Tex., offered philosophical 
logic on “Business Sense.” Some of his 
points were: “It is not business sense 
to break laws yourself and expect better 
government from public officials,” 
“Don’t knock—only a savage race 
learned to throw the boomerang with- 
out getting hurt.” Mr. Biggs likened 
business sense to the observance of the 


New Spare Tire Lock for Willys- 
Knight and Overland Cars 


The Oakes Co., manufacturers of the 
Oakes Spare Tire and Spare Wheel 
Locks, 3019 Roosevelt Avenue, Indiana- 
polis, Ind., has developed a new spare 
tire lock, to be known as Type “AO,” 
for installation on all Willys-Knight 
and Overland cars with the exception 
of the Overland Champion. (An Oakes 
Spare Tire Lock suitable for this model 
has been on the market several 
months.) 

The new lock follows in general prin- 
ciple the design of all Oakes locks. The 
housing is an unbreakable, malleable 
iron casting finished in black enamel. 
The locking unit consists of a four-pin 
tumbler of proved superiority. 

Oakes locks are of three general 
types, one for spare tires and two for 
spare wheels. Of the latter one is the 
ordinary cylinder type finished in black 
enamel and the other a handsome 
nickeled bar-arm type. 





Deming Ironer Has 
Exclusive Features 


The Deming Ironer, recently de- 
veloped by the Deming Mie. Co., 5101 
Lakeside Avenue, Cleveland, Ohio, has 
as an exclusive feature,.a full open 
end, with a detachable, supporting 
swinging bracket. This new bracket 
swings back from the end of the roll 
and allows the operator to draw a dress 
or other cylindrical garment over the 
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Golden Rule and adherence to the Ten 
Commandments. 

The purchasing agent in the supply 
and machinery business should study 
the market; give salesmen the oppor- 
tunity to explain and present their 
lines and consider the road man’s time 
as valuable as his own, said J. G. 
Belding, Lombard Iron Works & Supply 
Co., Augusta, Ga. This outline met with 
general approval. 

S. Horace Disston, Henry Disston & 
Sons, Philadelphia, Pa., was chairman 
of the first section. John A. Benyon, 
Dodge Mfg. Co., New York, took the 
chair for the second section. 


Belting and Transmission Group 


William Stanier, E. I. du Pont de 
Nemours & Co., Wilmington, Del., gave 
the engineer’s viewpoint of the service 
standardization of belting and trans- 
mission machinery. He told of a practi- 
cal technical research being carried on 
by his company to determine the most 
efficient thickness and width of belting. 

Alvin Smith advocated standardiza- 
tion of sizes to reduce belting stocks 
and increase turnover. He championed 
dealer distribution and scored an al- 
leged practice of stocking the dealer 
and then underselling him to his regu- 
lar belting customers. 


Machinery and Equipment Group 


Charles Beaver, chairman of the final 
session, a combined meeting, said the 
1924 convention was a huge success, 
Charles H. Stebbins, Jefferson Union 





end of the roll and iron it singly, just 
as she would over an old-fashioned iron- 
ing board. When the dress has been 
arranged over the roll, the bracket is 
closed and supports the roll when re- 
volving, assuring rapidity and evenness 
of pressure along the entire roll which 
is impossible to attain with a machine 
when the roll is supported only at one 
end. The newest feature of the De- 
ming Ironer is the automatic control: 
a tap of the toe on the foot control— 
/ 





just a couple inches above the floor, or 
a touch of the finger on the little lever 
at the right, actuates a mechanism 
causing the motor to raise or to lower 
the roll: thus, the motor does all of 
the hard work of bringing the roll into 
contact with the shoe. The third note- 
worthy feature of the on is its 
extraordinary fine appearance. Its con- 
struction is substantial, clean-cut and 
pleasing. 
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Co., Lexington, Mass., said his experi- 
ence as a salesman led him to believe 
that nationally advertised goods cost 
the dealer less to sell, due to alleged 
reduction of sales resistance. He dis- 
counted the opinion that such merchan- 
dise was generally subjected to serious 
price cutting and said that if such were 
the case the manufacturer could pre- 
vent underselling by utilization of repu- 
table jobbing facilities. 

Chairman Beaver introduced the new 
officers of the three associations. Masou 
Britton, McGraw-Hill Co., New York, 
gave a lantern slide talk on industrial 
buying. The convention was then ad- 
journed. 

H. W. Geller, Geller, Ward & Hasner 
Hardware Co., St. Louis, Mo., invited 
the three associations to consider St. 
Louis as the meeting place for the 1925 
convention. Should this be inconsistent 
with their plans, he urged them to make 
such arrangements for 1926. Booster 
members from Atlanta, Ga., also made 
a very strong bid to bring the 1925 
meeting to that city. This detail will 
be decided on by a subsequent ballot by 
mail, all members having the oppor- 
tunity to vote on preference. 

A ladies’ luncheon, Tuesday noon; 
informal dance, Tuesday night, and a 
stunt night entertainment Monday 
night were offered as diversions, under 
the combined auspices of the Cleveland 
members. R. A. Valentine, former 
member, devoted much of his time to 
help make the convention a success. 


New Rear Fender Guard Has 
Important Features 


The Weed Fender Guard, made by 
the American Chain Co., Inc., Bridge- 
port, Conn., is especially designed for 
cars that carry spare tires or a trunk 
rack mounted in the rear. Some diffi- 
culty is experienced in removing spare 
tires, particularly balloon type, from 
the rear of cars equipped with a full 
bumper, due to the fact that there is 
not sufficient clearance between the tire 
rack and bumper to allow the proper 
handling of a heavy tire and .rim or 
tire and wheel. 

The Weed Fender Guard is a bumper, 
consisting of a rigid back bar connect- 
ing two sets of parallel bars that offer 
protection to the rear fenders. It will 
withstand an equal shock or impact as 
a rear bumper and is installed, except 
in the case of Buick, Cadillac and Lin- 
coln, with the same strong, rattle-proof 
fittings that are used on every car 
equipped with rear bumpers. In the 
case of the three above-mentioned cars, 
special tailor-made fittings are used. 

This design has also overcome the 
objection to the increased overall length 
of a car equipped with a rear bumper 
three to four inches in back of a spare 
tire rack. The Weed Fender Guard 
does not extend beyond the spare tire. 
The decrease in overall length facili- 
tates parking in small spaces and also 
overcomes the objection to rear bump- 
ers experienced by owners of small 
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This display of Roth Bros. Co., Superior, Wis., received highest honors 


Winning Displays 


EGINNING March 16, and closing April 12, 
the Vollrath Company, Sheboygan, Wis., 
sponsored a competitive window display ex- 

hibition, awarding prizes for the most effective 
displays of enameled wares. The exhibition was 
open to all retail dealers in the country who 
handled the company’s line. 

A great many excellent windows were installed, 
so good, in fact, that the judges faced quite a 
problem in deciding which merited the highest 
honors. The results were so unusual that we 
are reproducing photographs of the leading dis- 
plays as striking examples of the window trim- 
ming art. 

Although the exhibition was open to all types 
of merchants, including the large department 
stores, it is gratifying to note that six of the 
twelve successful contestants are hardware mer- 
chants. 


of Enameled Ware 


The display which received the highest honors 
was installed by Roth Brothers Co., Superior, 
Wis. 

The next highest award went to the Dresslar 
Hardware Co., Los Angeles, Cal., for a display 
designed and installed by W. L. Poland. 

Nine other award winning displays submitted 
by the following firms are as follows: 

Burgess-Nash Co., Omaha, Neb.; C. F. Kurtz 
Co., Rock Island, Ill.; Doyle Furniture Co., Gales- 
burg, Ill.; Dopp & Watson, Ashland, Wis.; Cros- 
by Bros. Co., Topeka, Kan.; By-Lo Stores Co., 
Muncie, Ind.; Duluth Glass Block Store Co., 
Duluth, Minn.; Borneman & Sons, Elkhart, Ind.; 
Jamestown Hardware Co., Jamestown, N. Y. 

The judges of the displays were: Walter A. 
Loper, of the Ladies’ Home Journal; H. C. Winter, 
of Good Housekeeping, and M. E. Wyckoff, of 
HARDWARE AGE. 
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Second place went to the Dresslar Hardware Co., Los Angeles, Cal., for this display trimmed by Wayne L. Poland 
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HE illustration at 
the top of the page 
shows the display of 
Borneman & Sons, Elk- 
hart, Ind. James Bul- 
lig was the window 
trimmer 


At the left is the win- 

dow featured by Cros- 

by Bros. Co., Topeka, 

Kan., in which Easter 

lilies play a prominent 
part 


Below is shown the 

window of C. F. Kurtz 

Co., Rock Island, Ill., 

which was trimmed by 
C. W. Schearer 
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BOVE is shown the 
display of the Bur- 
gess-Nash Co., Omaha, 
Neb., trimmed for the 
occasion by E. J. Berg, 
display manager of the 

firm a 
At the right is an un- 
usual window entered 
by the Glass Block 


Store Co., Duluth, 

Minn., and arranged 

by Harold A. Grinden, 
display manager 


Below is the display 

featured by the Doyle 

Furniture Co., Gales- 
burg, Ill. 
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The Hidden Demonstrator Must Go. 
Says Commissioner Gaskill 


Subsidized Salesmen Increase Cost of Doing Business and 
Destroy Value of Advertising—Public 


WASHINGTON, D. C., May 26, 1924 

HAT the buying public is about 

ready to demand the abolition of 

the so-called hidden demonstrator 
stationed in retail stores to push the 
products of certain manufacturers and 
to depreciate those of competitors and 
that the Government will soon make a 
successful attack upon these practices 
as constituting unfair competition is 
the belief of Nelson B. Gaskill, former 
chairman of the Federal Trade Com- 
mission and now one of its most active 
members. 

Mr. Gaskill’s views on this interest- 
ing subject were recently presented at 
some length at a convention of manu- 
facturers and I am now permitted to 
quote from a carefully revised steno- 
graphic report of what he said. Manu- 
facturers and merchants alike will find 
food for thought in this address. 


Commission Has Conducted Crusade 


For several years the Federal Trade 
Commission has endeavored to secure 
from the courts a decision to the effect 
that the employment of the hidden 
demonstrator, i. e. the salesman who 
with the knowledge of his employer but 
without the knowledge of the public is 
paid a salary or “push money” to urge 
the sale of a certain manufacturer’s 
products against those of his competi- 
tors, is unfair competition. Thus far 
the courts have declined to follow the 
Commission in cases where the receipt 
by the hidden demonstrator of a salary 
or push money is known to the sales- 
man’s employer. 

Where the salesman has been sub- 
sidized without the knowledge of his 
employer the courts have declared the 
practice to be an illegal interference 
in the contractual relation between em- 
ployer and employee, but up to the pres- 
ent time the courts have failed to con- 
sider the interest of the buying public 
and the right of the consumer to rely 
100 per cent upon the truth of the sales- 
man’s statements with regard to the 
products he handles. In the not very 
distant future, Mr. Gaskill believes, the 
courts will take the view that the public 
has an important interest that must be 
protected and that the manufacturer 
who subsidizes demonstrators without 
the knowledge of the public to push his 
goods in preference to others is resort- 
ing to unfair methods of competition. 

Aside from the question of illegality 


Will Demand Protection 


By W. L. CROUNSE 


Mr. Gaskill does not believe that the 
employment of the hidden demonstrator 
is good business policy from the stand- 
point of the manufacturer who uses 
this device. His analysis of this phase 
of the matter is interesting. He says: 

“Now this practice of the hidden 
demonstrator, this practice of the Com- 
mission, is an effort to buy security. If 
security could ever have been bought 
it would have been purchased long ago, 
but there never has been a man yet, 
in business or out, who has been able 
to buy and keep security. It is, there- 
fore, necessary to determine wherein 
security lies, and then if you have the 
money to spend, spend it in seeing that 
the security you get is the security that 
will endure. 

“Now a very little analysis will show 
that the practice of buying security, 
buying a preference over competitors’ 
goods, buying a preference in the place 
where the goods are sold, buying a 
preference in the attitude of the sales 
people toward your goods, is a de- 
parture from the proper basis of mer- 
chandising and is an adventure upon 
a course which leads eventually to 
disaster or at least to trouble. 


Cannot Keep Bidders Out of Market 


“What I mean is this: What you 
can buy somebody else can buy from 
you. There never was a man yet who 
was able to keep a bidder out of the 
market who had the money to come into 
the market. 

“When you start out buying your 
preference, you start a process which 
invites competitive bids from somebody 
else, and just so sure as you have 
started this bidding process, you have 
launched your commodities into the 
market on a basis which means con- 
stantly increasing cost of distribution, 
because somebody else wants that pre- 
ference just as much as you want it, 
and will pay just as much for it. Im- 
mediately you have done that, you have 
transformed competition from a basis 
in which your goods move on their 
quality, their price and the service you 
offer, to the ability to buy preference, 
and that means in the long run that 
the largest bank account will rule.” 

The logical result of employing 
hidden demonstrators, Mr. Gaskill 
points out with great clarity. He says: 

“Now, that is exactly the process to 
which you are turning over your busi- 


ness when you go into the hidden 
demonstrator proposition. You are 
turning yourselves over to the owners 
of the department store, and just so 
soon as your business becomes of ad- 
vantage to the owner of that: store and 
you demonstrate that fact through your 
sales conducted by your agents in the 
guise of department store sales ladies, 
the time will come when you will not 
only have to face the competition of 
others wha, want to buy you out, but 
you will have the department store re- 
quiring of you that you pay a rental 
for space in that store. There isn’t 
any question about it, because it has 
worked that way over and over again.” 


Destructive of Advertising Values 


Perhaps the strongest indictment 
which Mr. Gaskill brings against the 
practice of employing hidden demon- 
strators is the great increase in the 
cost of distribution which must follow 
and the destructive effect of this prac- 
tice upon the value of national adver- 
tising. In this connection he says: 

“Now there is another aspect. The 
fact is that this process means a cer- 
tain increase in your cost of distribu- 
tion. It means in the long run either 
that you must raise the price to the 
public or you must deteriorate the qual- 
ity of your commodity, one or the other, 
because Your distribution cost is going 
up absolutely. 

“When it comes to deterioration of 
quality, we have an evil that the coun- 
try is suffering from in every direction. 
When it comes to raising prices, you 
are going to strike an awful resistance 
from the consumers. 

“Take the situation from other points 
of view. When the consumer comes 
into a store, that consumer has a right 
to know who he is dealing with. 

“Let us assume that I have never 
bought tooth paste before, but I am a 
consistent reader of the Saturday Eve- 
ning Post. I pick out a tooth paste 
advertised in that paper and go into a 
drug store and ask for it. The clerk 
says to me: “That tooth paste is 
rotten; it whitens the teeth but takes 
the surface off them. What you want 
is so and so.” He is the hidden demon- 
strator. I don’t know anything about 
it and so I accept his statement. 

“You have hit by this practice the 





(Continued on page 72) 
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Builders’ Hardware Manufacturers 


Favor 26% Simplification 
by Jan. 1, 1925 


Eliminations representing 26 per cent 
of the 7000 items manufactured by the 
leading makers of builders’ hardware 
are contemplated in resolutions adopted 
at a meeting held at the Department of 
Commerce, Washington, D. C., May 20 
under the auspices of the Division of 
Simplified Practice which went on 
record in favor of a drastic cutting 
down in the numbers of sizes, models 
and finishes of locks and lock trim, 
butts and hinges and shelf and mis- 
cellaneous builders’ hardware. 

According to the estimates prepared 
by I. J. Fairchild of the United States 
Bureau of Standards, who has spent a 
number of months in a study of the 
problems of the manufacturers of 
builders’ hardware, the expenditure in 
this item of construction during the 
calendar year 1924 will approximate 
$90,000,000. Mr. Fairchild pointed out 
that in twenty-seven States the building 
permits for March reached a sum of 
$386,483,000 of which an average of 2 
per cent, or $7,730,000 will be spent 
on builders’ hardware. These permits, 
he said, were divided as follows: resi- 
dences, 53 per cent; educational and 
other public and semi-public buildmgs 
16% per cent; business, 15 per cent, 
and industrial, 5 per cent. 


Recommendations Based on Sales 
Records 


The recommendations for elimi- 
nations were based on studies of sales 
records of the principal manufacturers 
by a special advisory committee which 
was appointed in November, 1922, when 
the reduction of excess variety was first 
brought to a focus. This committee in- 
cluded William A. Heizmann of Read- 
ing, Pa., chairman; G. L. Sargent, 
chairman of a sub-committee on locks; 
A. C. McKinnie, chairman of a sub- 
committee on butts; H. A. Taylor, 
chairman of a sub-committee on shelf 
and miscellaneous hardware, and 45 


other members of large manufacturing | 


firms. 

William A. Durgin, chief of the 
Division of Simplified Practice, who 
presided, outlined the methods of this 
branch of the Government in cooperat- 
ing with the industry in elimination of 
excess variety, and told of progress 
made in other industries. 

Chairman Heizmann of the Advisory 
Committee, telling of the history of the 
simplification movement, said that the 
report of his committee represented the 
first attempt of this sort, and the length 
of time necessary for preparation had 
been due to the fact that it represented 
probably the largest single line of 
manufactured products in the world. 
He expressed the view that simplifica- 
tion would relieve the manufacturers 
from a mass of detail and permit 


! 





greater development of inventiveness 
and initiative, 


CURRENT NEWS 


| 


Reporting for his sub-committee, Mr. | 


Sargent stated that one factor in the 
reductions which had made its recom- 
mended eliminations seem proportion- 
ately small compared with other indus- 
tries had been the effect of climatic 
variances on the products. He an- 
nounced that one of the outstanding 


recommendations of the sub-committee 








was the reduction of finishes to 29 as 
against from 50 to 100 which had for- 
merly been used. 

For the sub-committee on shelf hard- 
ware, Mr. McKinnie stated that the 24 
per cent elimination favored by that 
group was very conservative and that 
he expects that another year will find 
a leveling of sectional demand. He 
said that his company in 1922 had 
found a 1500-page catalog necessary. 
Now it is less than 500 pages, and fur- 
ther cuts will be made in a new catalog 
which is forthcoming. 


Simplification First 


While the discussion revealed a 
sentiment for standardization it was 
agreed that simplification is a necessary 
preliminary. Steps in this direction 
will probably be referred later to the 
American Engineering Standards Com- 
mittee. 

Cooperation of the War and Navy 
Departments, the American Institute of 
Architects, the National Hardware As- 
sociation, the United States Chamber of 
Commerce, the American Engineering 
Standards Committee, Southern Hard- 
ware Jobbers’ Association, National Re- 
tail Hardware Association and the Hol- 
low Metal Doors Society in putting the 
reductions into effect was promised. 


Reductions Summarized 


The report of the Advisory Commit- 
tee included the following summary of 
four big manufacturers: 


Lock and Lock Trim 





1922 
Catalog Retained % Out 
A 484 387 26.0 
B 123 57 53.6 
C 427 257 40.0 
D 552 434 21.7 
Eliminations 30% for group 
Shelf and Misc. 
1922 
Catalog Ketained % Out 
A 2040 1473 27.0 
B 340 228 32.9 
C 1034 897 13.0 
D 1306 997 23.6 





Eliminations 24% for group 





Butts and Hinges 





1922 
Catalog Retained % Out 
A 272 158 42.0 
C 169 126 25.5 
D 201 146 27.3 
~ Eliminations 33% for group 
Grand totals To 
1922 Elimi- 
Catalog Retained nated 
A 2796 1988 28.0 
B 483 285 38.4 
C 1630 1280 21.5 
D 2059 1577 23.5 
6948 5130 


Total elimination 26%. 


After discussion of the report of the 
Advisory Committee, a motion was un- 
animously passed indorsing the report 
and making the recommendations effec- 
tive Jan. 1, 1925. 

The meeting voted that a standing 
committee to consider future progress 
toward eliminations should include W. 
A. Heizmann of Reading, Pa.; G. L. 
Sargent of New Haven, Conn.; H. A. 
Taylor of New Britain, Conn.; A. C. 
McKinnie of New Britain, Conn.; H. 
P. Sheets of Indianapolis, Ind.; Arthur 
May of Washington, D. C.; John 
Donnan of Richmond, Va.; LeRoy Kern 
of New York City; Paul E. Holden of 
Washington, D. C.; F. J. Schlink of 
New York City, and H. G. Garlock of 
New York City, together with I. J. Fair- 
child of the United States Bureau of 
Standards, as representing the inter- 
ests of all groups. 


Reduction in Refrigerator Hardware 


Following this session, manufactur- 
ers interested in the production of re- 
frigerator hardware indorsed recom- 
mendations that four items of refriger- 
ator hardware now made in 32 sizes be 
reduced to the 18 sizes most in demand. 
This action will be-referred to a fur- 
ther meeting to be held in September 
in Buffalo, N. Y., when the manufac- 
turers of refrigerators will be asked 
to indorse the action. 

Other manufacturers, interested in 
the production of hardware used in 
the marine field, held a meeting follow- 
ing the general session at which the 
efforts of the American Marine Stand- 
ards Committee were outlined as they 
affect simplification of variety of ship 
hardware. A special sub-committee is 
studying this problem. 

Mr. Fairchild outlined a number of: 
further opportunities for simplification 
which will be referred for future action. 





A. S. Gronemeier Improves Store 


A. S. Gronemeier, Mt. Vernon, Ind., 
retail hardware merchant, has recently 
made some additions and improvements 
to his store interior, which will permit 
an entire rearrangement of his stock 
during the winter months. 
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Indiana Retailers Discuss 
Business Problems 


Methods of building business were 
discussed at the semi-annual banquet 
of the Indiana Retail Hardware 
Dealers’ Association, held May 15 at 
Fort Wayne, Ind. 

Discussing “Merchandising,” under 
the topic for the meeting, W. S. Fred- 
erickson of the H. Pfeiffer & Sons Co. 
of Fort Wayne declared that merchan- 
dising of hardware must include real 
salesmanship. Too many hardware 
dealers have placed merely clerks be- 
hind their counters, he declared, and 
he said that higher pay for real sales- 
men will bring returns in cash divi- 
dends for the business. 

Under the division, “Advertising,” 
C. W. Helgeson of Indianapolis, field 
secretary of the State association, 
urged that all dealers adopt a regular 
and consistent advertising program. 
He declared newspaper advertising 
best for the retail dealer and said the 
retail dealers should always take ad- 
vantage of purchasing through trade 
journal advertisements as well as dis- 
posing of their wares through the ads. 

W. H. Kerman of the George H. 
Buist Co. of Fort Wayne, under the 
division of “Accounting,” pointed to 
the fact that retail hardware dealers 
face the problem of dealing in many 
small articles and labeled the account- 
ant as a vital part of the business. 

H. K. Thomas conducted a question 
box as a feature of the meeting. 





New Remington Low Price 
Smokeless Loaded Shell 


With a view of filling the demand for 
a cheaper smokeless powder shot, the 
Remington Arms Co., Inc., New York, 
N. Y., is now placing on the market a 
new low-priced smokeless power loaded 
shell to be known as “Economy.” 

_The “Economy” shell will be fur- 
nished in 12 and 16 gage in three mas- 
ter loads known as light, medium and 
heavy loads. In 20 gage it will be fur- 
nished only in the light and medium 
loads. The new shell will be loaded 
with the popular shot sizes and will be 
wetproofed by Remington’s exclusive, 
patented process. Wadding will consist 
of one black edge felt wad over the 
powder, while “Prestic’” composition 
wads will complete the wad column. 
Regular Remington shot will be used. 
The shell body will be of the same color 
as Remington Nitro Club and Arrow 
shells and made of a good grade of 
paper. 

“Economy” shells will be loaded with 
“No. 2 smokeless powder.” This powder 
is a lower grade manufactured espe- 
cially by the leading American smoke- 
less powder manufacturers to make this 
less expensive shell possible. 

The manufacturers do not recommend 
the “Economy” shell as being of a 
quality equal to Remington game loads, 
which they claim represent the very 
best of everything that can be put into 
loaded shells. “Economy” shells are 
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not intended to replace Remington 
game loads or the old reliable Nitro 
Club or Arrow shells. The “Economy” 
shell is claimed to be just what its name 
implies—a good, serviceable shell load- 
ed with a real smokeless powder, and 
the Remington Arms Co., Inc., recom- 
mends it as being of the best quality it 
is possible to produce at the low price 
at which it will be sold. 





Somers, Megr., N. Y. Factory 
Martin-Senour Co. 


Frank W. Somers has recently been 
appointed manager of the New York 
factory of the Martin-Senour Co., 





Frank W. Somers 


manufacturer of paint, at 18 Sackett 
street, Brooklyn, N. Y. 

Mr. Somers has been associated with 
the Martin-Senour organization for the 
past twenty-five years and only re- 
cently was called into the Chicago of- 
fice to accept the position of assistant 
general sales manager. 





C. T. Uhl District Manager 
for Apex Electrical 


C. T. Uhl, formerly division sales 
manager for the Apex Electrical Dis- 
tributing Co. in the Southwest, is now 
district sales manager for the Pitts- 
burgh, Pa., territory of the United 
Electric Co., manufacturer of the Ohio 
Electric Cleaner, Canton, Ohio. 


Mother of H. P. Sheets 
Passes Away 


Mrs. Edna M. Sheets, mother of 
Herbert P. -Sheets, secretary of the 
National Retail Hardware Association, 
died at her home in Mount Crawford, 
Va., May 16. HARDWARE AGE wishes to 
extend its sympathy to Mr. Sheets in 
his bereavement. 
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L. S. Soule Speaks 
at Philadelphia 
Ass’n Banquet 


The Retail Hardware Association of 
Philadelphia boasts the largest mem- 
bership of any local hardware associa- 
tion in the United States. Likewise, 
it declines to take a back seat for 
progressiveness and general efficiency. 
Its regular meetings are interesting, 
instructive and worth while. 

Once a year this live wire associa- 
tion holds a banquet and social night, 
in which the wives and sweethearts 
participate. This year the Big Night, 
which fell on Thursday, May 22, lived 
up fully to all past performances. 

At the close of an exceptionally good 
dinner, President Harry Kaiser talked 
briefly on the origin of the organiza- 
tion, its progress and its aims, and 
closed with an introduction of Llew 
S. Soule, editor of HARDWARE AGE, the 
speaker of the evening. 

Mr. Soule spoke on general condi- 
tions and the problems which confront 
business today. “Our greatest prob- 
lem,” he said, “is ourselves. We are 
taking things in too easy a manner, 
many of us are living from day to day 
only, and fully 40 per cent of us lack 
the courage of our convictions. This 
is true mainly because the average 
merchant finds it very difficult to take 
an actual inventory of himself—to set 
down in plain facts and cold figures 
the things which directly affect him 
and his business, and then face those 
facts courageously.” 

“Indifference,” he said, “is our great 
national fault. We are all inclined to 
be indifferent to others, to our com- 
munities and to the things which affect. 
us indirectly. We must learn to be 
more considerate of others, to meet 
people on a more human plane. Par- 
ticularly we must learn to be more 
considerate of the .men behind the re- 
tail counter who actually sell the mer- 
chandise.” In regard to conditions, 
Mr. Soule declared that they are eco- 
nomically sound. That our greatest 
obstacle to greater prosperity lies in 
our minds. That we are suffering 
from a case of nerves, augmented by 
political antics, which would make al- 
most anybody nervous. “If we solve 
the problem of self,” he said in con- 
clusion, “the balance of our problems 
will be easy.” 

Mr. Soule’s talk was followed by a 
delightful novelty and musical pro- 
gram. 





Peck & Mack Co. Moves 


Peck & Mack Co., jobbers, importers 
and exporters of hardware, New York 
City, has recently removed to 542 
Broadway, where larger quarters and 
increased facilities for the handling of 
its expanding business are available. 
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Florence Stove Co. 
Establishes Branch Offices 


As a result of the continued ex- 
pansion of its business, the Florence 
Stove Co., manufacturer of oil ranges, 
stoves, ovens, etc., Gardner, Mass., is 
now establishing branch offices in 
favorably situated trading centers 
throughout the country. 

The plans as now being followed 
call for the establishment of division 
offices under division managers in 
Boston, New York, Atlanta, New 
Orleans, Dallas, Denver, Chicago and 
Detroit; while they are now and have 
been for many years well represented 
in Indianapolis, Nashville, St. Joseph, 
Salt Lake City, Duluth, Spokane, 
Seattle, Portland, San Francisco and 
Los Angeles. 





Newman, Sales Representa- 
tive for du Pont 
H. A. Newman has been appointed 


sales representative for the paint and 
varnish division of E. I. du Pont de 
Nemours and Co., Inc., Philadelphia, 
Pa., covering Delaware and Chester 
Counties in Pennsylvania. Mr. New- 
man was formerly in charge of the 
architectural service bureau in the 
Philadelphia office. R. O. Brackett, 
formerly of the Boston office of the 
paint and varnish division, succeeds 
Mr. Newman in the architectural ser- 
vice bureau. 

Recent additions to the sales staff 
of the paint and varnish division, E. I. 
du Pont de Nemours & Co., Inc., in the 
Philadelphia district are J. M. Pouder 
in West Virginia and F. V. Allison in 
western Pennsylvania. 





Yost Superior Co. to 
Make Springs 


The Yost Superior Co., recently or- 
ganized for the purpose of taking over 
the Yost Gearless Motor Co. and the 
Superior Spring Co., Springfield, Ohio, 
has recently installed new modern 
automatic machinery for the manufac- 
ture of springs. It is expected that the 
new machinery will be in full produc- 
tion by June 1. 

The consolidation of the Yost com- 
pany and the Superior Spring Co. was 
effected April 1. 


Asbestos Firms Merge 


The Pennsylvania Asbestos Corp., 
Norristown, Pa., has recently been 
merged with the Atlas Asbestos Co., 
North Wales, Pa. The business of both 
companies hereafter will be transacted 
under the name of the Atlas Asbestos 
Co., with offices at North Wales, Pa. 





Auto Production Falls 
in April 
The production of aotor vehicles in 
April totaled 373,139, as against 382,- 
476 in April, 1923, and 219,889 in April, 
1922, according to figures compiled by 
the Department of Commerce at Wash- 
ington. Passenger vehicles produced 
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in 1924 were 337,037, against 344,661, 
and trucks 36,102, against 38,085. 

April output showed a decline of 
11,313 passenger vehicles and a gain 
of 1996 trucks, as compared with 
March this year.. 

Combined output in the first four 
months this year was 1,309,062 pas- 
senger vehicles, against 1,143,054 in 
the corresponding period of 1923 and 
541,053 in 1922. Truck output to the 
end of April was 130,381, compared 
with 115,274 in 1923 and 65,657 in 1922. 





Western Clock Co. in 
New Offices 


The Western Clock Co., La Salle, 
Ill., makers of Westclox, has just 
moved into its new general office build- 
ing at the factory. The structure is 
brick and reinforced concrete, with 
special attention paid to lighting and 
heating arrangements. This new ad- 
ministration building now enables the 
company to properly look after visitors 
and provides more commodious and bet- 
ter working quarters for their em- 
ployees. 





Obituary 


John L. Kelly 


John L. Kelly, associated with his 
father and brother in the management 
of the J. H. Kelly Hardware Co., 
Canandaigua, N. Y., died recently at 
his home in that city following a brief 
illness. 

Mr. Kelly, whose brother, Henry C. 
Kelly, was former president of the New 
York State Retail Hardware Associa- 
tion, served with the American forces 
abroad during the World War, return- 
ing home after its close with his health 
impaired, a condition from which he 
never fully recovered. 





The Paine Co. Moves 


For the purpose of securing increased 
facilities for its expanding business, 
the Paine Co., manufacturer of toggle 
bolts, expansion shells and other metal 
specialties, recently removed from 1742 
W. Van Buren Street, Chicago, to the 
Paine Building, which it owns, 2947- 
2951 Carroll Avenue, Chicago. 





L. S. Starrett Co. Catalog 


The L. S. Starrett Co., manufacturer 
of precision tools and hacksaws, Athol, 
Mass., has recently issued a new cata- 
log. The new catalog, which is known 
as No. 25, includes all the latest Starrett 
tools. Copies can be procured at any 
hardware store carrying Starrett tools 
: by writing to the L. S. Starrett Co. 

irect. 


Walrath Opens Store 
in Albany, N. Y. 


Scott C. Walrath has recently opened 
a hardware store at 423 Quail Street, 
near New Scotland Avenue, Albany, 
N. Y¥ 
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A. W. Clark Now with 
Eagle Lock Co. 


Alfred W. Clark, for more than 
thirty years connected with the Yale 
& Towne Mfg. Co., and for the past 
three years general sales manager of 
the E. T. Frain Lock Co., Lancaster, 
Pa., has recently joined the Eagle Lock 
Co., manufacturer of locks, special 
hardware in sheet metal and cast 
brass wood screws, New York City, as 
sales manager. 


=e Oe 


Heckler 
Ad Club 


Louis J. (“Lou”) Heckler of Heckler 
Brothers, Pittsburgh, was recently 
elected president of the Advertising 
Club of Pittsburgh. 


“Lou” Heads 





L. E. Smith Leaves 
Billings & Spencer Co. 


L. E. Smith, sales manager of the 
Billings & Spencer Co., Hartford, Conn., 
is to withdraw from that organization 
June 1. 

Mr. Smith, who has made no state- 
ment regarding his future plans, is to 
be succeeded by W. S. Swain, who has 
been associated with him in the han- 
dling of the sales of the company for 
the past fifteen years. 





F. J. Cooledge, Jr., on Paint Up 
Subscription Campaign 


F. J. Cooledge, Jr., of Atlanta, Ga., 
has. recently been elected a member o 
the Plan and Extension Committee of the 
National Clean-Up and Paint-Up Cam- 
paign and will have charge of a cam- 
paign for increased subscriptions for 
the support of the national campaign 
for 1924. 


Winchester Puts New Shell on 
the Market 


The Winchester Repeating Arms Co., 
New Haven, Conn., has placed on the 
market a new smokeless powder shot 
shell under the name “Ranger.” It is 
designed to meet requirements of 
sportsmen for a serviceable, all-round 
purpose, smokeless powder shot shell, 
at the same price as one loaded with 
black powder. 

The new shell is made only in 12 gage 
and is loaded with Du Pont No. 2 
smokeless powder in 23 loads. The 
body of the shell is a rich red and it 
has a two ring, corrugated brass base. 
It comes loaded with either plain ‘or 
chilled shot. 

The company announces that the 
same grade of material is used in the 
shell proper as in their other brands, 
and that the same attention is given to 
supervision of manufacturing detail, 
ballistics, ete. 

It is not expected that the “Ranger” 
will replace or supplant either the com- 
pany’s “Leader” or “Repeater” shells, 
but rather that it will supplement and 
complete the line. 

The new shell is now available for 
distribution. 
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TAKE A LOOK 
THROUGH MY 
SPECTACLES AND 
SEE THE VALUE 
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Helping the Customer bo See 


ARK TWAIN was a salesman. He even made 
M the characters in his books sell ideas. Do you 

remember Tom Sawyer and the time he sold 
the whitewashing job to a bunch of boy friends? The 
back fence needed a coat of whitewash, and Tom had 
been delegated to do the job. As I remember it, he 
preferred fishing to whitewashing, but Tom’s mother 
had decreed no fishing until the whitewashing was 
thoroughly done. 

It was a discouraged, disgruntled kid who stirred 
up the white mixture and started wielding the big 
brush. It was a long fence, and it looked still longer 
to him. In fact, it loomed up as the background for a 
whole day’s work. It looked the same way to the bunch 
vf boy friends who gathered to watch Tom work and 
perspire. 

Then all at once Tom Sawyer had an idea. If he 
could sell those kids the thought that whitewashing 
was fun rather than work—that it was a privilege to 
wield a brush on that fence—he could get plenty of 
help to finish the job. So he whistled and brushed, 
paying no attention to their jibes and jokes. He would 
dip his brush carefully, make a stroke, stand back and 
study the result, then make another stroke. 

Soon their curiosity was aroused, then their interest. 

Finally one boy volunteered to help. “No,” said 
Tom, “this is a mighty ticklish job. It takes a lot of 
talent to whitewash a fence in the right way. I 
wouldn’t think of letting anyone else tackle it.” 

Immediately those youngsters began to see white- 
- washing in a new light. First they urged, then they 
begged Tom to let them try their hands at it. Finally 
they began bidding for the privilege. A few minutes 
later they were working in relays, while Tom sat back 
in the shade and counted profits. He had made a real 
sale. 

Buying is a matter of viewpoint. Selling is largely 
a matter of building up in a customer’s mind a recog- 
nition of value. Whitewashing as work had no value 
in the eyes of Tom’s friends, but whitewashing as a 


highly specialized form of play had a very real value. 

Whenever a retail salesman attempts to sell any- 
thing he meets the obstacle of customer viewpoint. The 
person to whom he shows the article has, in his mind, 
a definite idea of its value to him. Usually his idea of 
its value is less than the price asked. The salesman’s 
problem, therefore, is to increase the value of the 
article in the customer’s mind. 

The mere showing of the article is not selling. It is 
only suggestion, which is a part of selling. The actual 
selling must go farther. 

The customer looks at the article shown him, and sees 
in it only what his knowledge of it permits him to 
see. He cannot be expected to recognize things about 
which he knows nothing. 

If the salesman knows the article, its uses and ad- 
vantages, as he should, he naturally sees in it much 
more than the customer does. It is, therefore, his 
function to act as an interpreter to the customer’s 
eyes. The customer usually sees only the article and 
must be taught to see its value. 

Naturally, in order to reveal value to the customer, 
the salesman must recognize that value himself. In 
other words, he must be sold on the article before he 
can sell it to others. He must be honestly enthusiastic 
cver it. 

The first requisite of selling is knowledge. Next 
comes the ability to impart that knowledge to others. 
When a customer sees an article as the salesman sees 
it the sale is virtually made. 

Shelf-warmers are shelf-warmers only because the 
buying public does not recognize value in them. When 
their value becomes recognized they cease to be shelf- 
warmers. 

Helping the customer to see means helping yourself 
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General Market News 





Weather Curtailing Demand 
—Retail Stocks Low 
—Prices Soft 


Piper ees in the various hardware centers throughout the 
A country have changed but little during the past week. Weather 
still seems to be the determining factor in all jobbing centers. The 
backward spring has held up consumer demand for articles which 
ordinarily would now be moving rapidly. This in turn has naturally 
had its effect upon the buying of the retail trade. It is noteworthy 
that whenever a few clear days occur that sales increase with 
startling rapidity. 

Generally speaking retail stocks are low. Retailers, however, are 
only buying in hand-to-mouth fashion. Jobbers are well supplied 
with merchandise and are in a position to fill almost any orders in 
remarkably short time. The same holds true with respect to manu- 
facturers’ deliveries. The manufacturers have the stock on hand 
and are well able to take care of orders. Railroad service has also 
improved to a degree where it is possible to fill orders rapidly. 
Price changes are about on a par with the previous week. The ma- 
jority of changes have been of a minor nature, however, and are 


equally divided between advances and reductions. 


—_— 





Pittsburgh Production 
at 60 Per Cent 


Reports recently received from Pitts- 
burgh are to the effect that steel ingot 
production has fallen to 60 per cent of 
capacity and that 77 blast furnaces in 
that section are now in operation. This 
is a considerable change when compared 
to the condition which existed in March 
when 114 furnaces were in operation 
and when production was at 90 per 
cent of capacity. Improvement is looked 
for, however, and many are of the 
opinion that conditions will turn for the 
better after July 1 after the pvolitical 
conventions are over and when the cam- 
paign policies have been decided 

The hardware trade in the Pittsburgh 
district is being hampered considerably 
by the unseasonal weather which has 
had a deterrent effect upon the moving 
of spring merchandise. Collections are 
reported as being fair. 





Rain Hampers New York 
Wholesale Market 


Trade in the New York wholesale 
market was not especially active dur- 
ing the past week, and the cautior 
which has prevailed since the last week 
in March is still one of its outstanding 
features. Jobbers are marking time 
and business continues to be done on 
a hand-to-mouth basis largely as a re- 
sult of retail sales being hampered by 
the long continued rainy spell. 

No price changes of importance were 
announced during the week, although 
some minor price readjustments were 
made. Practically all lines of merchan- 
dise are in good supply, except on saws 








and a few standard lines. Grass cut- 
ting tools are fairly active, while the 
demand for staples continues consis- 
tent. 


—— -  e e 


Twin Cities Report 
Quiet Conditions 


Market conditions continue to be 
rather quiet, with very few price 
changes of note, although the general 
tone of prices is weaker. 

There has been a further decline in 
price on guaranteed half and half 
solder so that it is now quoted at 34 
cents per lb. 

Manufacturers have announced de- 
clines in hammers and hatchets, but 
these changes have not as yet been 
made by local jobbers. Unseasonal 
weather still prevails in this section but 
in spite of this fact seasonal merchan- 
dise is selling more rapidly than here- 
tofore, 





City Sales Improve 
in Cleveland 


The Columbian Hardware Co., Cleve- 
land, Ohio, announces a 10 per cent ad- 
vance on garage vises. These are now 
packed six vises to a fibre carton. 

Jobbers announce 10 per cent ad- 
vance on Columbian garage vises; ap- 
proximately 7% per cent reduction on 
Security ovens; tighter prices on both 
linseed oil and turps. The former is 
now quoted at $1.09 and the latter at 
$1.08%. Bolts, nuts, nails and wire 
have been shaded as is noted in the 
body of the Cleveland report. City 
buying is better and country buying is 
lighter. Collections on the whole are 
satisfactory. 





Orders Many but Small 
in Chicago— Additional 
Price Changes 


Unseasonable weather continues to be 
the great factor in holding up sales of 
seasonal merchandise in the Chicago 
district. A few warm days will do 
much to stimulate sales of lawn 
mowers, garden tools, hose, etc. Gen- 
erally speaking orders are numerous 
but buying is for smaller quantities 
than usual, particularly in the rurai 
districts. Manufacturers are catching 
up on orders and are in a position to 
make prompt shipments. 

Local jobbers have made several re- 
cent revisions in prices. Galvanized 
ware advanced from 5 to 7% per cent; 
turpentine declined 2 cents per gal.; 
linseed oil declined 3 cents per gal.; 
the new discount on stove bolts is 75—5 
per cent off list. A decline of $3 per 
ton in red rosin sheathing paper is also 
noted and prices on solder have declined 
about 2 cents per lb. to meet the market 
on tin and lead. 


Sales Slow in New England 
—Few Price Changes 


New England, in common with other 
sections of the coyntry, has been ham- 
pered in its business activities by the 
cold, rainy spring. Sales of seasonable 
merchandise have been curtailed by the 
unseasonal weather and sales have suf- 
fered accordingly. Some shelf hard- 
ware jobbers have succeeded in lighten- 
ing their stocks by making attractive 
price concessions while others have not 
been so fortunate. The demand for 
mill hardware is spotty. Heavy hard- 
ware buyers have been holding off with 
their purchases in anticipation of pos- 
sible reductions in the price of iron 
and steel. 

Few price changes of importance 
have occurred during the past week. 
Stove bolts have been reduced 10 per 
cent; drop shot has been reduced 10 
cents a bag and there has been a reduc- 
tion of % cent per lb. in copper wire, 
sheets and tubes. 





4 Million Pounds Copper 
Used on Store Fronts 
in 1923 


Store-front construction in the 
United States consumed approximately 
4,000,000 pounds of copper in 1923, an 
increase of nearly 1,000,000 pounds 
over the previous year, according to 
figures compiled by the Copper and 
Brass Research Association. At pres- 


ent there are approximately 1,425,000 
stores in the United States. Practi- 
cally all the newer ones have copper 
fronts, while each year many old fronts 
are torn out and copper installed. 
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Orders Small But Frequent in Chicago 
—Weather Retards Seasonal Sales 


(Chicago office of HARDWARE AGB) 


LTHOUGH there has been some improvement noted 
A in both retail and wholesale sales, the demand for 
merchandise is still behind the average for the 
season, and will continue so until we have a few warmer 
days, which will stimulate the movement of seasonable 
merchandise, such as lawn mowers, garden hose, garden 


tools, etc. 


While it is true that orders are numerous, buying is 
This is especially true of the rural 
district, where farmers are curtailing their expenditures 
There are, in fact, even rumors in some 
localities of a buying strike, although the crop outlook is 
Indications are for a 
larger acreage in corn, and the wheat crop, although 
smaller than last year, is expected to be good. 


for smaller quantities. 
to a minimum. 


good, despite the slow growth. 


AUTOMOBILE ACCESSORIES. 
—There has been no change. Sales are 
slow and will continue so until the 
weather becomes favorable for touring. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs. —Splitdorf, 50c each; 
Regular, 58c each; Champion X, 45c 
each; lots of 100, 41c each; Champion 
Blue Box line, 53ce eac h; A. C. Titan, 
58c each; lots of 100, 56c each; A. C 


Special Ford, 44c each. 
Spot Lights.— Anderson, No. 3280, 
$6.50 each; Stewart, $5.67 each. 


—- —BE. A. wizeivic. (Ford), $4 
eac 
wae —Reliable Jacks, No. 46, $2.50 
in lots of 10, $2.25 each; mo ag 
plex, No. 36, $1.80 each; Ajax, No. 6, 
+ hh National Standard, No 21, 
an —Rose 1%4-in. cylinder, $1:55 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30x3% A 


fabric, $8.65 each; oon $11.60 each; 
gray inner tubes, 3 0x3%, 1.30 each: 
red inner tubes, 30x3%, $1.80 each. 


AXES.—Prices remain unchanged; de- 
mand continues fair. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes. 3 to 4-lb., $14 

double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
oz. base; single bitted handled axes, 
$15 to $22 per. doz., according to qual- 
ity and grade of handle. 


BASEBALL GOODS.—Baseball goods 
moving out in large quantities; sales 
will increase with warmer weather. 


BOLTS AND NUTS.—Local jobbers 
have made a decline of 10 per cent in 
the price of stove bolts; demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount; small 
carriage bolts, rolled thread, 50-10-5 
per cent discount; machine bolts, cut 
thread, 50-10-5 per cent discount; 

. small machine bolts, rolled thread, 
60-5 per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60-5 per cent discount. 

BUILDERS’ HARDWARE. — There 
continues to be a steady demand for 
builders’ hardware, and prices, with 
few exceptions, are being held firm. 
Manufacturers have been able to make 
better shipments, as they are not 
carrying the unfilled orders on their 
books that they were a month ago. 


We quote from jobbers’ stocks. 
f.o.b..Chicago: 34%4x3% steel butts, old 
copper and dull brass finish, $3.66 per 


Merchandise of all kinds is rather plentiful, and manu- 
facturers, as a rule, have caught up on their orders and 
are in a position to make prompt shipments. 
not so firm as they were a month ago, and concessions are 
being made by a great many of the manufacturers. 


Builders’ hardware continues to be in good demand, as 
there are a great many dwellings and apartment build- 


Prices are 


ings under way, but the total of construction work is not 


booked. 


doz. pair; 4x4 steel butts, old copper 
and dull brass finish, 92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.; steel bit-keyed, 
front door sets, $1.90 per set; bee 67 
brass bit-keyed front door sets, $720 .25 
per set; cylinder front door sets, 
per set. 
CHAIN.—Good sales on halters, tie- 
outs and other seasonable items re- 
ported. 
We quote from jobbers’ stocks, 
f.o.b. Chlaeae: -in. proof coil chain, 
$8.50 per 100 1lb.: Tenso coil chain, 


50-10 per cent oft’ list; No. 004% elec- 
tric welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices firm; demand continues good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


DOOR SPRINGS.—Sales reported 
better than last year; no change in 
price. 

We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c 
doz.; No. 3, 40c doz.; No. 
doz.; No. 5, 62c wd doz. ; 
doz.; No. 7, 70c ; Reliance, light, 
$1.80 doz.; sation. * 30. 50 doz.; heavy, 
$3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH, CONDUCTOR 
PIPE, ETC.—Nothing done in the way 
of prices; sales active. 


We quote from jobbers’ stocks, 
f.o.b. Clineae: Single Bead Lap Joint 
Gutter, 6-in., $4.75 r 100 ft.; Cor- 
rugated Conductor Pipe, 3- in., $5.10 


per 100 ft.; Plain Ridge Roll, 1%-in., 
$4 per 100 "ft.; Corrugated Conductor 
Elbows, 3-in., per doz. 


ELECTRICAL MERCHANDISE.—No 
price changes; sales good. 


We quote 7 omery’ stocks, 
f.o.b. Chicago ubber covered 
wire, $7.60 ~ ‘1000 tt ‘in 1000-ft. lots 


7.35; 8 lamp c $15 per 100 
 e in 1000- ft. lots, i3. 75: %-in. brush 
brass key. sockets, 20c each; two-way 
plugs, 60c each; in lots of 10, 52c each; 
one-piece attachment plugs, 13c each; 
two-piece attachment plug, 12c each; 
dry cells, boxes of 50, bia each; less 
than case lots, 34c ea 


EYE HAMMERS AND SLEDGES.— 
No recent price change; orders are in 
good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c per Ib 


FIELD FENCE. There is a decided 
improvement in orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 6% per 
cent discount from lists. 


so great as was expected earlier in the year. 

The demand for steel in the Chicago district is rather 
quiet, although a large number of small orders is being 
Operations are receding, 
movement has been somewhat checked. 

Collections are a little behind those of the correspond- 
ing time last year, but are nevertheless satisfactory. 


but the downward 


FILES.—No price changes reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off. list; Nicholson files, 50 
per cent off list: Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list 


GALVANIZED AND TIN WARE.— 
The situation is unchanged. Manufac- 
turers are holding all prices firm, and 
the demand with jobbers continues 
good, especially in pails. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized aftermade water pails, 8-qt., 
$1.95 doz.; 10-qt., $2.20 doz.; 12-qt., 
$2.40 doz.; 14-qt., $2.75 doz.; galvan- 
ized wash tubs, No. 1, $6.50: doz. ; 
No. 2, $7.00 doz.; No. 3, $8.00 doz.; 
2-gal. galvanized kerosene can (tin 


breast), $4.50 doz.; 1-bu. galvanized 
baskets, $7.00 doz. 
GARDEN HOSE AND LAWN 


SPRINKLERS.—The season has been 
backward, too cold for big sales. With 
the advent of some warmer weather, 
hose sales would become lively. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden Hose, good 
quality, molded hose, %-in., 10%c. 
per ft.; %-in., 13c. per ft.; 3-ply, 
_ quality, wrapped, 16 - in., 10c. 

er 4-in., 12c. per ft.; 4-ply, 
00d quality, wrapped, 14-in., ‘12c. per 
ft.; %-in., 14c. per ft.; 4 “ply, good 
quality, wrapped, %-in., er ft.; 

%-in., lle. per ft. yon "Sor nklers, 
Rain "King, $28 doz.; | dag > Foun- 
tain Sprinkler, $8.00 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Only about 50 
per cent of the glass factories are 
operating; so far, nothing has been said 
regarding a reduction in price. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; sin- 
gle strength A, 34 to 40-in. bracket, 

84 per cent discount ; single strength 

A, all other brackets, 83 ner cent dis- 

count; double strength A , all sizes, 

84 r cent discount. Putty—Pure 

grades, $3.50 per 100 lb.; commer- 

cial, $3. By per 100 Ib. 
HATCHETS.—Prices _ recently an- 
nounced are the lowest in several years 
and are stimulating the demand very 


satisfactorily. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.25 doz.; first 


qnatty hatchets, No. 2 Broad, $14.50 


doz.; Medium ‘uality hatchets, No. 
2, PR e-em 7.25 doz.; neo EO 
9 


quality hatchets, No. 2, Broad 
doz. 
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HANDLED HAMMERS.—The new 
prices will undoubtedly cause better 
buying of quality goods. 

We quote from jobbers’ 
f.o.b. Chicago: First quality, 16-oz. 
Nail Hammers, $10.50 doz.; _ first 
quality, 16-oz. Machinist Hammers, 
$7.80 doz.; Medium quality, 16-oz. 
Nail Hammers, $6.00 doz. 


HANDLES, TOOL.—Demand 
prices continue firm. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; > special white 
second growth hickory, $5 doz. 

Hatchet and Hammer WHandies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—Cur- 
rent business is coming in fine shape 
now. 


We quote 
f.o.b. Chicago: 

Ha Fork Handles. — Straight, 
paar ed and bored, best grade, 4%- 


stocks, 


fair; 


stocks, 


from jobbers’ stocks, 


$4.50 w= 5- ft., $5.50 doz.; 
tye ft., 40° 5-ft., $4.80 doz.; X 
414-ft., 40 , ie - 5- ‘ft., $2.80 do 


Hay Fork Handles. —Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz. 5 ae ent, with ort 
ferrule and cap, 4-ft., $5.50 doz.; 

im $5. 75 doz.; =, bent, 4%-ft., 45 0 
doz.; 6-ft., $5.50 x ent, 
ft., $3 doz.; 5-ft., owt doz. 

Manure Fork Handles.—Bent, best 
4-ft., $4.75 doz.; 4%-ft., $5.10 
oz.; XX bent, 4-ft., $4.15 doz.; 4%4- 
- X bent, 4-ft., $2.60 doz.; 
4% - -ft., $2.95 doz. 

Garden Hoe Handles-—XX 414-ft., 
$3.45 doz.; X 4%-f $2.40 doz. 
Garden Rake Handles.—XX 51%-ft., 


$5.25 doz.; X 5%-ft., $3.25 doz. 
Shovel Handiles.—Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; -handle, best grade, 7.95 
doz.; X grade, $6 d 
Spade Hendiee<i>- handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—No change in price; good 
business reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap eK Tt 
in bundles, 4-in., $1.26; 5-in., $1.7 
6-in., $2.12; 8-in., $3.54; 10-in., $5. be 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.90; 5-in., $2.01; 
6-in., $2.62; 8-in., $4.30: 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 

not showing a marked improvement. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qt., 


$4.85 5 qat., $5.65 list; 3-qt., $6. 15 
$8. 25 list; 6-qt., $10. 45 list; 


list; 4- 

8 - -qt., 18.60 list; 10-qt., $18 list; 
12-qt., $21.55 list; 15-qt., $25.60 list; 
20-qt., $33.20 list; 25-qt., $42.60 list; 
Arctic 4 $4 lis ts 2-at.. $4.60 0 list; 
3-qt., $5.6 5 list; 4-qt., $6.8 80 list; 6- -qt., 
$8.60 list; ¢ > at., 11.10 list. All the 


above less 50 per cent discount. 


LAWN MOWERS AND GRASS 
CATCHERS.—The movement is very 
good; prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, ll-in. wheels, $13.75 each; 
16-in., ‘pall bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 18. in. plain bear- 
ing, 4-knife, 10 -in. wheels, $9. o 
each; 16-in. ball bearing, 4-knife 
in. wheels, $9.50 each; 16-in., ale 
bearing, 4-knife, 9-in. wheels, $8.10 
each; 16-in. ball bearing, 4-knife, 8-in. 
wheels, $8.60 each; 16-in. plain bear- 
in 8-knif fe, 8-in. ‘wheels, $6.40 each. 

Srase Catchers.—Galvanized bottom 
for 14 to 16-inch mowers, full pack- 

ages, $8.80 doz.; galvanized bottoms 
ir i8 to 21-inch mowers, full pack- 
ages, $9.60 doz.; plain bottom, canvas, 
for 18 to 21- inch mowers, $7.60 doz.; 
plain bottom, canvas, for 12 to 16- 
inch mowers, $5.90 doz. 


NAILS.—Demand shows improvement; 
no change in prices, although some 
weakness has been reported from cer- 
tain sections. 
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= uote from jobbers’ stocks, 
Po. - “ Chicago: Common wire nails, 
3.80 per keg, base; cement coated, 
3.40 per Keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer, $2.50 for shorter than 1-in. 


OIL STOVES.—Sales continue fairly 
active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2- burner, $22 each list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—There has been 
a decline of 3 cents per gal. on raw and 
boiled oils; turpentine also declined 2 
cents per gal.; demand is only fair. 


quote from jobbers’ stocks, 


f.o.b. Chicago: 
Linseed Oll.—Raw, 
i per gal.; 5-barrel lots, 


gal. 
Linseed Oill.— Boiled, barrel 
$1.10 per gal.; 5-barrel lots, 


barrel lots, 
$1.03 per 


lots, 
$1.05 


per gal. 
 icmmenammen -—Barrel lots, $1.00 per 
ey Alcohol. — Barrel lots, 
55c. per 


White Lead —100-lb. kegs, $15 per 
keg: 50-lb. kegs, $3.95 per keg; 12%- 
lb. kegs, $2.05 per keg. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-Ib. goods) white, $3.50 
per gal.: orange, $3.25 per gal. 

English Venetian Red.—In Barrels, 
$3.50 to $6.75 per 100 Ibs. 


PYREX WARE.—Dealers are adopting 
the table display method for this line. 
Good business is reported for June 
wedding gifts. 


We ne from jobbers’ 
f.o.b. Chica 

Bread Paee.~-Bto. 212, $7.20 doz.; 
No. 214, $12 doz. 


stocks, 


Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles. —Oval, No. 193, $12 doz.; 
No. 197. $14 doz. 

Pie Plates.—No. 202, $6 doz.: No. 
203. $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, td doz.; 4-cup, 
$24 doz.; 6-cup, $28 do 

Utility | — 231, $8 doz.; No. 


232, $14 
RADIO.—Demand not so heavy this 
week, but tube shortage is still serious. 


ROLLER SKATES.—Sales are improv- 
ing. 

We quote from jobbers’ 
f.o.b. Chicago: Chicago, bovs’ 
bearing, $1.40 per pair; girls’ 
bearing, $1.50 per pair. 


ROOFING AND PAPER.—A slight de- 
cline is noted on roofing paper. The 
balance of the prices is being well main- 
tained. 


We quote from jobbers’ stock, 
f.o.b. Chicago: Best grace slate sur- 
faced prepared Ts ab per square; 
best talc surfaced, per square; 
medium _ tale Ba | $1.65 per 
square: light talc surfaced, $1.05 per 
square, red rosin sheathing, $62 per 
on 


ROPE.—Rope in better demand; mar- 
ket continues strong. 


uote from jobbers’ 
: No. 1 Manila, 


stocks, 
ball 
ball 


stocks, 
standard 


brands, 170 to 19%c per ib.: No. 2 
Manila. 16 to 18%c per Ib.; No. 1 
sisal, 14% to 16%c per Ib.; No. 2 


sisal, 13% to 15%c per Ib. 
SASH CORD.—It is thought prices 
have reached lowest point for some 
time to come. 


We ee from jobbers’ stocks, 
f.o.b. Chi : No. 7 standard brands. 
$10.75 per § hanks; No. 8, $12.30 
per doz. hanks. 


SASH PULLEYS.—Sales continue ac- 
tive; market firm. 
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pers 


tee i 


barrels, 
barrels, 


_ voll from eng 
tok Chicago: Common 
leys, 50c Seer: barrels, 54c doz.; 
mon Sense, 2-in. 60c doz.; 
54c doz.; No. 105, 52c doz.; 
48c doz. 


SCREEN DOORS.—While the demand 
shows a slight improvement, weather 
conditions are holding up sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Screen Doors.—No. 266, 2-8x6-8, 


$23.15 doz.; No. 296, 2-8x6-8, $28.20 
doz.; No. 311, 2-8x6-8, $40 doz. 
Window Screens.—No. 1833, $5.30 


doz.; No. 2433, $6.50 doz. 
SCREWS.—Market reported weak, with 
normal sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list: round 
head blued, 78 per cent new list; flat 
head brass, per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are again reduced to meet the 
recent declines in tin and lead. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $31 per 100 Ib.; medium, 45-55 


solder, $30 per 100 ib.; tinners’, 40- 
60 solder, $29 per 100 Ib.; high speed 
per 00 =siIb.; 


babbitt metal, $20 
Standard No. 4 babbitt metal, $12 
per 100 Ib. 

STEEL SHEETS.—The demand is 


quiet and prices are still quoted for 
shipment up to July 1, without charge. 


Concessions are offered for large 
orders. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ib.; 28-gage 
black, $4.70 per 100 Ib. 


WHEELBARROWS.—Sales continue to 
be better than last season; prices con- 
sidered favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Carload wire sales 
have largely increased during the last 
10 days. The wire cloth season is now 
at its height, and orders are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire. $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.37 per 100-lb.; 80-rod spool gal- 
vanized hog wire, $3.78 per spool; 
No. 9 galvanized plain wire, $4.15 
per 100-lb.; polished fence staples, 
$4.04 per 100-lb.; catch weight spools 
painted barb wire, $4.07 per 100-Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 60-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES.—Prices remain 
changed; good, steady demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Boge wrenches, 
60 per cent off list; Coes wrenches 
40-10 per cent off list; engineers 
wrenches, 25 per cent off: nife han- 
dle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-7% per cent off. 

We quote f.o.b. factory: 

Snap-on Wrenches.—No. 50, radio 
and electrical set, $4; No. 101, Mas- 
ter Service set, $15. 25; No. 202, 
Heavy Duty set, $8. 80; No. 404, Flex- 
ible Socket set, $8. ses No. 505B Screw 
Driver set, $3.40. All Snap-On 
Wrenches less 40 tl cent f.o.b. Mil- 
waukee. 

Gellman Polly Wrenches.—No. 61, 
- =. 20 list: No. 91, 9-in., $15; 
o. 121, 12-in., $21 list. Less 40 pe 
cont discount f.o.b. Rock Island, Ai. 


un- 


Reading matter continued on page 56 
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The good will of con- 
tractors 1s easily lost 
by supplying butts 
not accurately sized. 
Run no risks. Be sure 
of their continued pat- 
ronage by furnishing 
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MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 





Western Office and Warehouse — Chicago 


Garage hardware, door hangers and track, door bolts and latches, shelf 
brackets, window and screen hardware, steel door mats 
and wrought specialties 
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Spasmodic Buying in New York 
Wholesale Market 


HE conservatism which has characterized the New York whole- 

sale market since the latter part of March continues, and while 
the situation is recognized as being fundamentally sound, "jobbers are 
not anticipating any marked improvement in the immediate future. 

Activity during the past week was spasmodic at best. The continued 
rainy spell is held responsible for a substantial part of the present 
more or less unsatisfactory conditions, while the Congressional inves- 
tigations, the feeling of uncertainty always apparent in presidential 
years and the passage of the bonus are also operating to depress 
business generally. 

Supplies on practically all lines of merchandise are ample, al- 
though some jobbers state that there is a slight shortage on saw 
and other standard items. As a result of the rainy spell, which has 
naturally resulted in stimulating the growth of grass, certain of the 
jobbers report a good demand for grass-cutting tools, scythe stones, 

















etc. 
. diameter reel, screw adjusting cut- 
Improving Demand ter bar, 3 steel knives, 12-in., $7.25 
° each; 14-in., $7.60 each; 16-in., $7.95 
for Netting each: 18-in., $8.30 each. 
Ball-bearing lawn mowers, — self- 
Some improvement has been noted in yy gee fy ave woe. hd. meng 
the demand for wire cloth and poultry 14-in., $9.15 each; 16- ‘7. $9.50 each: 
netting. As noted last week, local 18-in., $9.85 each. 
houses are continuing to quote 45 per, |. Bek bearing | lawn fm ctggg Pon = 
cent off list, delivered, for poultry net-| open drive wheel. 4 self-sharpening 
ting. Stocks in good supply. ee Sia. ee reel. Jt-in., 
; .35 each; 16-in., .90 each; 18- 
a, eee Se Sepers, in., $11.45 each; 30-in., $12.10 each. 
Poultry Netting.—From New York Self-adjusting, ball-bearing lawn 
stocks, 40-4214 per cent; f.o.b. Pitts- mower, 10%-in. wheels, 6-in, diam- 
burgh, 45-5 per cent | eter reel, 5 shear cutting self-sharp- 
4 ' | ening knives, 16-in., $14 each; 18- 


f.o.b. New York: 


Wire Cloth.—Jobbers’ quotations, | in., $14.65 each: 2%0-in., $15.30 each. 
Black wire cloth, 12-mesh, $2.30 ma 
t 


per 100 sq. ft. ‘i . 
Galvanized wire cloth, 12-mesh. 

$2.75 per 100 sq. ft.; 14“mesh $3.25 | Linseed Oil Holding 

per 100 aq. Continued improvement is apparent 

per 100 sq. in the demand for linseed oil, with 


Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.: bronze, 16-mesh, $8.95 
per 100 sq. ft. 

Wire cloth, galvanized square ae “sh 


prices holding and stocks sufficient to 
meet current requirements. 


| 

Copper Lote cloth, 14-mesh, $7.25 | s 
ft. 

| P 

Jobbers’ quotations to retailers, 


cloth, 14-in. mesh, $5 per 100 sq. ft.: | f.o.b. New York 
in. mesh, $5.25 per 100 sq. ft.; Linseed Oil.—In lots of less than 
%4-in. mesh, $5.50 per 100 sq. ft. 5 bbl., 98c. per gal.; in lots of 5 bbl. 


or more, $5c. per gal. Calcutta lin- 
seed oil in bbl., $1.07 per gal. Boiled 
oil, 2c. extra; double, boiled oil, 3c. 


Tacks and Nails extra; oil in half bbl, 5c. per gal. 
additional. 
to Advance 


An increase is expected to be made Solder Prices Decline 


on June 1 affecting the net schedule of ‘ a } ; 
A slight decline in prices is noted on 


differentials on tacks and nails, also on 
double pointed tacks and staples and | solder, the demand for which continues 


net extras on shoe finding goods. The | fair. 





demand for nails continues moderate, ‘ Jobhers’ quotations to retailers, 
r : .o.b. New York: 
with stocks fair. ; Solder.—Kester string polier in 
Jobbers’ quotations to _ retailers, 1-Ib. spools, 601%4c. per spool 
f.o.b. New_York: | Bar solder, commercial grade, 33c. 
Nalls.— Wire nails, $4 base per keg. | per lb. Strip solders, in 5-lb. boxes, 
Cut nails, $4.35 base per keg. 38c. per Ib. 
Wire nails and brads in small lots, Soldering Coppers.—™% Ib. to pair, 
70-10 per cent off list, in 1-Ib. papers. 28c. per pair; 1 Ib. to pair, 36c. per 
Roofing nails, 1 x 12, plain, $5.20 | pair; 1% lb. to pair, 48c. per pair; 
per Ib.; galvanized, $8.20 per 100 Ib. 2 Ib. to pair, 62c. per pair; 2% Ib. 
American felt roofing nails, % x to pair, 76c. per pair; 3 Ib. -to pair, 
10%, plain, $6.50 per case. Galva- 90c. per pair; 4 Ib. to pair, $1.20 per 


nized, $9.50 per keg. pair; 6 Ib. to pair; $1.80 per pair. 


Lawn Mowers Active Watering Pots Advance 





As a result of the continued rainy Prices on watering pots have ~ 
spell, which is expected to help the | Vanced during the past week. Stocks 
growth of grass, lawn mowers continue of these items and also of galvanized 
active. Prices are firm, and stocks in Fr Nia ee res 
good supply. f.o.b. New York: 

Jobbers’ quotations to. retailers, Galvanized Pails.—Galvanized pails, 

f.o.b. New York: 8-qt., 19c. each; 10-qt., 24c. each; 

Lawn Mowers.—Plain bearing, 8-in. 12-qt., 26c. each: 14-qt., 29%éc. each: 
drive wheels, 5-in. reel, 3 steel knives, 16-qt., 37c. each. 

screw adjusting, 12-in., $5.60 each; Fire Pails.—35c. each. 

14-in., $5.85 each: 16-in., $6.25 each; Watering Pots.—Galvanized, 4-qt., 

18-in.. $6.65 each. 55e. each; 6-qt., 64c. each; 8-qt., 

Ball-bearing lawn mowers, self- 75c. each; 10-aqt., 85c. each; 12-qt., 
adjusting 8-in. drive wheels, 5%-in. 98c. each. 
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Hammers and Hatchets 
Decline 10 Per Cent 


As reported last week, a decline of 
approximately 10 per cent has been 
made on some lines of hammers and . 
hatchets. The sale of carpenters’ and 
mechanics’ tools, which has been active 
throughout the year, has declined 
slightly of late. 


Nail, adze eye plain face, price per 
doz.: Size 0, $15; size 1, $11.15; size 
1%, $10.50; size 2, $9.90 

Nail, adze eye bell face, price per 
doz.: Size 1 $11. 15; size 11 10.50; 
size 12 _ oa 96: size 13, $9.25; size 14, 


Triple claw, adze eye, bell face, 
price per doz.: Size 11%, $12.50. 

Ripping, adze eye, plain face, price 
per doz.: Size 1, $11.15; size 1%, 
$10.50. 

Ripping, adze eye, bell face, price . 
per doz.: Size 11, $11.15; size 11%, 
$10.50. 

Farriers, adze eye, ave pole, 
price per doz.: Size 3, $11. 

Farriers, adze eye, round oe price 
per doz.: Size 3, $10.35. 

Paning, ws price per doz.: 
Size 2, $8.45. 

Riveting, tinners’, price per doz.: 
Size 2, 45 

Riveting, plain eye, price per doz.: 
Size 0, $6.95: size 1, $7.30: size 2. 
$7. a — 3, ‘$8. 00; size 4, $8. 30; size 
5, ° 

Hand, engineers’ and blacksmiths’, 
price per doz.: 1 Ib. ° a size 0. 
$10.00; 2 Ib., size 1, $10.75; 2 Ib. 10 
0Z., size 2, $11.50; 3 ib., siee 3, $12.30; 
3 Ib. 8 0z., size 4, 05. 

Engineers’, double face, price per 
doz.: 2 lb. 6 0z., size 2, 59, 

Machinists’ ball pein, price per 
doz.: 4 0z., size 5-0, $7.50; 6 oz., size 
4-0, $7.50; 8 oz., size 3-0, $7.50; 12 
0z., size 2-0, ie 1 bs size 0, $7.85; 
1% Ib., size $8.45; Le lb., size 2, 
$9. 10; 1% tie size 3, $9.7 . 2 oh size 
4, $10.35; 2% Ib., size 6, $11 

Machinists’ cross pein, price. \ oad 
doz.: Size 2, $10.60; size 4, $12.0 

Machinists’ straight pein, oo per 
doz.: Size 2, $10.60; size 4, $12.00. 

Brick, oy eye, price per doz.: 
Size 1, $10 

Ba Ramm pick, price per doz.: 
Size 16.00. 

Fancy Pattern Nail Hammers.—Oc- 
tagon neck, octagon face, price per 
doz.: Size 1, $13.75; size 1%, $13.15; 
size 2, $12.50. 

Octagon _ neck, comers “1. nickel 
plated, price per doz.: Size $16.40; 
size 114, $15.75; size 2, $15 ib. 

Hatchets. —Shingli ng, price per 
doz.: Size 1, $10.50; size 3 $11.20. 

Half, price per doz.: ae. 1, $11. 20; 
size 2, $11.85; size 3, $12. 

Lathing, price “ tg ” Size # 
$10.50; size 2, $11. 

Claw, ape per eae size 1, $11.85; 
size 2, $12.5 

Broad, ee per v % : Size 1, $12.50; 
size $14. 45; me , $16.45; size 4, 
ATW eT size 5, $20.4 

ne bevel ee | price per doz.: 
Size $12.50; size 2, $14.45; size 3, 
$1 a5,’ size 4, 40. 

Flooring, price per doz.: Size 1, 
$12.50; size 2, $14.45. 

Barrel, price per doz.: Size 0, 
$11.25; a 1, $11 

Produce, price ee doz., $11.25. 

Fancy en Hatchets. — Box, 
price per doz.: 12 ae $19.10: 16 oz., 
$19.70; 17 oz., $20.30 

Shingling, adze eye, bell pole, price 
per doz.: Size 1, $17.75. 

Half aes eye, bell pole, price per 
doz.: size 1, $17.75; size 2, $18.40. 

Lathing, adze eye, bell pole, price 
per doz.: Size 1,. $17.75. 

Lathing, Underhill pattern, price 
per doz., $19.70 and $20.30. 

Experts, shinglers, with gage, 
price per doz.: Size 1, $21.60. 

Expert Lathers, price per doz.: 
Size 1, $20.30. 

Rig Builders, price per doz.: Size 
2, $16.25; size 3, $17.40; size 3, $16.25. 

Car ne plain head, price per 
doz.: Size 2, $13.75; size 3, $15.00. 

Car builders, scored head, rice per 
ve Daye 2, $14. 70; size 3. 5.95. 

ootaeen , owe, price per 
amet Me 2, 

Half, acelin “pattern, nickel plat- 

ed, price per doz.: Size 2, $18.40. 


Reading matter continued on page 58 
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Service from “i: to Sea 











R-W 


“*Stidetite’’ Garage Door 
Hardware. 


Barn Door Hangers. 
House Door Hangers. 


AiR -Way Multifold 
Window Hardware. 


Door Closers and 
Checks. 


Mounted Grindstones. 


‘*Ideal’’ Elevator Door 
Hardware. 

OveR - Way Conveying 
Equipment. 


Automatic Fire Doors 
and Fire Door Hardware. 








N° matter where you live, a Richards-Wilcox branch is 


not far distant. 


It is there to provide you with infor- 


mation regarding R-W products and the way in which they 


can best serve the user. 


We wish you would look on this 


office as your ofhce—and make free use of the intelligent, 


whole-souled SERVICE which its staff stands ready to give. 


If you are an architect or builder, 
R-W SERVICE can assist you in 
planning more modern window 
installations or in devising a better 
means of hanging house, garage, 
barn, fire and elevator doors. If 
you area manufacturer, R-W SER- 
VICE will solve your conveying, 
fire prevention and door hanging 
problems. Or if you are a dealer, 


R-W SERVICE can help you to 


more satisfactorily serve your cus- 
tomers and thus add to your profits 
and prestige. 


We, of the Richards-Wilcox organization, 
are not content to merely make and sell 
quality hardware. We want to help the 
entire nation to make the best use of prod- 
ucts which are recognized as the best of 
their kind. That is why we maintain from 
sea to sea a SERVICE which is yours with- 


out cost or obligation. 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 








Winnipeg LONDON, ONT. 


ichards-Wilcox Mf 


NHanver torany Door that Slides 


AURORA, ILLINOIS.U.S.A. 


RICHARDS-WILCOX CANADIAN Co., LTD. 
Montreal 


Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 
Seattle 
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Fair Interest in Shovels 


The demand for shovels is fair, and 
prices holding for the most part. 


At present long and D handle, 
round and square point shovels and 
spades are being quoted at various 
prices in different places. the most 
frequent quotations being about 
$12.91 a doz. 





Tool Handles Sluggish 


While there is still a fair out-of-town 
interest in agricultural tool handles, 
some jobbers report the interest is 
sluggish. Prices are fairly steady. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Tool Handles (Agricultural).—Hay 
fork handles, bent, 5-ft. 33c. each; 
6-ft. 5l1c. each. 

Manure fork handles, bent, 4%4-ft., 
29c. each. 

oct fork handle, 4%-ft., 36c. 
ea 

io. handle, shank or socket style, 
4\%-ft., 22c. each. Mortar style, 6-ft. 
15c. each. 

Long shovel handle, bent, 4%-ft., 
27c. each. 

Long spade handle, 4%-ft., 37c. 
each. 

Bent D handle, manure fork style, 
46c. each. Spading fork style, 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and 
cap, 58c. each. Spading fork style, 
40c. each. 

Spading style, with strap ferrule 
and cap, 63c. each. 


Hose Demand Light 


There has been no improvement in 
the demand for hose. Prices continue 
steady, with stocks in good supply. 


Jobbers’ eens to retailers, 
f.o.b. New Yo 

Garden eee. —4-ply, 8c. per ft.; 
5-ply, 9'%c. per ft.; 6-ply, llc. per 
ft. Good Luck brand, lle. per ft. 
Milo brand, 12%c. per ft. Bull Dog 
brand, 13%c. per ft. 

Nozzles.—53c. each; less 5 per cent 
for boxes. 

Couplings.—Brass, %4, ™% and %-in., 
10%c. eac 

Hose Clamps. —Galvanized, %. ® 
and iho t $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 respectively per 100. 

Hose Menders.—(Cooper’s), % and 
%¥%-in., 6c. each; (Perfect Clinch), %, 
54, and %, -in., Thc. each. 


Bolt Prices Firm 


The predicted increase in bolt prices 
has not materialized as yet, and the job- 
bers are still quoting the prices which 
went into effect several weeks ago. In- 


terest is fairly keen, and stocks in | 


good supply. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Bolts. — Common carriage bolts, 


small, 50 per cent; large, 40-10 per 


nt. 
Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 75 to 75-5 per cent; 
both flat and round head. 
Sink bolts, 75 to 75-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 


Screw Demand Light 


The demand for screws continues 
slight, and not in excess of immediate 
requirements. 

Jobbers’ 

f.o.b. 


quotations to _ retailers, 
New York: 


Reading matter continued on page 60 


vacuum bottles. 
the market is firm. 
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Screws at head, steel machine 
screws, 66% to 70-5 per cent. 

Round head, steel machine screws, 
66% to 70-5 per cent. 

Flat head brass machine screws, 
60 to 60-10-5 per cent. 

Round head brass machine screws, 
60 to 60-10-5 per oo. 

Flat head, steel wood screws, 
bright, full AG 75-20-5-5 per 


Galvanized iron, 60-20-5-5 per cent. 
Flat head brass, 70-20-5-5 per cent. 
— head blued, 721%4-20-5-5 per 


eed head, nickel plated, 6214-20- 
5-5 per cent. 

oo head brass, 67%-20-5-5 per 
cent. 

Cap screws, 80 per cent. 

Prices vary in different sections of 
the city. 


Good Demand 
for Glass Cutters 


The continuance of the building boom 
throughout the country has resulted in 
a consistent demand for glass cutters. 
Prices continue firm. 


Jobbers’ 
.0.b. New York: 

Glass Cutters.—‘‘Red Devil,’’ $1.40 
to $1.50 per doz. 


Vacuum Bottle Demand 
Improves 


guctations to retailers, 


Increased activity is reported on 
Generally speaking, 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Vacuum Bottles.—(Universal) No. 
21, $1.75 each; No. 2, $2.75 each; 
No. 70, $1.85 each: No. 71, $1.95 each: 
—. 72, $2.95 each. Less 25-10 per 
cent. 


moderate. 
with stocks ample. 








May 29, 1924 


Moderate Interest 
in Barrows 


Interest in wheelbarrows continues 
Prices remain unchanged, 


Jobbers’ uotations to. retailers, 
f.o.b. New York: 

Laborers’ Canal Barrows.—Half 
bolted, handles and legs of 2-in. 
maple wood, tray 18 in. wide on bot- 
tom, steel wheel, 16-in., $3.25 each. 
Same, full bolted, extra strong, larger 
tray, '$3. 65 each. 

W heelbarrows.—Steel tray, 33 x 27 
in., depth 11% x 7% in., holds 3 cu. 
ft., strong bolted wood frame, steel 
wheel, $5.25 each. All steel tubular 
wheelbarrows for coal, cement, sand, 
etc., width of tray 29 in., length of 
tray on top 32 in., weight 70 lb., $8 
each. Same with tray 50 in. wide, 
length of tray on top 38% in., 
weight 80 lb., $8.75 each. Same, with 
tray 33 in. wide. 41% in. length on 
top, weight 100 lb., $11.50 each. 

Mortar Barrows.—Angle steel legs 
and braces, tray measure at top 
26 x 34 in., bottom 15 x 19 in., depth 
wheel end 16 in., handle end 7% in., 
tray edge rolled over steel rod, 
capacity 3% cu. ft., 16-in. steel wheel, 
hardwood handle, $7.30 each. 


Rope Prices Unchanged 


Rope continues quiet, and while a 
slight decline in prices has been pre- 
dicted, no departure has been made 
from prevailing levels. 
for sash cord continues comparatively 
light, with stocks ample. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Rope. — First grade Manila rope, 
18i%4c. base per Ilb.;: hardware grade, 
16%c. base per Ib. : first grade sisal, 
15%c. per Ib.; second grade sisal, 
14%c. per Ib. 





WEATHER CURTAILS STEEL GOODS SALES 


Very little change has appeared in 
the steel goods market. 
interest is fairly active, but buying has 
been hampered by the continued rainy 
weather. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 each; 
5 13-in. tines, $1.75 each; 6 12-in. 
tines, $2.05 each; 5 13-in. tines, 4-ft. 
handle, $1.50 each; 6 13-in. tines, 4-ft. 
handle, $1.70 each. (Lots of six, 5 
per cent off.) 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and polished, 
select ash handle, erapoes ferrule, 
5-ft. bent handle, $1.12 each: 6-ft 
bent handle, $1.35 each. (Lots of a ng 
5 per cent off. 

Spading Forks.—Malleable D han- 
dles, strapped ferrule, angular drop- 
forged tines, 4 tines, 76c. each: spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 
5 heavy tines, $2.08 each. 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each: same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each: same with 3 
aluminum steel bows, 24 teeth, 72c. 
each. 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth; 
5%,-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8lc. each: 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each; 
14 tooth, 36c. each: 16 teeth, 40c. 
each. 


Out-of-town 





Garden WHoes.—7-in. steel blades, 
black finish, 444-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7lc. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95c. 
each. (Lots of six, 5 per cent off.) 

Trowels.—Garden trowels, 6-in. 
blued steel blades, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished, 
riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 

Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, 
black-enameled handle, 10 in. over 
all, 10c. each; 4%-in., malleable tines, 
haif polished, brass ferrule, polished 
handle, 10\%4c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, 10c. 
each; 4 steel tines, 42-in. handle, 
44c. each. 

Weedina WHooks.—Malleable iron, 
tinned, 8%4c. each; Magic weeder, 
three steel spring tines, tinned, 
black-enameled handle, 10c. each. 
Same with 42-in. handle, four steel 
tines, tinned, 44c. each. 

Grass Hooks. — Tempered steel 
blade, black-enameled handle, 25c. 
each; same, forged from bar tool 
steel, raised hardware handle, 43c. 
each; same high quality steel, ribbed 
back, polished edge, 35c. each; same, 
tempered steel blade, 46c. each; En- 
= P mag hooks, 54c. to 57c. each. 

dge Shears.—Plain, 6%-in., 8-in. 
9- “a $1.05, $1.80, $1.95 each respec- 
tively. Notched, 8, 9 and 10-in., $1.95, 
$2.10 and $2.30 each respectively. 

Border Shears.—With wheel, 9-in., 
$3.45 a pair; without wheel, $2.85 per 
pair. Lawn shears, two wheels, 9-in., 
$3.60 pe. Disston utility pruner, 
$1.55 pair. 





The demand 
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Zaisho Exhibition, 
okio, nam 1914 


Schweizerische Koch- 
kunstausstellung Ex- 
hibition, Lucerne, 
Switzerland, 1923 





Panama-Pacific Inter- 
Bational Exposition, 
Francisco, 1915 





Royal Sanitary Insti- | 
tute Eshibition, Lon- {© 


don, 1 Royal Sanitary snatt- 
tute all, Bo 
mouth, England, 1923 





“Greater than honors are deeds” 


In order easily to decide whether you should sell The Hoover, or 
some other make of cleaner, ask yourself this question: 


What are my customers going to demand of the electric cleaner 
they buy? That it be a winner of medals? 





Bristol ll Life 
Economy Exhibition, 
Bristol, England, 1919 


If so, you can truthfully tell them that The Hoover has won 
more first awards than any other electric cleaner in the world! 





Sie heal Genteden Some notable rewards for its superiority are shown. 


Institute Exhibition, : . —— 
Folkestone, England But successful dealers in electric cleaners know that this is not 


deemed of greatest importance by a majority of their customers. 


For The Hoover attained /adership in its field without mention 
ever being made of its prize winnings. 
A million three hundred thousand women valued most the fact 
that The Hoover Beats... as it Sweeps, as it Cleans—in itself, cone 
t70 clusive proof of superiority. 
‘ Deion Ng ’ : 
re y To be able to deat their rugs regularly, onthe floor, and dislodge, as 


Anglo-American Ex- only beating will, the deeply embedded, nap-cutting, germ-laden dirt; 
SSSicen ise” 
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To be able to sweep their rugs thoroughly, as no broom can, 
and to air-clan them; 

To do all these things dustlessly, in one operation; to save time 
and labor and make their rugs wear many years longer — 


— These are the things they asked of their electric cleaner! And y’ 
The Royal Sanitary éf ‘ ' 
Institute Exhibition, they bought a Hoover in order to obtain them! 


Birmingham, Eng- 
land, 192 










Surely you cannot conceive that your customers will ask 
less of their electric cleaner than do these women. 


Then your decision is made easy. Let one of our 
representatives tell you about the Hoover Co-opera- 
tive Plan whereby Hoover dealers are assured 

ror of every opportunity to build a substantial and 4 
The Brighton &Hove highly profitable business. 


| ee ge - Brighton, 
England 





Panama-California 
Diego, 


> ( jcc, San 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest maker of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 
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Seasonal Goods Moving More F reely 
in Twin Cities Despite Bad Weather 


(Minneapolis office of HARDWARE AGE) 
USINESS conditions in general as well as sales of 
B hardware continue to be rather quiet for this time 
of the year, although they cannot be considered as 
A good part of the present situation is laid 


slow or bad. 
to adverse weather. 


There is a good demand for used automobiles, conse- 


AXES.—Sales fair; stocks good; prices 
unchanged. 


We quote from 
f.o.b. Twin Cities: 
base weights, $14; double bit axes, 
base weights, $19. 

BOLTS.— Demand for bolts’ good; 
stocks ample; prices not very firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts 50-10 per cent; small 
and large machine bolts 50-10-10 per 
cent from lists. Stove bolts 70 per 
cent; lag screws, 60 per cent from 
standard lists. 


BRADS.—Sales good; 
prices remain steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDW ARE.—There is a 
good demand for builders’ hardware, 
but not as active as had been expected, 
due to building operations being de- 
layed. 


obbers’ stocks, 
ingle bit axes, 


stocks ample; 


CHURNS. — Sales above average; 
stocks good; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel Type 
song 40 per cent from standard 
sts. 


COASTER WAGONS.—Good retail de- 
mand; stocks good; prices as for some 
time past. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto Wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
6.44 each; No. 62, $7.03 each; No. 63. 
7.72 each: Overland coaster wagons 
33% per cent from factory lists; all 
steel coaster wagons, 50 per cent 
from list. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Steady demand; 
stocks ample; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint single bead, 6-in., $5.25 per 100 
ft.; 3-in., 28-gage conductor Pipe, 
$5.40 per ‘100 ft.: 3-in. conductor el- 
bows, $1.73 per doz. 


FIELD FENCE.—Somewhat better de- 
mand; total sales not large; stocks 


good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field Fence, 56% 
per cent from lists. 


FILES.—Sales of files good; stocks 
good; prices stationary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: est grade files, 
50 per cent; second grade files, 60 per 
cent from standard lists. 

FREEZERS. — Unseasonable weather 


continues to hold back sales of freezers, 
consequently very little demand noted. 
Stocks good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: hite Mountain 
and Arctic Freezers, 50 per cent 


discount from respective lists: Alas- 
ka Freezers, 20-10 per cent from 
lists; Auto vacuum freezers, 33% 
per cent from lists. 


quently dealers and jobbers catering to garage trade find 
a good demand for bolts, cap screws and other items used 
in overhauling cars. 

While weather conditions have retarded paint sales 
somewhat, there is a fairly active demand at this time. 


Garden tools, hose and‘ lawn mowers are beginning to 


GALVANIZED WARE. — Sales con- 
tinue to show improvement; total sales 
good; prices firm. 


We quote from 
f.o.b. Twin Cities: Standard No. 1, 
galvanized tubs, $6.85; No. 2, $7.75; 
No. 3, $8.95; heavy Bivenized tubs, 
No. 1, $12; No. 2, $13.25; No. ~ 50; 
standard galvanized 10-qt., 
$2.55; 


pails, 
12- ate $2.90; 14-qt., p53. 30; ee: * 
stock pails, $5; 18-qt., stock ls, 
$5.75 per doz. 
HAMMERS AND HATCHETS.—Fairly 
steady demand. Stocks are good. Man- 
ufacturers in East have announced 
price reductions which are expected to 
be given out by jobbers shortly. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; 
$12; Riverside 611%, 


17. ‘15; Plumb shingling No. 2, $13. 15; 

Plumb claw No. 2, $14.40 per doz. 
HOSE. — Considerable improvement 
noted in sales, but cold, rainy weather 
is holding back demand. Stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, 
competition a" S-ply, %-in., 9c 
per ft.; 5-ply, 10%c i$ -in. 
molded "hose, 12c. per ; 54-in. hose 
is about one cent less “el ft. 


LANTERNS.—Demand continues good 
for this season of year; prices un- 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 


obbers’ stocks, 





terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per "doz.; 240, $12.75 per doz.: 


No. 130, ‘Midget vehicle lanterns, $17 


per doz. 
LAWN MOWERS.—While some de- 
mand is developing, adverse weather 
conditions are holding back sales; 
_ firm. 


yn tay from jobbers’ 
ian win Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mowers 
in ordinary grades, $9.00 to $10.50 
each according to quality. 


MILK CANS.—Sales remain good; 
stocks ample; prices show no change. 


We uote from jobbers’ stocks, 
f.o.b. in Cities: Railroad milk 
cans, 5-gal., $2.60 each; 8-gal., $3.10 
each; 10-gal., $3.20 each. 


NAILS.—Demand for nails of good 
volume; stocks good; prices show no 
further change. 


stocks, 


We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Standard Wire 
Nails, $4.10 per keg base; Cement 


coated nails, $3.40 per keg base. 
PAINTS.—Good steady demand for 
paints at this time; stocks good; prices 
unchanged. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second qualit 


aint, $2.10 per gal; best white lead, 
13. 53 per cwt. 


move more freely. 


POULTRY NETTING.—Sales good; 
prices firm; stocks in jobbers’ hands 
fair. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: exagon Poultry 
netting, 45-5 per cent from standard 


price lists. 
PYREX OVEN WARE.— Sales are 


slowed up a little in line with general 
decline, but are still satisfactory. 
Prices remain as for some time past. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Pyrex oven ware, 
No, 101 casseroles, $1.33 each; No. 
197 casseroles, $1. 11 each; No. 202 pie 
Plates, 50c.; No. 210 pie plates, 67. ; 
No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.; No. 12 tea pots, 
2-cup, $1.67 each; No. 24 tea pots, 
4-cup, $2 each; No. 86 tea pots, 6- 
cup, $2.33 each. 


ROPE.—Sales remain good, though not 
as active as usual at this time; prices 


steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 


manila rope, 19% cents per lb. Best 
‘ne of sisal rope, 16% cents per 


SANDPAPER.—Good demand; 
good; prices show no change. 


We quote from jobbers’ 
f.o.b. Twin Cities: Best grade 
Sandpaper, per ream, $5.85; second 
aes, No. 1, per Pore $5. 25: Garnet 

1, per ream, $16.50. 


oO. 
SASH CORD.—Demand good; 
ample; prices fairly steady. 
We quote from jobbers’ § stocks, 
f.o.b. Twin Cities: Best grades No. 8, 


86c per lb.; ordinary grades No. 8, 
56c per Ib. 


SASH WEIGHTS.—Good demand open- 
ing up; jobbers’ stocks good; prices 
show no change. 


We quote from jobbers’ 
f.o.b. Twin Cities: Sash weights, 
per cwt. 


SCREWS.—Steady demand for wood 
screws; stocks in good condition; prices 
steady. 


We quote from 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 por cent; round head 
blued screws, 7214 per cent: flat none 

| 


stocks 


stocks, 
No. 


stocks 


stocks, 
$2.50 


obbers’ stocks, 


apanned, 67 per cent; ‘flat heac 
rass screws, 70 per cent; round heac 
brass, 67% per cent. 


SOLDER.—Sales continue to be fairly 
good; stocks ample. Prices have made 
a further decline. 


We quote from jobbers’ stocks, 
f.0.b. Twin Cities: Guaranteed Half 
and Half Solder, 34c. per Ib 

STEEL SHEETS.—Sales of sheets 
fair; stocks good; prices not very firm 
on large orders. 

We quote from jobbers’ stocks, 

f.o.b. Twin ax 28-gage galvanized 


steel sheets 5 per cwt.; 28-gage 
black steel ‘sheets, $5.05 per cwt. 


TACKS.—Sales of tacks good; prices 
stationary. 





Reading matter continued on page 62 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: American cut 
tacks, 6, 8, and 10 oz., 60c., 55c. and 
50c. per doz. 2 OZ. packages respec- 
tively; 8-oz. blued carpet, 3lc. per 
doz. packages; No. 11, double pointed, 
35c. per doz. packages: 8-oz. cut 


HARDWARE AGE 


Tubular steel, No. 1, $6.75 each; 

wood garden barrows, $6.25 each. 
WINDOW SCREENS AND SCREEN 
DOORS.—Sales a little slow in opening 
up; stocks good; prices firm. 


May 29, 1924 


$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WIRE CLOTH.—Demand good; stocks 
ample; prices firm. 


We quote from jobbers’ stocks, 





tacks in bulk, 15%c. per Ilb.; 6 oz., We quote from jobbers’ stocks f.o.b. Twin Cities: Black “i cloth, 
ae agg Se ea gan, Secwese vanized cloth, 12212 meahe $2. ay 
TIN PLATE.—Sales good; stocks am- adjustable window screens, $7.40 100 sq. ft. — ” 
le; pri h t ch doz.; 24-in. Wabash extension, $ 50 qa. 
ne ee ee ee vee per doz; Common screen doors, © WRENCHES. — Sales good; stocks 
We quote from jobbers’ stocks, 2-8x6-8, $28.20 per doz.; Fancy screen : ° 





f.o.b. Twin Cities: Tin we Furnace 
Coke, ICL 20 x 28, $14.75 per box; 
Roofing tin, IC 20 x 28, 8- Ib. coating, 
$14.25 per box. 
WHEELBARROWS.—Sales good, but yer — 
not as active as they should be at this 
season; stocks ample; prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz.; 


painted cattle, 


wire, $3.96; 


doors, 2-8x6-8, $32.30 per doz. 


WIRE.—Sales better but not up to 
expectations; stocks in good condition; 


2 uote from jobbers’ 
i win Cities: Barbed wire, 
80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
galvanized 
$5.25; smooth black annealed No. 9, 


good; prices firm. 


We quote from jobbers’ stocks 
f.o.b. Twin Cities: Agricultural 
wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62% per cent ‘from new lists; knife 
handle wrenches, 40-10 per cent; Still- 
son and Trimo wrenches, 60 per cent. 
Snap-on ie oe in sets, Master 
Service No. $15.25; No. 202, $8.80 
No. 404, $8. 1B. Ne. 505B, $3.40, less 40 
per cent, f.0.b. Milwaukee. 


stocks, 


hog’ wire, 


Steel Production at 60% of Capacity 
—Hardware Sales Spotty, Says Pittsburgh 


(Pittsburgh office of HARDWARE AGE) 

ARDWARE business in this territory is quite as 
H irregular as the weather; indeed, the weather has 

been the dominating influence upon business. On 
rainy, dark days, which have been unusually numerous 
over the past two months, business has been very dull, but 
when the sun has succeeded in breaking through the 
clouds, a remarkable quickening of demand has ensued. 
The fact that business responds to good weather so 
promptly is taken to mean that retailers’ stocks are not at 
all heavy; hence, they are obliged to replenish them very 
quickly upon the appearance of any stimulation in retail 
demands. 

Another condition making for quiet is that jobbers have 
easily been able to take care of all demands upon them, 
thanks to the excellent deliveries that the manufacturers 
have been able to make on account of exceptional railroad 
service, as compared with recent years, plus greatly in- 
creased efficiency in manufacturing plants. If the retail 
dealer does not have to worry about securing supplies 
of this or that article, then he is content to let the jobber 
and manufacturer carry the stock. 

Collections in the hardware business are fair, except in 
the coal mining districts, where a long period of curtailed 
production has reduced income and consequently available 
funds. 

It is not surprising that hardware business is not better 
in this territory when it is considered what an influence 
the steel industry has upon general business in this part 
of the country and the steep recession that has occurred 
since the early part of the year both in business and steel 
plant operations. Whether the steel business is in for 
early improvement is purely conjectural. It was thought 
recently that the industry was going to be able to stabilize 
itself, since there was a pretty general realization that 


BUILDERS’ HARDWARE. — House 
building still is on a brisk scale in this 
and surrounding districts, and there 
is a brisk demand for products under 
this heading and the trade is expecting 
the demand to hold up for some time. 


BOLTS, NUTS AND RIVETS.—Prices 


still are favorable to buyers, and there 


ity, it can be readily understood why 
prices are useful more as a basis of 
negotiation than of actual sales. 


Bolts and WNuts.—Machine bolts, 
rolled threads, 60, 10, 
cent off list. Machine bolts, all sizes, 
cut threads, 60, 10 and 10 per cent off 
3% x 6 in., smaller 
and shorter, rolled threads, 60, 10 and 
10 per cent off li 
cut threads, all sizes, 60 and 10 per 


list. Carriage bo 


price-cutting was not stimulating, much less creating de- 
mand, but events of the past week have disclosed that 
the steel mills still are “hungry” for orders, particularly 
in the heavy tonnage products, and fresh price uncer- 
tainty has crept into the situation. Many date the arrival 
of better times at around July 1, the theory being that 
by that time, the national political conventions will have 
been held and the issues upon which the parties will go 
before the people in the fall will be clearly defined. 

Such a premise, however, is sound only to the extent 
that political considerations have influenced the reaction 
in business over the past few months and there are many 
who do not subscribe to the idea that political develop- 
ments tell the entire story of why business has not held 
up. Such persons hold as the chief reason for the decline 
in demand the fact that true to form the steel industry 
again allowed itself to run into a period of overproduction 
and that business suffered from the fact that consumers 
and distributors secured full supplies much more fully 
and more promptly than proved necessary in view of the 
backwardness of the spring, which has been a factor in 
practically all lines of business. The past week has seen 
further declines in steel plant and blast furnace activities 
in the movement toward the correction of the supply sit- 
uation, with ingot production in this district now down 
to less than 60 per cent and with only seventy-seven blast 
furnaces in production, as compared with ingot production 
at above 90 per cent and 114 blast furnaces making iron at 
the peak point reached early in March. 

The most important price change in hardware items in 
the week under review has been a revision downward in 
prices of wire products. Builders’ hardware stands out 
as the busiest line, with makers of locks and knobs fur- 
ther behind in their deliveries than is true of any other 
products. 


sizes, 50, 10 and 10 per cent off list. 
Hot pressed squares or hex. nuts, 
blank, 4.75c. to 5c. off list. Hot 
pressed nuts, tapped, 4.75c. to 5c. off 
list. C.p.c. and t. square or hex, nuts, 
blank, 4.25c. to 4.50c. off list. C.p.c. 

and t. square or hex. nuts, tapped, 
rs 25c. to 4.50c. off list. Semi-finished 
hex. nuts, s- in. and smaller, U. S. S., 
80, 10 and 5 per cent off list; %- in. 
and larger, U. S. S., 75 and "10 per 
cent off list; small sizes, S. A. E., 50, 
10, 10 and 5 per cent off list; S. A|E * 


0 and 10 per 


Carriage bolts, 


is no sign of a change, for productive cent off list. Lag bolts, 65, 10 and 10 %-in. and larger, 75, 10 and 5 per 
capacity greatly exceeds present con- per cent off list. Plow bolts, Nos. cent off list. Stove bolts in packous. 
ove 


sumptive capacity, and with so many oS ae 


seeking a share of a business sufficient 
only to engage about half of the capac- 


heads, 
per cent off list, other style heads, 20 
per cent extra. Machine bolts, c.p.c. 
and t. nuts, % x 4 in., 50, 10 and 10 


per cent off list; larger and longer 


50, 10 and 10 80, 10 and 5 per cent off list 
bolts in ae, 80, 10, 5 and 2% per 
cent off list.’ Tire b A 60 and 10 
per cent off list. Bolt ends with hot 
pressed nuts, 60 and 5 per cent off 
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CLINTON 
Bronze Screen Wire Cloth 


When the first copper screen wire cloth 
was made it was believed that the acme of 
perfection was reached, that this unalloyed 
metal product was 100% efficient. The solu- 
tion of the problem of manufacturing abso- 
lutely rustproof and firm screen wire cloth, 
however, took the process one step farther 
and resulted in the production of bronze 
cloth. 








All experience has shown that commercial bronze 

- wire 1s more practical for screen cloth than so called 

pure copper. The latter cannot be freed from inherent 

impurities which tend to pit and corrode copper cloth. 

Furthermore, copper is naturally soft and no one has 

discovered the secret whereby it can be produced with 
the same hardness as bronze. 


Clinton Bronze Screen Wire Cloth is made of wire 
which is an alloy of non-corrodible metals of which 
copper represents about 90 per cent. It has the tensile 
strength to prevent sagging or bulging. 


American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Corporation 


General Offices: 41 East Forty-second Street, New York 


Western Sales Office—208 South LaSalle Street, Chicago 
Worcester Buffalo Philadelphia San Francisco Los Angeles 
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Note: It should be understood that prices 
shipments from mill or warehouse to retailers. 


PITTSBURGH BASE RATES 


For smaller lots, the usual advances apply. 
Annealed fence wire, base, No. 9 gage, BP Bee Bs G os « Tubs 6 hUVSC CeCe Ce eeeS oe coceecs $2.90 





Bright plain wire, base, Minin haa’ od al oes SECS WE 0 e's 64 Cbs bh bbeetnebe oun 2.75 
Chain, pound, base, i i icc teehee ace hed bw Oh oe 60S b 6400605000 bb 60060 cee Ceeeee 6.25 
Galvanized barbed a i As at eh bie woe wale & és 6s es Ome e 3.80 
Galvanized fence wire, No. i 2 Tn. no 6's hae 6:-tb S Cees Oe OOM 6 66 eeine eke 3.35 
Painted barbed wire, base, per 100 Ib... .... 2. cccccsccccccccccccsccccccceeseces 45 
Machine bolts. small, MIND, 6 «acts alte oo'Sectiatel tas 60 ety 10 and 10 and 10 off list 
Machine bolts, all sizes, cut threads.............eeeeseesees see 0 and 10 and 10 off list 
Machine bolts, c.p.c. and t. nuts, % X 4-iM..... 2... cece eee ee ecees .50 and 10 and 10 off “ao. 
ee re ee ee ee ee ee eee $3. 
(Bad oo os. bw Gees bike wees Se Ons OSes eeiede eee aeee 3. 00 
Nails, Cerment COated ...... 2c eee ce cece cere cere nec cceeeenseseeeeees $2.50 base, per keg 
rr i i ates ae eee 6 6b od 66 69600 ES) EOS O46 64 wR Ewe 64s ee eee 2.40c, 
Plates, sheared tank ee ee Fe ey 2. 25e. 
re foe te 1s et. we dia babe skancewe® 2.80c. to 3.00c. 
Sheets, as ae a da wd hee CO CASE EOD RECERE RE ERE SS OOM 3.60c. to 3.85c. 
Sheets, galvanized, ee oe ne 6 hs CaS Oe Obes 04d hae hadenen 4,.80c. to 5.00c. 
Soft steel anh i tee tine teh Be wks wh Odean 6 Vb'e 6 FESCUE He ECRNHRERRWEE 60089 '2.25c. to 2.30 
a Ce ee) SD SE Ma, 2. 6 ws cn b e wwieeb ee dant eeded ce ses wees eenene $3.00 
eC i Ce, 6 6 sees bo crackle cen Chee ebeee sebee oeueseeRnaen 3.45 
Staples, galvanized, base, per keg le ial as Sale wok 0 Oe GO a ieee eli eee ae 3.80 
ones: Se, Gee, ee , BOD Ge cb occ cddeowcsneccevsteceeeeedés 60 per cent off list 
Steel pipe, galvanized, butt walled, ‘ an - TEYPPUTT TOT Tre Te 48% per cent off list 
rh rr, i Ci Si Ci. 16 sk en 6.4 6000000 06006068 6600600 6006660bn Eas eee 5.5 
Woven fence, rr eh 12s dee een dg o9 0 6s 606466666 0% 006G 60068" 65 per cent off list 
Wrought iron re i, rn en ds on oes dubow sees endeseenes ..- 29 per cent off list 
Wrought iron pipe, galvanized, SS Ee, Cs oh oo Gace ab o Boh oder enans en 12 per cent off list 


ven below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for carload 


carload, per 100 Ib 











*Applies minimum carload 80,000 Ib. 


steel, common wire products, 
No. 12 gage and lighter, 50c.; rods, 40c. : 
not over 12 in. In diameter, 55e.: 

carload lots, minimum 36,000 Ib. 





Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 Ib. minimum 





Philadelphia, domestic. $0.32 CO eee Te See «Oh, BR: sc caddvedcce’ $0.43 *Pacific Coast ........ $1.15 
Philadelphia, export... 0.235 Cleveland ............ 215 Kansag City.......0- 0.735 *Pac. Genet a ship plates 1.20 
Baltimore, domestic. . . 0°31 Cleveland, Youngstown yy 4 City (pipe). 0.705 Birmingham ......... 0.58 
Baltimore, export..... 0.225 BEE cocceveseoews 0.19 ie, MED povecectécces .60 Memphis .......... 0.56 
New York, domestic... 0.34 PEE nnosecece deses 0.29 ae gebceeoeedeece 0.735 Jacksonviile. all rail... 0.70 
New York, export..... 0.356 Cincinnati ........... 0.29 Omaha (pipe) ....... 0.705 Jacksonville, rail and 

Boston, domestic...... 0.365 Indianapolis ......... 0.31 DT Gheneobeecs ets 1.15 WT -decbeceoee eee .415 
Boston, export........ ee GED coccoccescese 0.34 tDenver (pipe) ...... 1.17 New Orleans ......... 0.67 


tMinimum loading 46,000 Ib. 


Rates from Atlantic Coast ports (i.e. New York, Philadelphia and Baltimore) to Pacific Coast ports of call on most 
steamship lines, via the Panama Canal, are as follows: Pig iron, 35c.; 
including cut or wire nails, spikes, and 


wire rope cables and strands, 45c.; 


ever 12 in. in diameter, 2\%c. per in. or fraction thereof additional. 


ship plates, 40c. ; oy and muck bars, structural 
wire hoops, 40c.; shee 
wire tenoine. mr B. and stretcher, 40c.; ; pipes 


and tin plates, 40c. ; sheets 


All rates per 100 Ib. "tn 








a Bey pee — Sa. ee would develop a concession. What is mon tendency of consumers is to let 
buckles, with ends, %-in. and true of steel bars is largely true of the mills carry the stocks. 


smaller, 55 and 5 per cent off list. 
Turnbuckles, without ends, %-in. 
and smaller, 70 and 10 per cent off 
list. Washers, 5.75c. to 6c. off list. 


Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $2.65 to $2.75; 
small rivets, 70 and 10 per cent off 
list. 


CAST IRON FITTINGS.—Some manv- 
facturers recently announced a reduc- 
tion in prices, the new discount sheets 
quoting a base discount of 36 per cent, 
beyond which they are making the cus- 
tomary discount of 25 and 5 per cent 
to jobbers. 


COPPER PRODUCTS. — Although 
builders’ hardware is doing well, this 
is not true of copper products for eaves, 
troughs and gutters. It is the testi- 
mony of some purveyors of copper 
sheeting that the general average of 
sales has been helped by the publicity 
and educational campaign of the Cop- 
per and Brass Research Association. 


IRON AND STEEL BARS.—So far as 
this immediate territory is concerned, 
the mills are holding to 2.25 cents base, 
Pittsburgh, but not much business is 
rolling in, and this being largely in 
small lots for prompt delivery it is 
more than likely that a sizable inquiry 


iron bars, which are slow of sale and 
prices of which would be shaded on 
an attractive inquiry. 

We quote soft steel bars, rolled 
from billets, at 2.25c. bases bars for 
cold-finishing of screw stock analysis, 
$3 per ton over base; reinforcing 
bars, rolled from billets, 2.25c. base; 


refined iron bars, 3c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 


LEAD SHOT.—Effective May 16, the 
Western Cartridge Co., announced the 
following prices: Bag shot, $2.25 per 
bag, base; air rifle shot, in tubes, $3.55 
per case, f.o.b. East Alton, IIl., less 
2% per cent in lots of one ton or more, 
with usual freight equalization. 


SHEETS.—Business does not increase 
much with the mills, and there is quite 
as much uncertainty as to prices as 
there has been at any time recently. 
An effort by several of the larger inde- 
pendent producers to stabilize the mar- 
ket on a basis of $4 a ton below the 
prices of the American Sheet & Tin 
Plate Co. has not been successful, as 
there are some mills which still want 
business badly enough to be willing 
to go pretty low in price to secure it. 
There is no question about supplies or 
deliveries, and for that reason the com- 


Prices on No. 28 gage black sheets 
may now be quoted at 3.50c. to 3.85c.; 
galvanized No. 28 gage, 4.70c. to 5c.; 
these prices being for carloads or 
larger lots. For small lots from store 
or warehouse the usual advances 
over the above named prices are 
charged. 


WIRE PRODUCTS.—Recent weakening 
in mill prices is finding reflection in 
jobbing quotations. Nails now are be- 
ing offered out of jobbers’ stocks here 
as low as $3.25, base, per keg, as com- 
pared with $3.40, the recent minimum. 
Jobbing trade is not very brisk, and 
with the mills in fine position to take 
care of their requirements the ten- 
dency of jobbers is to buy only as 
needed. The revision extends to all 
wire products. 


Jobbers quote retail 
stocks as follows: 

Wire nails, $3.25 to $3.35 base, per 
keg; galvanized, 2-point cattle wire, 
$3.29 per spool; galvanized, 2-point 
hog wire, $3.57 per spool; galvanized, 
4-point cattle wire, $3.52 per spool; 
galvanized, 4-point hog wire, $3.80 
per spool; No. 9 annealed fence wire, 
$3.15 per 100 Ib.; No. 9 galvanized 
fence wire, $3.60 per 100 Ib.; woven 
wire fencing, 64 per cent off list. All 
the above prices on spools are fo: 
80-rod. 


trade from 


Reading matter continued on page 66 








May 29, 1924 


HARDWARE AGE 


65 














Advantage No. 1 


The New 


AAT AN EN 
||swow'ca On WRITER 
1924 Model 





[t's a Sight Writer 


you can now see all your work as you make a sign. Think what 
that means in getting balance and arrangement! And speed! 
As revolutionary a change as when typewriters changed from the 
blind system to having the finished part of a letter in sight. 


Other Advantages 


2—Spacing made easy. An ingenious arrangement 
for A scieneae between letters that speeds up the 
wor 

3—Makes streamers of any length—two or more 
lines if desired. 

4—Conveniently closed up when work is interrupted 
or finished. 

5—No tugging or jogging of drawer to begin work. 
Merely drop the lid—presto!—everything there 
for instant work. 

6—Keeps all equipment in good order and away 





The Original Show Card 


Patented May 3, 1910. 


from dust, prying eyes and petty thieving. 
7—-Easy to carry about. You can take work home 
or to another part of room or building readily. 
8—No elevation for elbows to surmount*—just the 
thickness of the lid above the counter or desk. 
9—No springs to weaken or get out of order. 
10—Quick-acting positive clamping device. No board 
clamp to warp out of shape. 
11—Occupies no valuable desk or counter room when 
not in use. Just set it away like any suftcase. 
12—Every part conveniently placed. 


Send for Descriptive Folder. 


NATIONAL SIGN STENCIL CO. 


SOLE MANUFACTURERS 


1602 University Avenue St. Paul, Minn., U.S. A. 
































Where Opportunity: 
Knocks Every 
Week 


Men who believe that: “Oppor- 
tunity knocks but once at every 
man’s door” must be unfamiliar 
with the modern maiden, “Oppor- 
tunity,” and the twentieth century 
version of the famous “Knocking 
Act.” 


For you who can be served in 
your “want” for a position, oppor- 
tunity knocks every week in the 
“Classified Opportunity Section” 
of Hardware Age. Use the right 
“entrance” and get a “hearing.” 


The main requirements for “ad- 
mission” are a knowledge of hard- 
ware, a clean record and ambition 
to work faithfully, whether selling 
goods over the counter or on the 


road. 


Manufacturers, jobbers and deal- 
ers are continually looking for ex- 
perienced hardware men. _ State 
your qualifications. 


Your ad in the “Classified Op- 
portunities Section” of Hardware 
Age is the kind of door to good 
positions that the adorable lady, 
“Opportunity,” is doing her knock- 
ing on these days. 


Remember — use a Hardware 
door for a hardware job. 


Address Hardware Age Classified 
Opportunities Section, 239 West 
39th St., New York City. 


Opportunity Seeks The Eve 
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Light Buying and Ample 
Stocks in New England 
—Weather Retards Sales 


(Boston office of HARDWARE AGE) 


Jobbers are amply stocked with most lines of goods. 


S “ren reported by shelf hardware jobbers are fair. 


Some of the most aggressive, however, are making 
an excellent showing because they are cleaning out slow- 
selling merchandise at price concessions which are attrac- 


tive to many retail dealers. 


The mill supply market is 


spotty. Here and there a jobber reports more activity, 


while again houses are less active. 


In heavy hardware 


merchandise is moving out of stock in small quantities, 
indicating caution on the part of buyers, who generally 
anticipate lower prices on iron and steel and allied lines. - 
Generally speaking, the bad weather has been responsible 
for the curtailment of activity. 

The passing of the soldiers’ bonus bill over the presi- 
dent’s veto at first created much apprehension in this ter- 


ritory over the future business. 


Business in general, but 


especially the hardware industry, today takes a more 


complacent view of the matter. 


It is felt the worst that 


could happen in Washington has, and that as long as it 
has, business will soon realize it must make the best of 


the situation. 


BARROWS.—Barrows continue to sell, 
but in a small way, according to job- 
bers. Wholesale stocks are considerably 
larger than a year ago. 


we quote from Boston jobbers’ 
STOCKS: 

Barrows.— Garden No. 4 _ steel 
wheel, $6 net each: wood wheel, $5.25; 
No. 5 steel wheel, $6.60; wood wheel, 
$6.75. F.o.b. factory, No. 4 nen 
wheel, $5.75; wood wheel, $6; No. 5, 
steel wheel, $6.25; wood wheel, $6. 50. 

BATTERIES.—If comparison is made 
with many other lines handled by the 
hardware trade, business in batteries 
is brisk, thanks to the opening of the 
yachting season and to the popularity 


of radio. 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia line, ignitor, 
in lots of 50, $30.22 net; per 100, in 


lots of less than 50, $35. 22. Hot Shot, 
No. 1461-M, in less than barrel lots, 
$1.76 each; in barrel lots, $1.66; 

1562-M, in ‘less than barrel lots, $2. 08; 
barrel lots, $1.98; No. 1662-M, in less 
$234 barrel lots, $2.44; barrel lots, 


BOLTS AND NUTS.—The market on 
stove bolts is 10 per cent lower at 70 
per cent discount. Bolt and nut prices 
otherwise remain unchanged. Demand 
is only fair at best. 


We quote from 
stocks: 

Boits.—Machine bolts, with H. P. 
nuts, % x 4 in. shorter and smaller, 
50 and 10 per cent discount; larger 
and longer, ao and 10 per cent dis- 
count; with C. T. & D. nuts, 40 and 
10 per cent discount; tap bolts, list; 
common carriage bolts, 40 and 10 per 
cent discount; Eagle carriage bolts, 
50 and 10 per cent discount; stove 
bolts, large lots, 70 per cent dis- 
count; small lots, 50 per cent dis- 
count; bolt ends, 40 and 10 per cent 


Boston jobbers’ 


discount; tire bolts 45 per cent dis- 
count. 

Nuts.—H. P., all kinds, list; C. P. 
& F., all kinds, lc. O list; check 


nuts, list; semi-finished hexagon nuts, 
Ys -in. and smaller, list; larger, list: 
semi-finished case- “hardened nuts, 50 
per cent discount. 


BRUSHES.—Sales of paint brushes 


have fallen off. Weather conditions of 
late have been decidedly against the 
free consumption of paints. 


We quote from Boston jobbers’ 
stocks: 
Brushes.—Paint, — = to $60 per 
doz., net; varnish, $3.50 to $25; phn 
mine,, $10. 50 to $90; Stinedadh. $3.50 


CARTS “AND WAGONS.—Carts and 
wagons are moving out of jobbers’ 
stocks, but in a limited manner. Vi- 
sions of one of the largest seasons on 
record apparently have vanished in thin 
air. 


eri: quote from Boston jobbers’ 
stock 
Kiddie sere, —No. 101, $1.50 each 


net; No. 2, $2; No. 103, $2.50; No. 
104, $3; No. 105, $3.34. 

Pedai 7 —No. 154, $4 each net; 
No. 155, $4.6 


Kiddie - 301, $2.33 net 
ach: No. 302, $3; No. 303, $3.67; 
No. 304, $4.34; No. 305, $5.67. 
Kiddie Koasters. suber, tire, No. 


705, $9 each net; No. 70 
Red Racer.—Wagon, No. 636, $5 
each, net; in lots of six, $4.80. 


CARPET BEATERS.—Retail dealers 
are taking limited quantities of carpet 
beaters, confining purchases practically 
to goods immediately required, owing 
to the lateness of the spring house 
cleaning season. 

We quote from Boston jobbers’ 


stocks: 
Carpet 6 ig -—Wire, $1.50 per 


doz. net; tin, 
CARPET SWEEPERS.—Business in 
carpet sweepers likewise has slumped to 
small proportions. 
We quote from Boston jobbers’ 
stocks: 
Carpet Sweepers.—Vacuum Univer- 
sal, $35 each net; in lots of three, $33; 
in lots of twelve, $31. without at- at- 


tachments. Complete, 50 each; 
bots of three, $39.50; in lots of bee 


COPPER GOODS. — Copper wire, 
sheets, tubes and other mill products 
have declined % cent per Ib., following 
a revision in first hands’ lists. 
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CULTIVATORS.—The recent weather 
has taken all the life out of the cul- 
tivator market. Jobbers’ sales are down 
to a minimum, and retail firms report 
few tools moving. 


We quote from Boston jobbers’ 
stocks: 

Cultivators. — Midget, $3.45 per 
dozen; three- aa cultivators, $6.65; 
five-prorg, $8.8 All prices net. 
American Fork i Hoe Co., No. 
$5; Leader, No. 2, 


ELECTRICAL GOODS.—The opening 
of summer homes and camps has stim- 
ulated sales of electrical goods. Irons, 
toasters and percolators are the most 
active things in the market. Retail 
hardware dealers are still meeting stiff 
competition from municipal lighting 
companies, who are boosting electrical 
goods sales for the purpose of increas- 
ing the consumption of power. 


We quote from Boston jobbers’ 
stocks: 

iron.—Demanco, No. 5, $3.50 a doz. 
net; in lots of five, $3.25. Domestic, 
$5 list, in less, 30 per cent discount; 
in lots of six to 23, 30 and 10 per cent 
discount; in lots of 24 and more, 40 
per cent discount. Thermax, $3.30. 
net. Quality line, Nos. 902, 905 and 
909, $6.75 list: Nos. 9091 and 9191, 
$7.70; in lots up to five, 25 and 10 per 
cent discount: in lots of six or more, 
35 per cent discount. 

Toasters.—Star, $3.50 net each; in 
lots of 12, $3.35 each; in lots of 25, 
$3.25 each; in gross lots, $3 each. 
Universal line, No. 946, $6.75 list; 
No. 945. $7.50; No. 947 (reversible), 
$9. Discount, 25 and 10 per cent. 

Percolators. — Landers, Frary & 
Clark line, No. 54, $4 each list No. 
56 ‘HO’ No. 64. $4: No. 66, $4.50: 
No. 69, $5; No. 74, $4.50; No. 7€. $5 
No. “Y, $0.50: No. 174. $4.75: No. 176, 
$5.25; No. 179, $5.75; No. 466, $45° No 

te $5.50; No. 476, $5.50; No. 614. 


Teaball Teapots, No. 154, $4 each 
list; No. 200, $4.50. 

Discount—25 and 10 per cent. 

Urns.—Coffee, Universal line, No. 
9166, "gD2. 50 each, list; No. 9169, $25; 
No. 9179, $16.50. Discounts 25 and 10 
per cent. 

Waffle lIrons.—Universal, No. 9311, 
aluminum with switch in cord and 
tray, $12 each, list. Discounts, 25 


Grills.—Universal line, cs 9894, 
$13.50 each list; No. 982, $11.50. 

Curling Irons. —Universal a. ae 
9201, $5.50 each list; 

9802, $5; No. 92011, $6: No “98i1, ” ss 50, 

Discount 25 and 10 per cent. 
FREEZERS.—The movement of _ ice 
cream freezers out of jobbers’ stocks 
is moderately good, all things consid- 
ered. Retail dealers came up to the 
present season with limited stocks, say 
jobbers. 

We quote from Boston jobbers’ 
stocks: 

Freezers.— White ee 1-qt., 
$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8.25; 6-at., $10.45; 8-qt., $13.50; 
10- at., $18; 12- -qt., $21.50: 15-at., $25: 
20-qt., $33.20; 25- -qt., $42.60. 

Arctic, 1-at., $4 list; 2-qt., a5 $e; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66; 
8-qt., $11.10; 10-qt., $14.80; 12-qt., 
$16.65; 15-qt., $23.30; 20-qt., $30. 

Jobbers’ discount, 50 per cent from 
store or factory 

Alaska, 1-qt., "32. 95 list; 2-qt.. $3.45; 
3-qt., $4.10; 4-aqt.. $5; 6-qt., $6.30: 
8-qt., $8.20;'10-qt., $10.75; 12- qt., $14; 
15-qt., ott, Discount, 20 and 10 per 
cent. Alaska special, 2-qt., only, 
$2.25 less one-third off. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6; 3-qt., $8: 4-qt., $10. Discount, 
33% per cent. 


GRASS HOOKS.—Grass hooks are sell- 
ing freer than many other hardware 
items. A large hay crop should re- 
sult from all the moisture experienced 
this spring, and retail stocks of hooks 
are small. 


We quote from Boston jobbers’ 
stocks: 
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Reliance, No. 70, $3 net per dozen; 
Lawn King, $6.50; Little Giant, $5.25; 
Little Giant, adjustable, $6; Little 
Giant, long handle, $8: Komet, $4; 
mg | Axe, briar edge, offset han- 

e, ; 


GUNS AND AMMUNITION — Drop 
shot has been reduced 10 cents a bag, 
the cut being due to further recessions 
in the pig lead market. 


We quote from Boston jobbers’ 
stocks: 

Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 — cent ex” 

Drop Shot.—Smaller than B, $2.7 
per bag; B and larger, $2.95. per ies 
Air Rifle, Boy Scout, shot, $4.75 per 
case 

Guns.—Steven's line, No. 11, single 
shot rifle, $3.40, net; No. 17, $17.50; 
No. 26, $4.95: No. 27, $8; No. 12, $6.50: 
No. 14%, $4.05; No. 44, $15.75. Double 
barrel hammerless shotgun, No. 330, 
12-16-20 gage, $21.85; No. 410, pt 
No. 335, $24.30; No. 235, $20.75. Re- 
peating shotguns, No. 622, $55; No. 
520, $32.90. Savage line, model 99a, 
calibers 30-30, 303 and 300, $31; model 
99b, takedown, $35; model 99c, cali- 
bers 33-30 and 303 with 22-in. barrel, 
and caliber 300 with 24-in. barrel, $31. 


HAMMERS.—Practically all of the 
manufacturers of carpenters’ hammers 
have now reduced prices. 

oe quote from Boston jobbers’ 


stocks: 

Carpenters’ Hammers. — Maydole 
line, No. 12, $10.69 er —— net; No. 
12%, $9.98; No. 13, $9.50; No. 711, 
$12.35; No. 711%, $11. 40; No. 712, 
$10.69. 


Mechanics’ Hammers, — No. 70, 
$15.95: No. sh per doz. net, $12.34; 
No 72, $11.1 

Riveting egianeee. —No. 40, $11.70 
per doz. net; No. 41, $10.24; No. 42, 
$9.02. 

Heavy Hammers, etc.—Heavy, un- 
der 5 lb., 60 per cent discount; over 
5 Ib., 60 and 10 per cent discount. 
Stone hammers, 60 per cent discount, 
wood choppers’ mauls, 60 per cent 
discount. 


HOSE.—-The improvement noted earlier 
in the month in the rubber hose busi- 
ness has petered out, due to wet 
weather. 


We quote from Boston. jobbers’ 
stocks: 

Rubber  WHose.—-%-in., in 650-ft. 
lenths, Commercial, 8c. per ft. net; 
Pointer, 8%4c.; Leader, 9'4c.; Olympia 
(wire wound), 10c.; Good Luck, lic.; 
Vim., 10%c.; Milo, i12%c.; Bull Dog. 
13%c. For 25-ft. lengths and ‘4c. 
per foot. 





NAILS.—Some of the manufacturers | 


of wire nails have reduced prices 10 
cents a keg. This action has not been 
followed by the larger mills, however, 
consequently jobbers’ prices remain as 
heretofore. 


We quote from Boston jobbers’ 
stocks: 


Nails.—Wire, $3.90 per keg, base, 
from store; from mill, in less than 
carload lots, $3.35 per keg, base, and 
in carload lots, $3.10 per keg, base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75; cut 
nails, from store, $4.55 per keg base; 
direct shipments, car lots, $3.60 per 
keg, base; in less than car lots, 
$3.75; Tremont, cut nails, from 
store,’ $4.35 per keg, except hard- 
ened steel, which are $8.10; from mill, 
$4.05, f.o.b. Wareham, Mass., except 
hardened’ steel, which are $7.60; 
Western cut nails, direct shipments 
only, $3.75 base, f.o.b. Pittsburgh: 
galvanized. four pennyweight and 
smaller, $6.30 f.o.b. factory base, 
larger, $7.05; from store, four penny- 
we ‘ight and smaller, $6. 80 base, larger 
$7.55; cement coated nails from mill, 


in less than carloads, $3.75 per Keg, 
base; in carloads, $3.45; hard steel 
nails, from store, $8.10 per keg, 


base; from factory, $7.60; blued 3- 
pennyweight, light sterilized lath, 
$2.05 per keg. 
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Send for this timely 


display card 


Include the Ace Knife 
Sharpener in your display of 
camp equipment. For this at- 
tractive card ties up directly 
with the July advertising in the 
Saturday Evening Post and 
Good Housekeeping, urging the 
purchase of an Ace Knife 
Sharpener with the camping 
supplies. 


Although its greatest use is 
in the home, the Ace is such 
a small, compact and inexpen- 
sive article that many will be 
purchased for this purpose 
alone. 


Write for this card and be 
sure that you have handles 
(for mounting) in stock. Mov- 
ing picture slides, imprinted, 
will aiso be furnished upon re- 
quest. 


Manufacturers of the 


ACE’ POTATO CREAMER 


Ace Hardware Mfg. Corp. 
Philadelphia 


Chicago ‘ San Franc’ co 


« 


—_ 
harpener 


_ Also advertised in Country Gentleman 
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PYREX OVEN WARE.—This class of 
merchandise is selling remarkably well 
for this time of the year. Demands 
made on hardware dealers catering to 
the summer home trade evidently have 
wie 4 caught short of certain kinds of 
stock. 


We quote from Boston jobbers’ 
Pyrex oven ware stocks: 

Casseroles.—Round, No. 100, 2%- 
qt., $1.67 each; No. 101, 2-qt., $1.33; 
No. 102, 1%-qt., $1.17; No. 103, 1-at., 
$1; No. 104, %-qt., 67c. Round, shal- 
low, No. 112, 1-qt., $1; No. 113, 1%- 


185, 2-qt., $1. . 193, 1-qt., 
$1; Tee fe ts t., $1.17; No. 194.3. 

- .83; No. , o-qt., $2. Square, 
No. 110, $1.33 cach. ’ _— 

Pudding Dishes.—Round, deep, No. 
120, 2%-qt., 93c.; No. 121, 2-qt., 80c.: 
No. 122, 1%-qt., 67c.; No. 123, 1-at., 
o7c.; No. 124, I1-qt., 40c. Round, 
shallow, No. 132, 1-qt., 57c.; No. 155, 
11% -qt., 67c.; No. 18B, 1-qt., ae 
No. 184B, 1%-qt., 67c.; No. 185B, 2- 
qt., 80c. Oval, deep, No. 193B, 1-at., 
57c.; No. 197B, 1-qt., 67c. 
standard, No. 463, “%-qt., 40c.; No. 
464, 1-qt., 57c.; No. 465, 1%4-qt., 67c.; 
No. 466, 2-qt., 80c. Square, No. 800B, 
1%-qt., 83c. 

Bread Pans.— Oblong, No. 212, 
60c.; No. 214, 1. 

Cake Dishes.—Round, shallow, No. 
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220, 50c.; No. 221, 50c. 
809, 67c.;: No. 810, $1. 

Pie Plates.—No. 202, 50c.; No. 203, 
60c.; No. 206, 33c.; No. 207, 40c.; 
No. 208, 50c.; No. 209, 60c.; No. 210, 
67c.; No. 211, T73c. 

Custard Cups.—Round, No. 422, 6- 
0Z., 17c.; No. 423, 4-oz., 13c.; French 
pattern, No. 424, 4-oz., 13c.; No. 426, 
6-0Z., 17c. 

Ramakins.—Round, No. 432, 3%- 
oz., 10¢c.; No. 442, 4-oz., 13c. 


Square, No. 


SCREENS AND DOORS.—Screens and 
doors are moving out of jobbers’ stocks 
in fairly good volume, but the average 
individual order is comparatively small. 


We quote from Boston jobbers’ 
stocks: 

Screen Cloth.—Black, 12-mesh, 
$2.40 per 100 sq. ft.; 14-mesh, $2.90; 
Opal 12-mesh, $2.95 per 100 sq. ft.; 
14-mesh, $3.45; 16-mesh, $3.95; all 
from Boston store. Direct mill ship- 
ments, f.o.b. Pittsburgh, black, 12- 
mesh, $2.15; 14-mesh, $2.65. Bronze 
screen cloth, widths 24-in. to 48-in., 
from stock, 7%c. per sq. ft.; factory, 
7\%4c.; 16-mesh, 8c.; 18-mesh, 8%c. 

Screen Doors.—No. 241, x 


2x 8, $25.75; 2 x 10, $27.20; x 7, 
$38.60. All prices net from store. A 
10 per cent discount is allowed on 
direct factory shipments. 
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STOVES—Oil stoves are moving slowly 
yet steadily out of retail as well as 
wholesale stocks. 


Pes. quote from Boston jobbers’ 
stocks: 

Cook Stoves.—Oil, one-burner, $9.50 
each list; two-burner, $17.35; three- 
burner, $22; four-burner $28.  Dis- 
counts: 30 per cent; in lots of ten, 
30 and 5 per cent. 

Water Heaters.—3$45 each iist. 
Discounts: 30 per cent; in lots of ten, 
30 and 5 per cent. 

Air Tight Stoves.—Conco line, No. 
418, $3.15 each, net; No. 421, $3.65; 
No. 424, $4.40; No. 427, $5. 


SWEEPERS. — Business in vacuum 
sweepers is relatively better than in 
carpet sweepers. 


We quote from Boston jobbers’ 
stocks: 

Carpet Sweepers.—Grand Rapids 
japanned, $44 per doz. net; nickelec 
$48; Standard, japanned, $36; n 
versal, cyco bearings, $42, nickeled, 
46; American Queen, ball bearing, 
54; Parlor Queen, 6. oy 
sweepers, dozen lots, Daisy, $2.10; 
Queen, $3.50; Jewel, $10. 

Vacuum Sweepers.—Universal, No. 
F720, $35 each; in lots of three, $33; 
in lots of twelve, $31.50; No. E7201, 
with attachments, $41.50 each; in lots 
of three, $39.50; in lots of twelve, 
$38. 


Oe 





City Sales Improve, Rural Sales Lighter 


in Cleveland District—Few Price Changes 


(Cleveland office of HARDWA2E AGE) 


ITY trade is improving gradually, whereas rural sales 

are reported as running lighter. This condition was 
reversed thirty days ago. Business, while not heavy, 

is steady in the wholesale market. Jobbers are receiving 
a good number of individual orders for small assortments. 


Retail stocks appear light. 


With the improvement in the weather, steel goods, 
wire cloth, poultry netting, seeds, lawn mowers, garden 


AUTO ACCESSORIES AND TIRES. 
—TInterest in balloon tires is said to be 
active. General accessories moving 
fairly well. Lock wheels, jacks, pumps 
and tool sets being bought; stocks am- 
ple; prices firm. 


We quote from jobbers’ stocks. 
f.o.b. Cleveland: Millers Falls, No. 145: 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33; No. 2, $3.33, in lots of 12: Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes, 50c. each for over 100; 
Reliable jacks, No. 00 $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 


AXES.—Light fill-in trade continues. 
Prices quoted guaranteed until Dec. 31, 
1924. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled. $14.56 per doz.: double bitted. 
handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BINDER TWINE.—Very active item; 
stocks light; shortages likely this sum- 
mer. Jobbers announce no _ price 
changes, though raw material market 
shows continued rising tendency. 


Jobbers quote f.o.b. Cleveland: 
_Standard, first quality binder twine, 
$5.87% per bale. ite sisal, first 
quality, binder twine, $5.87% per 
bale. Second grade, $5.62% per bale. 


BOLTS AND NUTS.—Prices shaded 


rent trade. 


active. 


firm. 


slightly; demand fair; stocks adequate. 
New prices as given expected to hold. 


Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads, 
60 and 10 per cent off list; small 
rolled threads, 60, 10 and 10 per cent 
off list: carriage bolts, large ‘ and 
small, cut threads, 60 and 2% per 
cent off list; stove bolts, 80 per cent 
a list; hot pressed nuts, $4.00 off 
st. 


COASTER WAGONS.—Active demand. 
Dealers express satisfaction with cur- 
Jobbers report lively buy- 
ing. Prices steady; stocks appear to 
be in good condition. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels: size 12 x 28, $5.50; size 
14 x 32, $6.43; size 14 x 34, $7.03; 
size 16 x 38, $7.73; size 18 x 40, $8.33 
each. 

Gendron line, high grade rubber 
tires, size 14 x 32, 8-in. roller bear- 
ing disc wheels, $5.70: size 14 x 34, 
10-in. dise wheels, $6.75; size 16 x 
38, 10-in. disc wheels, $7.15; size 18 
x 40, 10-in. disc wheels, $7.55 each. 

Bowman All-steel line; size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity. No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity, No. 80, same. with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of fF per cent. 

American National Line—American 


hose and other items became more active. 
Ashland and Mansfield have reported business generally 


Salesmen report tightness of orders. 
ever, have been very satisfactory since May 1. 


Dealers in 


Nails, wire, bolts and nuts were reduced slightly by 


Cleveland jobbers. also sh 
exceptions prices throughout this district are reasonably 


Ovens were also shaded. With these 


Collections, how- 


Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz. ; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. 
National Flyer Coaster, roller bear- 
ing double disc wheels, No. 51, $5.70 
each: No. 53, $6.90 each. 
Janesville Brand, No. 11R, $8.70; 
No. 12R, $7.95; No. 13R, $7.20 each. 
FREEZERS.—Sales a little higher; 
prices holding; stocks adequate; total 
business to date considered satisfac- 
tory. 
Jobbers quote f.o.b. Cleveland: 
White Mountain Freezers, triple 
action type, 1-qt. size, $2.40 each; 
2-qt. size, $2.80 each; 3-qt. size, $3.35 
each; 4-qt. size, $4.10 each; 6-qt. size, 
$5.20 each; 8-qt. size, $6.75 each. 
Lightning Freezers, double action 
type, l-qt. size, $2 each; 2-qt. size, 
$2.50 each; 3-qt. size, $2.85 each; 6-qt. 
size, $4.25 each; 8-qt. size, $5.60 each. 
Auto Vacuum freezers, 2-qt. size, 
$6 each; 3-qt. size, $8 each; 4-qt. size, 
$10 each. These are list prices sub- 
ject to a discount of 33% per cent. 
Blizzard Freezers, single action 
type, 1-qt. size, $1.85 each; ats 
size, $2.20 each; 3-qt. size, $2 
each; 4-qt. size, $3.20 each; 6-qt. 
size, $4 each. 
Polar Freezers, all metal, 1-qt. size, 
$12 per doz. 


HANDLES—(Tool and agricultural) .— 
Current needs light; bulk of this busi- 
ness expected to come in July; prices 
steady. Orders on steel include a fair 
quota of handles being sold; this trade, 
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The live hardware 


dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 























“This Hose Is Dead!’’ 


‘It was new last spring but it hadn’t 
much vitality to start with. The rubber 
was not correctly treated to retain the 
natural life which keeps rubber articles 
alive and pliable. 


‘“The owner murdered this poor weakling 
by throwing it down in a corner behind 
the furnace instead of coiling it on pegs or 
nails. It comes out full’of kinks and cracks 
and its day of usefulness as a hose is over. 


‘“GOOD LUCK hose 1s ‘built to stay 
alive’. It will not'dry out readily even when 
mistreated, and it rewards good treatment 
by many years of useful service. ’’ 
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however, is relatively light at the pres- 


ent time. 


Jobbers quote f.o.b. Cleveland: 

Axe andes. —No. 1 hickory, $4.25 
per doz.; No. $2.90 per doz.; finest 
selected LR, ‘hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles. — 


No. 1, 90c. per doz.;: finest growth 
—— $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, 4% ft., $4.50; 5 
ft., $5.50 6d rire xXx, 41," ft., $3.80 
per doz.; 4% 'ft., $2. 40 _per doz., 
XxX, 5 ft. $4 65 per doz.; X, 5 ft., $2.80 
per doz. 


Hay Fork Handles.—Bent. chucked 
and bored, 4% ft., $7.50 per doz.; 5 ft., 


$8.50 per doz.: X, bent, 4% ft., $4. 30 
per doz.; X, bent, 4% ft.. $2. 90 per 
doz.; XX bent, 5 ft., $5.25 per doz.: 
X, bent, 5 ft., $3.30 ner doz. 


Manure Fork Handies.—Bent, 4 ft., 
$4.75 per doz.: 4% ft., $5.10 per doz. 


XX, bent, 4 ft.. $4 per doz.; 4% ft., 
$4.30 per doz.; X be ent, 4 ft., $2.50 per 
doz.; 4% ft., $2.90 ner doz. 

Garden Hoe Handiles.—XxX. 4% ft., 
wy per doz.; X, 4% ft., $2.40 per 
OZ. 

Garden Rake Handles.—XX, S &.. 


$6.25 per doz.; X, 5% ft., 
doz. 


$3. 25 per 


Shovel Handiles.—Regular pattern 
XX, 4% ft., $5.90 per doz.: X, % ft., 
$3.75 per doz.; D handle. best grade, 
$7.95 per doz.: X grade, $6.25 per doz. 

Spade WHandiles.—D handle, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 


NAILS AND WIRE.—Cleveland job- 
bers have shaded wire nails 20 cents 
per keg, base, from stock shipments. 
Corresponding reductions have been ef- 
fected throughout the wire line as per 
revised prices printed herewith. 
Cleveland jobbers auote as follows: 
Nails, less than carload lots, stock 
shipments. $3.40 ner keg: No. 9 gal- 
vanized wire, $3 75 ner 100 !b.: No. 9 
annealed wire, $3.30 per 100 Ib.: and 
cement coated nails. $3.85 ner 100 Ib. 
Polished fence stanles, $3.85 per 100 
Ib.; galvanized fence staples. $4 30 per 


100 Ib. Miscellaneous nails. 70 per 
off list. $3.50 per 


‘Wire brads, 70 and 10 per cent off 


Barbed wire, 100 lb. snools, galv., 
$4.30; Lyman 4 noint cattle wire. R0- 
rod spools, $3.64; same, hog wire, 
$3.92. American special. hoe wire, 
$2.73. Prices on barbed wire are 
base, stock shipments. 


OVENS.—A break in price has. been 
announced by jobbers. The reduction 
is approximately 7% per cent. Ovens 
are very-active sellers at present time. 
Stocks are satisfactory. 


Cleveland jobbers qauote: 
Security ovens, No. 40, $3.35: No. 
30, $3.05. 


a Cut nails, 


li 
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PAINTS AND OILS.—Linseed oil 


firmer at $1.09; turps, though quoted 
higher at $1.08%, is considered weak. 
Buying in both is spotted. Mixed paint 
trade is heavier, at firm prices. Stocks 


well assorted. 
Jobbers quote f.o.b. Cleveland: 


—npontine, in bbls., $1.08%; less 
than bbls., $1.18% per gallon. 
Linseed oil, in bbls., $1.09; less than 


bbls., $1.17. Boiled, 2c. extra per gal. 
Denatured alcohol, 66c. ver gal., in 
wood bbls. 


English Meo red, in bbls., 3¥%c. 
per Ib.: in 100-lb. kegs, 4%c. per Ib. 
White ey in 100-Ib. kegs, 15c. per 


Ib.; in 50-Ib. and 25-lb. kegs, 15%c. 
per Ib.; in 13%4,-lb. kegs, 15c. per Ib. 
in 500-Ib. lots, 10 per cent discount: 


other prices are net. 


POULTRY NETTING.—City trade said 
to be opening up; rural business con- 
sistent; prices steady; stocks adequate. 


Jobbers quote f.o.b. Cleveland: 


Poultry netting, Cleveland stocks, 
45 per cent; f.o.b. Pittsburgh, 45 per 
cent. 


PYREX OVEN WARE.—-Steady busi- 
prices 
quoted guaranteed until June 30, 1924. 


ness; stocks well assorted; 


Jobbers quote f.o.b. Cleveland: 


LIST PRICES.—Subject to discount 
of 33/7, per cent. 
orn ne —Round standard, No. 
a8 No. 168, $1.17; No. 169, $1.33; 
No’ 170, $1.67 each. 
x... and Biscuit Pans.—No. 212, 
$1.60; No. 214, $1 each 
Cave Pane.—No. 231. her No. 221 
(round), $0.59: 
450, 


, $9. 50; No. 203, 
$0.60: No. 209. $0. 4s ‘eae 

Custard Disches.—No. 129; $0.17; No. 
423. $013 each. 

Tea Pots.—No. 12, $1.67: No. 14. $2: 
No. 32. $1.87: No. 34, $2; No. 22, $1.67; 
No. 24, $2 each. 


ROLLER SKATES.—This continues to 


be one of the most active hardware 


items in the local market. Stocks 
broken; replacements expected; prices 
steady. 
Jobbers quote f.o.b. Cleveland: 
Roller —) children’s model, 
T’nion No. $1.55; men’s model, 
Union No 5 $1.55. Ladies’ model, 


Union No. 6. $1.65. 


per pair. 
Sidewalk skates, 78c. per pair. 


All prices are 


STOVE PIPE AND ELBOWS.—Prices 
are guaranteed until Aug. 1, 1924. This 


includes stove boards. 
Jobbers quote f.o.b. Cleveland: 


Stove pive in crates of 25 joints, 
Security blued, 28 gage: 3 in., $3.35: 
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4 in., $3.50; 5 in., $3.80; 6 in., $4; 
7 in., $4.65. 

Elbows, Security ved, corrugated, 
28 gage, 3 in., $1.15; 4 in., $1.25; 5 in., 
=. a: 6 in., $1. 55; 7 in., ‘$2. 10, all per 


a hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystals, 33 in., $21.25 
per doz.; 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; "26 in., $13.25 per doz. 

Crystal boards, wood lined, = 
shape, 20 x 30 in., $15 per doz. : 

36 in., $16.65 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shape, 24 in., $6. 65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz. ; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
— ee. _ x 30 in., $7.90 per 
doz 0 x 
36 in., $10 thy y Ty 
per doz.; 28 x 24 in. ., $10.75 per doz. 


WINDOW GLASS. — Store business 
very active; builders placing good or- 
ders; prices firm; stocks ample. 


Jobbers quote f.o.b. Cleveland: 


Window glass, first three brackets, 
single A and B, 86 per cent off list; 
over three brackets, same grades, 85 
per cent off list. Both sizes double 
A_and B, 87 per cent off list. 

Lights, single and double, 85 per 
cent off list. 

Single AA paper wrapped, 85 per 
cent off; double AA paper wrapped, 
85 per cent off list: lights, AA paper 
wrapped, 85 per cent off list 

Putty, pure, in 12% Ib. ll $6.75 
per cwt.; in 25-lb. kegs. $6 per cwt.; 
in 100-Ib. lots, $5.50 per cwt. Com- 
mercial grade, in 12%-lb. lots, $4.75 
per ewt.; in 25-'b. lots. $4.25 per cwt.; 
in 100-Ib. lots, $3.75 ner cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WIRE CLOTH.—Each warm day in the 
past two weeks stimulated the sale of 
wire cloth. Business now running et 
fair pace. Prices firm; stocks adequate. 
Jobbers quote f.o.b. Cleveland: 

“a cloth, 12 mesh, $2.10 per 100 


cloth. 12 mesh, 
same, 14 mesh, 


sq t 
Galvanized wire 
$2.65 per 100 sq. ft.; 
$3.10 per 100 sq. ft. 

Black wire cloth, 12 me sh, $2.10 per 


100 sq. ft. 
Copper wire cloth, 14 mesh, $7.25 
per 100 sq. ’ 
Hardware wire cloth, $5.25 per 100 
sq. ft. 
WRENCHES. — Factories, mechanics 
and motorists buying; prices’ un- 


changed; stocks balanced. 


Snap-On Wrenches, No. 101, Master 
Service sets, $15.25 each: No. 202 
Heavy Duty sets, $8.80 each: No. 404 
Flexible Socket sets, $8.75 each; No. 
505B, Screw Driver sets, $3.40 ‘each. 
Less 40 per cent on all snap-on 
wrenches, f.o.b. Milwaukee, Wis. 

Skid ch2ins and cross links quoted at 
% off list. 





Forty Years of Hardware 


a mail order. 
to anticipate such mail orders by bl 
of the orders by making notes on t 
towns. 


kind, as we had had it in previous years. 
there were a number of towns where we were waiting 
When explanations were 
made, the majority of the directors present agreed 
that what I had done was simply a matter of com- 


for the orders to come. 


mon sense. 


Then I did not hesitate to express myself as to the 
methods employed in this investigation. 
to be held up before the board of directors as doing 


something so terrible, why wasn’t 


If not, then the only safe plan was 


I admitted I had anticipated trouble of this 


(Continued from page 31) 


ocking the filling 
he cards in such 


I admitted 


vance, so I could have prepared my defense? Why, 
when we expressed our views on the subject, was 
I skipped? In my righteous indignation I expressed 
myself very forcibly—so forcibly that the meeting 
was adjourned. 

That was the straw that broke the camel’s back. 
The next day I telephoned Al. Shapleigh and had 
an interview with him that resulted in the formation 
of the Norvell-Shapleigh Hardware Company. I never 


again attended.a directors’ meeting of the Simmons 


If I were 


I accused in ad- 


Reading matter continued on page 71 


Hardware Company. 

This story may appear to be very silly, but it is 
an exact account of what happened. 
has value in business literature as indicating how 


It probably 
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very far-reaching effects may develop from very 
small matters. The lesson to be derived from this 
story may be that it pays in business to watch small 
irritations very carefully. 

“Great oaks from little acorns grow.” Many a 
good ship has been lost by what at first was a very 
small leak. 

At the time this directors’ meeting was held, E. C. 
Simmons was at his summer home in Oconomowoc, 
Wis. He knew nothing whatever of the proceedings. 
Neither was I. W. Morton present. I am quite sure 
neither of these gentlemen would have countenanced 
such methods for a moment. They were always 
absolutely fair and straightforward. If they wished 
to call you down for anything that you had done 
wrong, they did not hesitate to do it. There was 
no misunderstanding their meaning, but they never 
resorted to any star chamber methods. Everything 
was open and above board. 

One of E. C. Simmons’ mottos that he used con- 
stantly was, “Let us cultivate the amenities and not 
the asperities of life.” I think he lived up to this 
rule. I believe he always attempted to do things in 
the nicest and kindliest manner. He called me down 
on numerous and sundry occasions, but after his 
lecture I never left him with any feeling of bitter- 
ness. I never felt that he was unfair. I must say, 
however, that after the little incident of the Wilson 
stoves, outlined above, I felt I had enough of the 
new management and its methods. It took just 
this experience to give me enough courage and 
backbone to tackle the new enterprise. I knew very 
well that I was giving up a large, certain salary and 
very regular dividends for a much smaller salary, 
and the matter of dividends in the future was on 
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the lap of the gods. Nobody knew whether they 
would be forthcoming or not. 

Just after the announcement of the new organiza- 
tion was published in the papers I met Governor 
David R. Francis of St. Louis. I will never forget 
that Governor Francis put one hand on my shoulder, 
took my other hand, gave it a hearty squeeze and 
said: “Young man, I admire your courage. It takes 
nerve to do a thing like this. I wish you luck.” Now 
very likely Governor Francis has forgotten all about 
this greeting, but nothing at the time cheered me 
up more than this greeting from one of Missouri’s 
greatest citizens. Governor Francis put his finger 
right on the spot. It did take nerve and courage to 
give up a sure thing for an uncertainty—to leave 
all of the people with whom you had worked from 
boyhood to cast in your lot among comparative 
strangers. As a matter of fact, in this move I was 
risking everything I had—not only what little repu- 
tation as a business man [| had built up by years and 
years of hard work, but also every dollar I had in 
the world. 

In the next article I will tell of my farewell to 
E. C. Simmons, who returned from Oconomowoc, and 
the interesting conversation I had with him; also 
of the organization of the new Norvell-Shapleigh 
Hardware Company, with our former stock clerk, 
traveling salesman, and sales manager as president. 

It looked very nice to see the word “President” 
after my signature, but I soon found that I had a 
man’s job cut out for me and that being president 
was not entirely a bed of roses. I was reminded of 
the old saying: ‘“‘Uneasy lies the head that wears 
a crown!” 

(To be continued) 
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What Is Your Lamp Business Worth? 


Just because the General Electric 
Company granted us a license to use 
their patents in 1918, we are able to 
offer you Champion Lamps today. 





—™® 











2 


Consolidated Electric Lamp Co. 
208 Maple St. 
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Washington News 


(Continued from page 47) 


UM 


most deadly blow at your national ad- 
vertising that you could possibly swing 
because the person who goes into a 
store in response to your advertisement, 
encounters the hidden demonstrator 
representing your competitor. There 
are two things in front of the consumer, 
your advertisement in print and your 
competitor’s salesman’s statement. Both 
cannot be true. If the consumer ac- 
cepts the salesman’s statement, he con- 
demns your advertisement; if he 
believes the advertisement, he condemns 
the salesman. 

“When one of you puts into a store 
that kind of an agent with instructions 
to say one thing is good and all the 
others are bad, all advertising, because 
of that fact, is weakened every time 
a purchaser asks for an article that is 
advertised, and is told that the com- 
peting article is better. If, on the 
other hand, in that store there are as 
many of those advertised articles as 
the storekeeper wants to handle and 
the purchaser is allowed to make up 
his mind on the basis of what you 
told him through advertisements as to 
what he wants, then you have received 
the benefit of the advertising, the store- 
keeper has an advantage in handling 
your goods and the purchaser has 
received the thing that you made him 
believe he wanted.” 
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Taking up the subject of articles 
which are not advertised and which 
are in the nature of staple goods, Mr. 
Gaskill contends the public has a right 
to assume that the salesman is an im- 
partial judge of the merchandise and 
that he will tell the truth about the 
quality of any product he handles. 

“A man is going to furnish a home,” 
says Mr. Gaskill. “He goes into a de- 
partment store and is referred to the 
head salesman, we will say, of the bed 
department. He is shown beds and 
springs of various kinds, various grades 
and various makes and various prices. 

“The salesman in that store, to the 
man on the street, is a person who 
knows beds.‘ That is his business; 
that is what he is there for. The 
person who goes into that store to buy 
a bed has a right to rely upon the 
salesman’s statement as to which of 
those beds is the best bed for the money. 
You can say all you please and argue 
all you like to the contrary, but that is 
what the purchasing public expects 
from the salesman, and when you are 
running counter to the expectations of 
the public, you are running counter to 
a force that will wreck you if you 
keep going. 


Public Is Getting Tired 


“If you are not conscious of that 
fact, if you do not take that fact into 
consideration, you are building a struc- 
ture wholly in the air because the 
public is getting tired of having some- 
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thing put over on them. These 
women’s clubs, these lectures, news- 
papers, and good housekeeping maga- 
zines—everywhere there is being 
pounded into the public today the idea 
of truthful advertising and truthful 
representation. The public is looking 
for it, and they are going to have it. 
There isn’t any question abou: it—they 
are going to have it. 

‘“‘Wherever there is a man who is tell- 
ing the public exactly what he has got, 
and the public know that they can rely 
on what he says, the consumers follow 
him. Even with your experience you 
will be surprised to see how they will 
follow up his product.” 


Field for Open Demonstrator 


That the demonstrator who is em- 
ployed to explain the use of an article 
to the public under circumstances from 
which purchasers may gather the fact 
that he represents the interests of a 
particular manufacturer is legitimately 
engaged, Mr. Gaskill concedes and in 
this case he cites persons employed in 
hardware or department stores to 
demonstrate washing machines, vacuum 
cleaners, cooking apparatus, house- 
keeping paraphernalia, etc. In these 
cases, however, the demonstrator ap- 
pears expressly as the special advocate 
of the goods he is demonstrating and 
the public is not fooled. There is a 
perfectly proper place for such demon- 
strators especially where the article 
which is being sold must be used in a 





Are YOU interested? 


send you ONE— 


You will sell it for 75c. 


them for $9.00, by Gum! 





Then send 25c in silver or postage stamps, and we will 





BYGUMAGRAM 


200% PROFIT ON ONE! 
175% PROFIT ON MORE! 


Post Paid. 


Then you will order by the dozen at $3.50 and sell 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 









President and Sales Manager 
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certain way in order that the best 
results may be secured. 

Mr. Gaskill gives a significant word 
of warning concerning the part which 
the Government may be called upon to 
play in dealing with this problem and 
in this connection he makes a strong 
appeal to trade associations to develop 
a high code of ethics to govern all their 
members. He says: 

“Government is not in business be- 
cause Government wants to get in. I 
do not know of a single man in the 
Government service who gets any real 
delight or any real joy out of interfer- 
ing with business. There isn’t any. 
I would very much rather (as I know 
all of my associates would) deal with 
men on the basis of friendship and on 
the basis of equality, but when there 
comes out of the public a cry and a 
demand for a change in methods of 
selling, then that change will come. 
It either comes through the action of 
such a group as this, putting their 
own purposes into effect by their own 
action, or else the remedy comes by 
the application of some exterior agency, 
and that means a continuance of Gov- 
ernment in business. 


Important Function for Trade 


Associations 


“The great value of a trade associ- 
ation carried into operation, made 
effective, means accomplishing just 
that result you want, Government out 
of business, because in such a group as 
this you can assume your own responsi- 
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bilities, and in such a meeting as this 
you can crystallize your ideals, you can 
get a group consciousness that would 
be impossible with individuals acting 
separately. You can take these prac- 
tices apart and study them imperson- 
ally, analyze them and see what the 
result of them is going to be, and you, 
yourselves, can put into operation cu:- 
rective agencies which will mold your 
businesses into what you want them 
to be. 

“You, yourselves, are the guiding 
and directing force, if you will assume 
the responsibility. This responsibility 
is something that cannot be dodged. It 
is not as though an individual can stand 
apart. He cannot. We are in con- 
stant contact with all of our fellows; 
we set up an agency to express the 
common ideals which we call Govern- 
ment. If men out of their own con- 
sciences do not create the rules of 
conduct which go to make the move- 
ments of organized society harmonious 
and just, then that group consciousness 
creates that idea for itself and applies 
to its constituted agencies to make the 
idea effective. 

“That idea is constantly with us. I 
find it stated in the Declaration of 
Independence; | find it burning in the 
heart of every man in business or out 
of business, Justice, the Fair Deal, the 
relationship of man with men in such 
a way that no one takes advantage 
of another, and that as the principles 
which all use conduce to individual 
good they conduce to the common good.” 
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William H. Fox Co. 
Opens New Store 


The William H. Fox Co., hardware 
dealers, Cincinnati, has opened its 
third store in the Price Hill section 
of the city. The company’s other 
stores are located at Peebles Corner 
and Avondale. William H. Fox, Jr., is 
head of the company. 





Otto R. Schultz Hdwe. Co. 
Succeeds P. H. Learnard 


Otto R. Schultz Hardware Co., Dan- 
ville, Ill., has succeeded P. H. Learnard 
in the hardware and housefurnishing 
business. The change was made on 
March 6. 





Dragon & Streeter Open Store 
in Holyoke, Mass. 


Dragon & Streeter is the name of a 
new hardware store recently opened 
423 High Street, Holyoke, Mass., and 
which carries a complete stock of hard- 
ware, paints and kitchenware. 





Hardware Building Falls 


The Auburn Hardware Co., Auburn, 
Ind., recently suffered heavy loss 
through the collapse of the building in 
which the store is located. Excavations 
made for a basement weakened the 
structure and caused the cave-in. The 
building will be rebuilt of brick. 
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for about a week or 


barber. 


upon. 


Clippers have given Dad the finish of an experienced 


And it was a Warren Display Container 
that gave clippers the chance to prove to Dad 
that his former methods could be improved 


Why not give Warren’s Display Con- 
tainer the chance to show you how your 
methods of packing can be improved upon? 


— day when Sonny slinked around the house 


so after Dad performed a 


“Home hair-cutting job” is past. 


Merchandise displayed in a Warren Display Container is merchandise sold. 


It is a matter of convincing at the point of sale. and the DISPLAY does it. 














Send for illustrated folder. 


PR.Warren Co. Fouine Paper Boxes 


‘It tells the whole story.”’ 
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Harry Tepper of the 
Foster-Stevens Co., 
Grand Rapids, Mich., 
about to start out to 
demonstrate rowboat 
motors at lake resorts 


Sixty-four Rowboat Motors 
in One Year 


FENHE increasing popularity of 
rowboat motors opens an extra 
avenue of profit to the hard- 

ware merchant located on or near 

lakes or streams of any size. The 
advantages of this type of motor are 
obvious and include an economy of 
fuel, a moderate initial investment 
and a real saving of time and labor. 

These are points which the average 

vacationist cannot afford to disre- 

gard. 

It is an easy matter to attach one 
of these motors to a rowboat or 
canoe and equally easy to remove it. 
Furthermore, they can be attached 
to the running board of an automo- 
bile and carried about the country 
with ease and in safety. 

The owner of one of these motors 
is fancy free to change his vacation 
plans annually and be assured of 
the pleasures and sport of motor 
boating at a nominal cost. He can 
hire an ordinary rowboat for a few 
dollars, convert it into a motor 
driven boat and really enjoy his 
vacation, whereas a motor boat could 
only be hired at well nigh prohibi- 
tive cost to the average man. 

The hardware dealer should not 
overlook the margin of profit that 
is possible in selling these motors 
and the fact that they open the way 
for subsequent sales of fishing 


tackle, bathing suits, gasoline and 
even auto accessories. 

Hardware dealers in many towns 
have made a notable success in the 
distribution of these motors. The 
Foster-Stevens Co., one of the larger 
hardware stores in Grand Rapids, 
Mich., for instance, sold sixty-four 
motors in 1923. Harry Tepper, the 
department manager, was _ largely 
responsible for this business. He is 
a live wire and credits the sales to 
energy and demonstrations. 


Demonstrations Did It 


Mr. Tepper carried one of these 
motors on the running board of his 
car and took it with him to neigh- 
boring summer resorts. He made 
no attempt to cover it and allowed 
it to get very dusty and almost 
shabby looking—all for a purpose. 
The dusty motor attracted attention, 
for it often lost its identity to such 
an extent that people on seeing it 
would ask, “What is it?” Mr. Tep- 
per would comment freely on the 
dust and general abuse it must 
have received on the car. Then he 
would fasten the motor to a boat, 
give the flywheel a few twists, start 
the motor and start off across the 
water. 

Such demonstrations attracted at- 
tention, and Mr. Tepper states that 


with such a display he had a good 
send-off to close a few sales. With 
a record of sixty-four motors sold in 
one season, we must consider his 
methods worthy of consideration. 

Fred Cramer, engaged in the boat 
livery business in Pentwater, Mich., 
sold eighteen motors last year to 
people who hired his’ rowboats. 
Pentwater has a population of about 
1000, so his sales average was about 
2 per cent of the population. Mr. 
Cramer is also a believer in demon- 
strations and complete explanations 
to the prospect and customer. He 
kept tabs on all buyers and made 
sure that every motor sold gave 
entire satisfaction. 

The general use of automobiles 
during the vacation period makes it 
possible for the dealer who is not 
located near the water front to sell 
these motors. Sales departments of 
motor manufacturers tell us that an 
astonishing number of motors are 
sold by dealers 200 miles from navi- 
gable waterways. 

The Tallulah Hardware Co., Tallu- 
lah, La., a town of 1316 people, sold 
eleven motors last season, which is 
practically one motor to every 100 
people in the town. The Lake Provi- 
dence Hardware Co., Lake Provi- 
dence, La., with 1917 population, sold 
ten motors within the town limits. 
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Three Trade-Builders = 1856 


for Garages and Filling 
Stations — 















‘ ELECTRICIANS’ 
SLIM 
CABINET 
SCREW 
DRIVER 


No. 
519 


The success of Brookins Products has 
been due entirely to one thing—and that 
is their ability to help any garage or 
service station win customers’ good willi, 
get more customers, increase trade, build 
up profits. The Brookins Measure is the 
standard oil measure of the world today. 
Other Brookins Products, shown below, 
are climbing steadily toward the same 


world leadership. [ f 


_ The Brookins Oil Measure Works 


The most convenient, efficient and Where 






durable of all oil measures. It has a 
flexible metal nozzle that reaches any Other s 
oil hole without the use of a funnel. Jam 


Oil flow is started, stopped, controlled 
by a og -valve operated at the rim. 
A wide lip prevents spilling when 
brim-full. Made in one, two, four A BIG SELLER 
and five-quart sizes, all copper- 


finished, AND PROFIT MAKER 
Brookins Instant Price Charts 


Permanent steel charts, lithographed 
on both sides and weather-proofed by 
baked enamel. Each chart shows 
price per gallon and corresponding 
quantity prices from one to twenty 
gallons: ‘Supplied in both even cents 
and half-cents. Complete price range 
in each set. Chart fits directly on 
pump—can be changed instantly. In- 
sures accurate price quotation—elim- 
inates disputes. 


The Brookins Emergency Gas Can 
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AYHEW No. 519 is 

M an “Every - Man’s” 

Screw Driver. It 

belongs in every Tool Kit and 
Every Home. 





Elimination of flare at the 
point of the blade makes this 
slim Screw Driver an unusual- 
ly handy tool for close work 
of all kinds. Electricians find 
it invaluable. It is also an ex- 
cellent Radio Tool. 


A sturdy two-gallon can, fitted with 
a flexible metal tube instead of a 
snout. Carries any distance without 
spilling. Flexible tube reaches any 
gasoline intake port without funnel—- 
no spilling, no waste, no danger. An 
emergency service can that will be 
appreciated by every customer. 





Mayhew No. 519 Screw 
Driver is made in ten differ- 


ent blade lengths of 3/16” 


Brookins Products are carried im stock by most jobbers. f tough spring steel, electrically 
If your jobber hasn’t them—write us for samples and prices. tempered. 


ie 
THE BROOKINS MFG. CO., DAYTON, OHIO 


Rreekina 





If you have not stocked these 
Salable Screw Drivers Please 
Order from Your Jobber. 


MAYHEW STEEL PRODUCTS, Inc. 
SHELBURNE FALLS, MASS. 





SERVICE STATION EQULPM 


TooLs THAT ENDURE 
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Many outdoor men would rather 
fish than eat. They get up at day- 
break, row three miles in the damp 
early morning and spend the day 
fishing—with the prospect of rowing 
three miles on the return. Some 
men row not three miles but three 
hours to a fishing spot. When a 
motor is used the distance is covered 
in one-third the time and without 
any physical exertion. On the way 


“Good at none,” 
’ 


we once said of the. Jack-of-all-trades, 
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the fisher may prepare his tackle. 
In the case of a long row to the fish- 
ing location the use of a motor 
would permit more sleep, more fish- 
ing and a pleasant sail home. 

The perfection of the twin cylin- 
der motor with its greater power 
and flexibility has removed the dis- 
satisfaction experienced with the 
small type of rowboat motor of sev- 
eral years ago. Easy starting is 





Jack-of-all-Trades 


By William Ludlum 
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possible—in fact, one dealer makes 
it a point to have his five-year-old 
son start his motor in a demonstra- 
tion. 

Rowboat motors should be handled 
by the man in charge of your sport- 
ing goods. It is not necessary to 
stock heavily. One or two motors 
will be sufficient, for it is an easy 
matter to receive prompt shipments 
in almost any section. 


And if, sometimes, he did not quite finish things up 


And we thought we were wise in the saying; 
But we realize now what a great prize he was 


And how far from the truth we went straying. 


Jack was always at hand to do this or do that, 
Any job—at the least intimation; 

He would do anything, any time, anywhere, 
Disregarding all trade limitation. 


If we needed a plumber, as plumber he plumbed, 


Just the man to stop leaks that we wanted; 
lf we need a tinner, as tinner he tinned 

On the highest of roofs, all undaunted; 
If we needed a carpenter, mason or cook, 

Or a man to chop wood or do billing— 
Jack-of-all-trades was there on the spot to ussist, 

Always ready, obliging and willing. 


In a style that was all to our liking, 

He was certainly ever and always at work, 
Never knocking off time to go “striking. ” 

And for pay—he would take anything that we gave 
And be thankful in fullest of measure. 

In the passing of Jack, we now know, to our cost, 
That we lost our most valuable treasure. 


Now—for ninety-nine jobs, there are ninety-nine men 
And no man dare encroach on the other; 

Each one has his own trade and for each little job 
We must call them one after another; 

And quite often, when needing them mest, they’re on 

strike, 

Or when not, so sky-high is their “earning” 

That the best bit of news we could possibly hear 
Is—that Jack-of-all-trades is returning. 














Sell Them 
by the Set 











Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 








it isn’t hard. Every mechanic needs the entire set in his work, and = 
resolves itself to a question of selling him once or seventeen times. Bri 
out the value of the case, its use in keeping the bits in order and near ‘tt 
hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. ey cut from the outer rim. The entire surface is 
at work all the time; no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 




















A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 





We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 





Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


‘ 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 
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PLUNGER ROD END 


FULCRUM TOP 


‘ and Still Going Strong! 


) 
—LEVER 


VALVE SCREW 


awe" Here’s One in Use 29 Years 


STUFFING BOX GLAND 


DISCHARGE SPOUT 
COUPLING NUTS Extract from a recent letter from Thompson's Garden and 
HOSE Tus —— ae | Fruit Farm, Arrington, Va.: “Send by Parcels Post one 
[< \ cylinder for an old Peerless hand force pump, as per pen 
PUMP STANDARD drawing below. This pump was installed in 1895.” 
UT AWAY BELOW |. s ° ° ° . 
| % ) Look over the detailed view. It explains why Deming 
| Pumps give such remarkable service. 
ame aiestahll SS PUMP STANDARD Can you find a better line to build your pump business on? 
a | Complete Pump Catalog Sent on Request. 
DISCHARGE PIPE —__] J AIR CHAMBER PIPE 


The Deming Co. (Est. 1880) Salem, Ohio. 


PLUNGER ROD The nearest distributor will work with you for mutual profit. 







dae iets OAL TROORE ee tke yee Ramee Southern Supply - 
Pe se Le ge kn ik ae Ee wid Ba Se bea enion & Hubbell, 217-221 N. Jefferson St 
DISCHARGE VALVE y DENVER .................... Hendrie & Bolthoff Mfg. & Supply Co 
CASE ’ NTIAL DETROIT ................... Standart Bros. Hardware Corp 
DIFFERE KANSAS CITY ............... English Tool & Supply Co. 
DISCHARGE VALVE ROD~~ PLUNGER Ms lhe Te ey eee > Co, eal 
ROD COUPLING C N sscccesesccsccsces Sepaer, Pump & Wells. 
DISCHARGE VALVE—— MINNEAPOLIS MRR Central Supply Co. | 
iP — ITTSB es Sb Bhat wim idee teal arris Pump & Supply Co., 3!6 Second Ave 
PIPE COUPLING PLUNGER ROD SAN FRANCISCO .......) 221! Coane Co. 


COUPLING NUT 


DIFFERENTIAL LOWER 











CYLINDER CYLINDER 
MANIFOLD 
ATTACHMENT r 
REDUCER 
‘ “ (Berar 2D \ 
Deming “Peerless” Force Pump, Fig. 283, for farm ase) 
yard, country school yards, town pumps, etc. Wz nS /} 


ANN WA 
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Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 


They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


‘“‘The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 





These strong, all-steel hinges also give the 
right kind of “service” every time the doors 
are opened and closed. 





The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 

We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 


Let us send Catalog and quote prices 


Griffin Manufacturing Company, Erie, Pa., U.S. A. 


Warehouse 


45 Warren Street, New York 


Warehouse 


74 West Lake Street, Chicago, IIL. 





UWAUNASTUAUS NUE EE at 


should be encouraged ! 








St. Louis 


“Perfea’ 


UNH TeE LUA LUAU 


The “Tomorrow” Customer 


“Really don’t expect to buy today. I’saw some of that 
screen Cloth you have in your window so I came in out 
of the rain—been putting it off ‘til spring.” 


That’s something like the trend of conversation. He 
Tell him something about “Per- 
fect” and “‘Nikolite” quality and durability. 


It won’t take long to sell him. He wasn’t quite ready to 


buy, but “Perfect’’ was too much of a temptation to “‘put 
off ’til tomorrow” what was just as easy to do today— 
with the assistance of “Perfect,” a sale is made. 


See your Jobber. 


HudtittQ4 0 HUNAN TA UAA EAAT Sit 


Ludlow-Saylor Wire Co. 





Missouri 
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BUILD YOUR PROFITS WITH 
CYCLONE COMPLETE FENCE 


Cyclone “Complete Fence” enables you to steel framework, gates and all fittings, to 
give specialized fence service in your com- erect fence complete. 

munity. It enables you to get the better, Complete directions for erecting go with 
more profitable jobs. each job, making erecting easy. 

Cyclone “Complete Fence” is made up Write Dept. 29 for catalog showing many 
specially in the Cyclone factory, according beautiful patterns of Cyclone “Complete 
to purchaser’s diagram. Includes fabric, Fence.” 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, lll.; Cleveland, Ohio; Newark, N, J.; Fort Worth, Texas; Oakland, Cal, (Standard 
Fence Co.) ; Portland, Ore, (Northwest Fence and Wire Works), 


CYCLONE FENCE Pal Sin 
MYERS 5!.2%"G POWER PUMPS 

















a ae i a el ee ee a 
: 





XPERIENCE and a progressive spirit spurred on by With a line like the MYERS you can build an individual 

an insistent clamor for better built and more modern power pump business in your town or community that will 

power pumps are in a large measure responsible for the not only attract a wider circle of trade to your store but 
remarkable success and wide distribution, which naturally will make your sales easier and more profitable. Catalog. ’ 


follows, of MYERS SELF-OILING POWER PUMPS—the 
original power pumps with covered working parts, a posi- 
tive self-lubricating system, an improved method of power 
application, extra large valves and other features of equal 
importance which are in keeping with present day re- 


quirements, and which account for the 100% water service  cqqusmmmes 
Myers Self-Oiling Power Pumps are rendering in thousands THE 
of installations scattered ae _ ae age in- oom % cd. 
dustrial. municipal and commercial realms of the country. 
ASF ND, OF 
ASHLAND PUMP AND HAY 119. woRKs 


information and prices by return mail if you do not already 
have them. 
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Through unity of effort, 
large scale production, 
the elimination of waste 
through the use of ef- 
ficient machines, the 
hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for 
over 50 years manu- 
factured rivets that are 
the recognized standard 


in their field. 


TRATT TTT 
TUBULAR RIVET & STUD 


COMPANY 


BOSTON 
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| UNITED STATES 








“The Good 
Mechanic 


Ever consider this ? 


The good mechanic knows good tools! You 
don’t have to sell him the qualities of equip- 
ment of known value—he has to a certain 
degree sold himself before he asks you to show 
what he wants. How many times have you 
experienced a prospect asking you for a defi- 
nite make of tools? If it’s not in stock many 
times it’s no sale—for it’s pretty certain you 
can’t sell him a substitute and he doesn’t care 
to wait until you can get it for him. 


Good mechanics know U. S. Portable Electric 
Drills. Many times their judgment governs 
the portable electric drill buying of the man 
responsible for equipment purchases. If a 
good mechanic has anything to say, you'll be 
asked to show U. S. Portable Electric Drills. 


Write for details of our proposition. Send for 
Catalog 21-L. 


dhe UNITED STATES 


District Sales Offices and Service Stations 
Boston Detroit New York 
Buffale Houston Philadelphia 
Chicago Indianapolis Pittsbu 
Cleveland Kansas City St. Louis 
Columbus Milwaukee Toledo 
Minneapolis 


Complete stocks carried in all Service Statione 
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Simply Tack On 
Turn the Corners 
Anybody can apply it. 


Every housewife wants to cut down her ice bills. That's 
just what Wirfs’ ‘‘AIRTITE"’ Refrigerator DOOR 
SEAL does. It stops cold air leaks, thereby saving ice. 
It is a rubberized flexible strip, that, when applied to the 
overlap on a refrigerator door, forms an airtite cushion. 
Put the display reel on your counter. You'll be sur- 
prised at the number of extra dollars it will bring in, 
because the ‘‘AIRTITE’’ Refrigerator DOOR SEAL 
sells on sight. We are advertising the SEAL to the 
consumer in the leading national magazines. 


The SEAL has proved itself; for several years some of 
the largest manufacturers of household refrigerators have 
used Wirfs’ ‘‘AIRTITE’’ DOOR SEAL as standard 
equipment. 

It retails for 7 4c a foot and you can make as high 


as 112% profit. 


Price to dealers in U. S. A. and Canada. (One 
price to ail.) 
ES “EPCOT TT er 3%4e per foot 
pS TS 0 ee 3 4e per foot 


Prices F. O. B. St. Louis 


If check aeeompanies order we'll stand transpor- 






tation charges in U.S. A. 
The handsome display stand will be sent you free of 
66m | WIRFS: 
DOOR SEAL 
Sole Manufacturer and Patentee 


charge with your initial order. 
REFRIGERATOR 
E. J. WIRFS, 128 S. 17th Street, St. Louis, Mo. 
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Porch Swing Chains 
Every Home Needs Them 


There’s no substitute for the good 
old porch swing. Several million of 
them will be taken out of storage 
this month and will furnish more 
family joyrides than all the autos 
in the land. 


Many thousands of porch swings 
and hammocks will need new sets 
of Hodell Chains to put them in 
good running order for the 1924 
season. 

Hodell porch swing chains are fur- 
nished in the well-known Bulldog pat- 
tern inall standard sizes and strengths: 
—one set to a box for shelf hardware 
trade or in bulk for manufacturers. 


Liberal prices upon request. 


The Chain Products Co. 


Established in 1886 


Cleveland, Ohio 












~~. 


Bulldog Pattern, Y Type 
With Ceiling Hoo 


Our general trade name for the 
whole Chain Products family 
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Anchor Brand Clothes Wringers 
You Need ’Em mare We Have ’Em 
Send us your orders. 


LOVELL MANUFACTURING CO., Erie, Pa. 


W orld’s Largest Manufacturers of Clothes Wringers 












LIDSEEN once*eoOILERS 
{ 


The Lever 
Controls 


the Oil 


The Mechanic selects the 
Lidseen Positive Force Feed Oiler 


because he knows he can regulate the flow of oil by 
means of the operating lever. He also knows the 
spout cannot become clogged, as Lidseen Oilers are 
Force Feed and eject all dirt from the spout. 

A Lidseen Oiler will outlast any other oiler made. 
Constructed of heavy steel—All welded. 

You need only to show the Lidseen Oiler to sell it. 
- ee numbers. Copper plated or gun metal 

nish. ‘ 


Ask your jobbers’ ~ Sacmaaes 


Lifaisoel, 
BUILDERS 
build Profits 

for You 














Building activity means an 
added demand. Better brace up 
your stock of carpenters’ pencils. 
No. 660 illustrated is flat, octa- 
gon shape, MEDIUM lead, red 
polish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 
This pencil can also be had in 
HARD lead under our trade 
number 659. 
Send for samples and prices. 









or ask u 
. PENCIL COMPANY SEE 
Mas cel PHILADELPHIA _U.S.A. on hw C a PRODUCTS 














The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper coupling or carelessness in clamping play an important 
part in the life of a garden hose. 

Sherman Wrought Brass Fittings are the standard mainstay of dis- 
criminating dealers. Permanent, rust proof and of the highest quality 
material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 

Sherman Hose Couplings. The best that Sherman Heavy Wrought Brass Clamps. 


: The Genuine. Rust-proof clear through. 
— 2 oem. Of Che apes No other material will last on hose like 


accurate machine cut threads and deep, j4,,.. Sherman Clamps are made to give 
clean corrugations. Made in %—%—% satisfaction. There is a clamp for every 
and % inch sizes. purpose and any size. 





(Patented) H, B. SHERMAN MFG. CO. - BATTLE CREEK, MICH. “oitentea) 
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HOSE 
CLAMP 


Adjustable to fit arzy Lose of arty Size 





Always the same 
good quality— 


Every Universal Hose Clamp is a “good” 
clamp. Every clamp can be depended 
upon to do its full measure of work—and 
then some. 


The Universal Clamp cannot cut or in- 
jure the hose. It is smooth-edged—no 
metal projects to catch in the fingers. It 
is Electro-Galvanized — not heat treated. 
It is made from steel ribbons cold rolled 
from iron—rust-proof throughout every 











part. 
EN a man has been The trade buys Universals because the 
. - 4 trade has learned through experience that 
running awhile on his Universals are always dependable — al- 


ways the same good quality. 





first Revere Cord he gets 


Specify Universals —one size—1 to 3 


enthusiastic —no matter inches—is adjustable to fit any hose of 
any size. Junior, % to 1% for occasional 
what his former tire experi- needs of small hose. 


5 Look for the name on every clamp. 
ence has been. — 


°4) UNIVERSAL INDUSTRIAL CORP. 
But it’s the car owner | eaceeniinin: %, 2 


who has always expected Sole Manufacturers 
more than he got out of 





tires who appreciates the 








Revere Cord most thor- An original and Chal elelatalel al ef erere 
hl pire pos er 27 tow elelala aia aaa 
patented) of the rar y eA 
oug y- Universal Clamp PO aleleleteleletele 
1 io ite sbead” Des RTI 
H : which creates the SPHVY" c= 101 01 ole] afar 
The new 30 x 3% inch pressure. tha eg 
° makes a leak im- CCIE © 0! 01 ef ese 
R-Tread Clincher Cord senalide. am 





And another pat- iWieieidcuLk 


gives light car Owners a new | ented feature is CGRICIEM' © viele 
: ; ° | the “scores be- | 
idea of tire service. Revere | : 


S «ie 






tween holes’’ 


. #& 





which insures a 
clean, quick 


dealers reap the profit. : ts a” lance 


time and money. 


REVERE RUBBER COMPANY 
1790 Broadway New York | 


ery Tru « Blelete 


Known to the trade for years 


Used by the trade for years 




















84 








HARDWARE AGE 





May 29, 1924 








MACHINE 
SCREWS 





ps MO0, ms 


we 









g 


o SPECIAL SCREWS ~~» UPSET ea, 


4%, IRON. BRASS ry 


<a “*MICKELED 











Continenta 


SPECIAL 
RIVETS 


WOOD 





re 


ISloknarhrl= 


(Reg. U. 8. Patent Ofice) 





WOOD SCREW CO. 
New Bedford, Mass. 











The Dealer that 


stocks 


GENUINE 


ARMSTRONG 
Stocks and Dies 


TRUMP CARD 


The Armstrong Mfg. Co. 


New York Office 
248 Canal St. 





Factory and Main Office 
Bridgeport, Conn. 

















REGISTERED TRADE MARK 


POULTRY SUPPLIES 


If Your Jobber Cannot Supply 
Yoa, Write Direct to Us 


Ps Te 


— “s" 








Without joints, can be used for two different kinds 
of food at one time—lid will slide or snap on and off. 


Best 25c. and 50c. Retailer 


The Dayton Toy & Specialty Co. 
1021 East Fifth Street, Dayton, Ohio 














BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 





Real Improvements 


Real improvements in these B. & 
C. Wrenches. That’s why they sell. 
Bars are forged from open hearth 
steel with oval front and back, giving 
additional stock and strength. Screw 
is of solid high-grade steel. Handle, 
Frame and Bolster are one piece, 
powerfully braced. They make good 
on the job where others fail. Write 
for prices. 
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No. 232, % In. 
No. 234, 114 In. 





ELASTIC TIP CO. 






Special Washer 


SLOTTED SCREW TIPS 


This slotted screw Tip has been made principally to satisfy a demand for a 
cheaper grade of Tip. A Special Washer has been constructed so as to prevent 
the rubber head from pulling off. Write for full information. 


370 Atlantic Ave., Boston, Mass, 
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SHOO! FLY!— 


Show Your Customers 
the Superior 
Screen Door Catch. 


R. DEALER, are your customers 

chasing flies out of their homes? 

Racing to lock or unlock their screen 
doors every time someone passes in or out? 
Getting themselves overheated and irritable? 
It is up to you to tell them about the 
Superior Screen Door Catch—then cash in 
on the results. We will give you a counter 
display with your first gross order, and 
furnish red-hot, sales-getting circulars to 
distribute to your customers. Superior 
Screen Door Catches sell quick in “fiv-time.” 


If your jobber cannot supply 
you immediately—order direct. 


SUPERIOR DOOR CATCH CO. 


Superior, Wisconsin 





There’s No Maybe 
About Radiovise Sales 


Turn the “every now and then” sale into a more 


profitable trade slogan: 
“SELL EVERY ONE OF THEM!” 





There is no questioning the buying power of radio and 
auto owners. The home work bench is coming more into 
vogue every day. The new ‘“Radiovise” is the latest vise 
for the old and young “boys” with their little repair shops. 


Swivel Base— 
Anvil Type— 


Jaws 3.” 
Open 4” 





The attractive bright red finish makes “Radiovise” a 
prominent and profitable quick seller. Get your share of 
this business. It will liven up your vise display. 


Write for prices and details. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILL. 


Type and Size 
for Service 






















~ What’s the Cost? 


If you could step into the shoes of the thousands of 
dealers who are building their business with Heller 
Cabinets, you too would agree that this modern equip- 
ment quickly pays for itself in the extra sales it makes. 
And the cost is surprisingly small. Certainly here is a 
proposition you at least want to know more about. You 
won’t be obligating yourself by asking for the facts. 
Write us today for book No. 26-A. 


W. C. HELLER & CO. 


Main Office and Factory 
700 Wabash Ave. 
MONTPELIER, OHIO 


Eastern Display Rooms 
20 Vesey St. 
NEW YORK CITY 
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STANLEY 


BOX STRAPPIN 


No. 3000 “Twinrold’—Self-Tightening Oe 


in colle of 800 feet, is coiled double and has great 
tensile strength. The ribs allow nails to be driven ob 
liquely, taking up the slack and drawing the strap tight. 


THE STANLEY WORKS 
New Britain, Conn. 


New York Chicago San Francisco 
eattle 

Manufacturers of Wrought Hardware 
and Carpenters’ Tools 





Los Angeles 
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HAMMOCKS 
F or Your High Quality Trade 





through their ever-growing demand among 
quality-seeking customers, give evidence of 
their superiorities. 


Every style and pattern of the “Arawana” 
wide variety reveals the work of master cloth 
makers. 

The High Grade Materials and Colors entered 
in their manufacture assure dependability. 


Your Jobber will explain their many other 
qualities. 


Our Latest Catalog Upon Request 


The I. E. Palmer Company 


Middletown, Connecticut 


NEW YORK OFFICE 


334 4th Ave. Corner 25th Street 





Acmes move fast—fast off the dealers’ shelves 
and fast on his customers’ furniture. 

The old wheel-type casters haven't a chance 
once Acmes get on the job, for Acmes roll in 
anv direction equally well. 





From your Jobber; send for catalog 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 
Agents: 


J. C. MeCarty & Co., 29 Murray St., New York City 
Cc. W. Gause Co., 693 Mission St., San Francisco, Cal. 
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ALLEN Safety Set Screws 


30% Extra Strength over breached hellow screws 
—the only other kind made. By a pees 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. e Allen process makes 
deep, perfect! 1 socket-holes—ne chips in 
the bottom. e entire length of the A is 
wtilzed either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% im; 

gh. point or thread. Also et-Head 

— ° ep Extensions and Socket Wrench Se 
Write catalogue and sales proposition. 
139 SHELDON ST. 
The ALLEN MF G. CO. HARTFORD, CONN. 





“ REQUIRES 
ONLY 
HEAT” 


SAMPLE 
FREE 








Looking for a Hardware Store? 


The place to find one is in the “Classified 
Opportunities Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 
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with this Quick- 
Selling Assortment 


too HANAN LAMPS Selling Price ....... $31.25 
25 each of the following wet cen 6 auaea 16.25 
sizes: 


FREE 





25 W, 40 W, 50 
W, 60 W. PROFIT ..........$15.00 
This lantern display is 11 inches high and is sure to 
attract attention, it is so unique, so artistic, so fascinating 
—lighted, unlighted or flash. 


HANAN LAMPS 


give most light for the money and more sales per display 
than any other goods you can offer. Hanan Quality 
always makes permanent satisfied customers. 
Assortment and display (with full directions for setting 
in window or on counter) will be shipped the same day 
your order is received. 

Send for complete Price List. 


HANAN LAMP COMPANY, High St., Danvers, Mass. 











Hardware Dealers Make Big 
Profits 


With the 
Cow-Boy Line 
Cow-Boy 
Cracker Jack 
Acme Non-Suck 


These three quick sellers are quality ar- 
ticles and make you attractive profits. 





They contro] breachy catt'e. Farmers 
and Dairymen buy them in large numbers. 
Cow-Boy Pokes sell on sight. Show one 


and it’s sold. Selling price makes it a 
bargain for the buyer and nets you big profit. 
each size adjustable. 


Big Seller to Dairymen! 

THE ACME COMBINATION NON-SUCK 
POKES pictured to right are popular every- 
where with dairymen and milch cow owners. 
They prevent the self-sucking habit and 
save good milch cows from becoming beef 
cattle. Thousands are sold every year be- 
cause farmers quickly see their advantage 
and buy on sight. 

Write for special prices 

Write for Circulars—Ask your 


Made in 3 sizes 


gouwer. Carry the full Cow-Boy 
ne. . 
tee Paper advertising is showing these 


Pokes to your customers. These goods i 
your store will give you direct benefit from the heavy ad- 
vertising behind this line. 


WRITE FOR INFORMATION—DON’T DELAY 
Get the sales your section has now. 
A Money-Back Guarantee Behind Every Poke 


C. B. POKE MANUFACTURING CO. 
KANSAS CITY, MISSOURI 





























A MILLION KEGS 


A million kegs were sold last year by 
Hardware Stores. 

Are you getting your share of this 
profitable business? 

Best quality kegs direct from a respon- 
sible manufacturer will have a ready sale 
from April to November. 

The best kegs are trade-marked with 
the “Triangle C” and are made only by 








am 1 he 








CLEVELAND COOPERAGE COMPANY 


Cleveland, Ohio 








Builders of “Triangle C’’ Barrels W —‘Built Right to Hold Tight” 











Dead 
Bolt Night Latch to 
customérs — explain _ that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 


of quality Key Blanks. Send for 
Catalog 6 and Prices. 


QDINDEPENDENTIOCK COD 
Mass., U. S. A. 


ren of Cylinder Locks, Padlocks, and Key Blanks. 
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eveland, Pittsburgh 
"Denver, Dallas 
8. Steel ——— Co. 
Poe an, Baker Perfect, Ellwood Junior, Lyman 
, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
ZINC INSULATED FENCES: American, Royal, Anthony, 


American Steel & Wire 


W | R $ =e 


Cateage, New York, Boston 
BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
POSTS 
CONCRETE REINF ORCEMENT 





BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE for every purpose 


Quick Delivery. Write us for selling plans. 


Wall Brush 


Designed especially for Wall 
or Ceilings, the Brown Daisy 
is the best made, as it will not 
stain or discolor the most deli- 
cate wall paper or tinted walls. 
Made in 2 styles, 4 sizes. 


No. 58 with 48 inch handle... .$1.00 
No. 59 with 48 inch handle.... 1.25 
No. —— swith 48 inch Adjustable — 


Peg 1 pi 48 inch Adjustable 
Dt Died. uee¢6eubdh aan en 





Brown Daisy Mop Co. 


56C Sanford Street, Mattapan, Mass. 























Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 


We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
work. 


SAFETY 
FUSE 


ex 








a6 
A — 


2 RN remy: 
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oe: : CH Ft 
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The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








Radio & Electrical Supplies 


Alter’s “POCKET- 
: is a net price, monthly 
wa catalog containing hundreds of 
me tadio-electric bargains. Sent 
™ free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive ° 
ol monthly. 


Harry 
BOO 


K’ ’ 


Sin all in rn 
“POCKET BOOK™” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.’ 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 





Chicago 














Hunting Coat with Blood 
Proof Game Pocket 


and a complete line of hunting 
clothing with distinctive fea- 
tures that make them fast sell- 
ers too. 

Waterproof and standard coats. 
Laced Breeches, reinforced seat 
and front. 

Long Trousers, reinforced seat 
and front. 

Shell Vests. 

Caps. 

Trap Shooters’ Jackets. 

Flannel Shirts. 


The Gem Shirt Co. 
216 S. Perry St., Dayton, Ohio 











A large stock always on hand 
meet your re- 
quirements. 

Write for complete price list, 


discount sheet. display cards. 


GIFFORD-WOOD CO. 
® Main Office & Works: 7 Hill St. | 
Hudson, N. Y. 


NewYork, Boston,C hicago, Pittsburgh 


I 


| 


5 





pall TOOLS 
Ice Tools and other equipment 
for every ice handling purpose. § 
to promptly 

























pE [ADDERS 


pee METHODS 


To provide adequate storage facilities for 
shelf 4 ee make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS CUSHION TIRE ar 
Deep tread steps, ta length hand grips, rubber tires, 
" qvathend track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and ° 
efficiency One style only—neat of design— 20 
attractively finished — any height — > FF 
installed—meets most 






























































Co. 
400 N. Monticello Ave., Chicago, Til, 
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Introducing Two New 


“Always Reliable” 


Coil Gasoline Furnaces. 





No. 13 Bulb, and No. 14 Pump. 





Ask for circular ill poe rm and describing 
thesd articles. 





Jobbers Furnish at Factory Prices. 


Otto Bernz Co., Inc. 


Newark, N. J. 

Established 1876 
Manufacturers of ‘“‘ALWAYS RELIABLD”’ 
furnaces, torches, and plumbers’ tools. 





‘Covered by several 
patents.’’ 








Trojan Box Strapping 





On June Ist the American Railway Association will 
start a Nation wide advertising campaign to get people 
to use more Box Strapping. Stock up now and be ready. 

Write for Special Introductory Offer. 


DE Haven MANUFACTURING COMPANY 
50 Columbia Heights, Brooklyn, N. Y. 





















THE HAMMER 
HOLDS 
THE TACK 











Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on _ request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 























RUSSELL JENNINGS’ 


SOLID HEAD EXPANSIVE BIT 


Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 


easy. 

They are made with both SQUARE 
SHANK and PRECISION SHANK. 

The Russell Jennings Mfg. Co. 


CHESTER, CONN. 














Se. DIETZGEN 


) Measuring Tapes and 
: Folding Ruies 
are widely used by the build- 


ing trades. Quick sellers with 
good profit. Catalog on request. 






Drawing Tables, 
Boards, Scales, 
T Squares, Tri- 
angles, Curves, 
Instruments, etc. 


EUGENE DIETZGENCo, 


Chicago NewYork San Francisco New Orleans 
Pittsburgh Philadelphia Washington 








OVER 12 MILLION CARS AND 
TRUCKS REQUIRE SERVICE 


Good wrenches—the right wrenches—are es- 
sential to good service. 

This is where the Walden-Worcester design 
comes in—wrenches that fit the location as well 
as the nut. , 


WALDEN- WORCESTER 


Incorporated 
General Offices and Factory 
475 Shrewsbury Street 
Worcester, Mass., U. S. A. 























Give Them 


Phenix Quality 28s 


In Storm Sash Hangers and Fasteners 

















your customers the ul 
an of Window hardware that #9 

saves trouble and mishaps. Phenix 
Hangers and Fasteners are simplest, 

handiest, easiest applied, most > weg 
that’s why they sell best. New improve- 

ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm w#indows and porch enclosures. 


Samples free. 


Mfg : Co 032 Center Street 


Milwaukee, Wis. 























G. F. Wright Steel & Wire Co. 


Manufacturers of 


SUPERIOR 


Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 








gyi hp PR ye em He a mos 





‘ 


HARDWARE AGE 





Osborne High Grade Punches 














Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and 
The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products 

We stand back of every tool we make, 





May 29, 1924 











Plumbers’ Tools of superior quality. 


Try us. Write for Catalog and Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO, 
Manhattan Bridge Plaza, Brooklyn, N. Y. 











110 to ONE DEALER 


Over 2800 requests for Hill Clothes Dryer 
information this year. 110 were referred 
to one dealer, 81 to another. We'll refer 
them to you. 


HILL CLOTHES DRYER CoO. 
39 CENTRAL ST., Worcester, Mass. 
Distributors Metropolitan District 


Herman Kornahrens, Ine. 
111 Murray St., New York City 





























Manufacturers of 


KAKA” 





QO. Lindemann & Co. 





PRIEST’S CLIPPERS 
have been the standard 





iil BIRD 


ell is 


paves aebave - 









35-37 Wooster Street 


CAGES 


Established 1863 






Fs 
wh seller for home use. 


New York Nashua, N. H. 








since 1865. Style shown 
our Shaver No. oo is a big 


American Shearer Mfg. Company 


























EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch Tubes, Punches and Die. All 
kinds and sizes made to weer. Write jobber. 
Booklets free. Established 


190 Dorchester Ave., sll Mass. 





American Can 
 € 


American Can Company 





TAPS 


‘ Dies, Screw Plates 


WINTER BROS. CO. 


Wrentham, Mass. 























“Barre” stone-working tools—backed 
by 30 years of experience and 
knowledge. 


TRUw & HOLDEN CO. 


Vermont 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 











Bull Dog-Grip” 


“They Have a 





Manufactured by 


U. S. Clothes Pin Co., eee Vt. 
Sales Dept 
1015 Union Bank Bide, Pittsburgh, Pa. 














Freight Elevators 
and Dumbwaiters 


Write for 
eur catalog 


Energy Elevator Company 
214 New St. Philedeiphia, Pa. 


nasitinneemnneanandl ie 








The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


























Economy 
grein Attachments 


hose smooth 
faucets. “wy sy on and on easily. 


poy A Mfg. Co. 
Germantown Ave. 


> = se philadelphia, Pa. 





J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


—- RIVETS= 


Roston, Mass. 
AXES 


Es SCYTHES 


Scythes since 1812, Axes since 1800 


REAFORD Sc. 



























JOHN SOMMER’S 
a PEERLESS FAUCETS 
Made of best Maple, with Leather 


Lining and Best Block Tin Key. 

Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 

John Sommer Faucet Co., Newark, N. J. 


BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 





Wood Rim Sieves 
And Wire Goods of 
All Descriptions 
Write for Catalog 
and Discount 
GEORSE H. JELLIFF & SON 
New Canaan, Conn. 




















Clamp’s Washers 
Stop Leaky Faucets 
Retail 2c each 
U. S. WASHER CO. 


Box 398 
Hartford, Conn. 








ICRAYONS 


FOR EVERY PURPOSE 


STANDARD 7 Ax Oh Maes” 
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he E wo \ cS) 
SASH CORD, CLOTHES 
LINES, SMALL LINES 
(Soy oh t, FIC sewn cnuas 


MANUFACTURERS OF 44% 
BRAIDED CORDAGE ¢3 ax 
AND COTTON TWINES 


BOSTON 
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DEALERS WANTED EVERYWHERE Iron Fence. Gates 


Lawn Vases 









VAAD > SNAD Settees 
Hd CT TAT General Iron 
and Wire Work 
CHAIN-LINK 
ted ES WIRE FENCE 


































































































Ask for Catalog 








BROWN & SHARPE 


MACHINISTS’ TOOLS 
The first choice of skilled mechanics for three generations 
WE PROTECT THE DEALER. 


BROWN & SHARPE MFG. CO. 
Providence, R. I., U. 8. A. 





BS 
—_ 





THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
Plain or enameled in 


STRATTO = 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


STRATTON MFG. CO., Stratton, Maine 

















WILLIAMS “vercan” 


DROP-FORGED 
CHAIN PIPE VISE 
For ¥% to 8-inch Pipe 
J. H. WILLIAMS & CO. 


“The Drop-Forging People”’ 
BROOKLYN 





4 Sizes 





BUFFALO CHICAGO 


















BOLT 
CLIPPER 






“VICTOR” 


Send for Catalog 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 




















Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 





TAPS and DIES 


a Famous ene Quality” 
Durable 


W/ 7 JM. “7 Tap nonel Die Company 


Oldest Tap and Die Makers in America 


Pawtucket Rhode Island 








Welding Compound is best by every 





test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BoRAX COMPOUND Co. Fort Wayne, Ind. 





screw “LENOX” privers 
= Drop 
nn 


ow. & A. 


Correct 
Design 








American Saw & Mfg. Co., Springfield, Mass., 














Makers of Every 
Kind of Screw, 





CORBIN SCREW CORPORATION 


American Hardware Corp., Successor 


ae Britain, Conn. 















FOR EVERY CONCEIVABLE PURPOSE 
FRAIM-SLA YMAKER 


HDW. co., INC. 
Pa., U. S. A. 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
9 Jones Street Rochester, N. Y. 














Rocking Table Apple Parers 


LITTLE STAR and DAISY 


Apple Parer, Corer and Slicers 
Manufactured by HUDSON PARER CO., Leominster, Mass. 


LIVINGSTON-COOPER CORP., Agents 
131 East 23rd Street New York City 








pe 


THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant 
‘1000 MILITARY RD., BUFFALO, N. Y. 











(eetay,. The Mark of Quality 
Sead in Copper Utensils 


Sold through dealers for 30 years 


ROME MANUFACTURING CO. 
ROME, NEW YORK 
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HARDWARE AGE 








Use the “Opportunity Section” 
bers’ Salesmen, Retailers and Retail 


to reach Hardware 
Manufacturers, Manufacturers’ Agents, Jobbers, Job- 
Salegmen. 

No illustrations accepted for these pages. 
Allow seven words for Keyed Box Number Address. 





ach 





Set Solid, Minimum 50 words...... 
word 


additional 
All Capitals, Minimum 50 words...........cccccecs cccccece 4.0 
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Co eres eeeesesesesccces sQeee 
Ot 


Bach additional word eeeere eeeeereeeeaeeeeeeeeeeeeeeeees 
1 inch **Box’’ eee eee eee eee eee eenees eeeeeeeeeeseeeeeeees 5.00 
Bach additional inch. .....ccccccccccccccccccsececs soos 4.00 


4 insertions, 10% off; 8 insertions, 15% off 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisemente 





Business Opportunities 
A beeadcasting ef effers in hardware 


steres, properties, second hand equipment 
amd general epportunities. 





Business Services 


ADVERTISING——services in catalogs, 
kl! 








| Builders Hardware School 


Teaching by Correspondence. | 
Blue Print Reading. Specifica- 
tions. Builders’ Sashven. 
Salesmanship. Advertising. 


Builders Hardware School 


ADDRESS BOX G-109 
care Harnvpware Aos, New York. 











MANUFACTURERS, ATTENTION! 

A progressive manufacturing concern is seeking 
products in small hardware and small hardware 
specialties to manufacture. Concerns equipped 
with patterns and having a line which possesses 
possibilities can make an excellent deal with us. 
All correspondence will be held strictly in con- 
fidence. you are interested correspond at 
once, aS we are prepared for immediate action. 
— ao Box G-99, care Harpware AGE, New 

OrKk. 


FOR SALE—General Housewares and Build- 
ers Hardware Business in Detroit, Michigan, on 
main thoroughfare in fastest growing section of 
city. All new stock which showed an average 
turnover of 8% times last year. Good lease; 
$5,000 will handle. Address Box G-140, care 
Harpware Ace, New York. 


GLASS GUN _ CASE, 
HEXAGON SHAPE. IN EXCELLENT CON. 
DITION. GOOD AS NEW. PRICE $25.00. 
DIBBLE a COMPANY, RISING 
SUN : 


FO SALE—HARDWARE STORE _IN 
BU RKBU RNETT, TEXAS, A GROWING CITY 
OF 10,000 IN THE HEART OF THE TEXAS 
OIL FIELDS. ESTABLISHED BUSINESS OF 

SARS. WILL INVOICE $40,000, SHELF 
HARDWARE, CLEAN, NEW STOC ON M., 
K. T. RAILRO PARTICULARS. AD- 
. O. BOX 413, WICHITA FALLS, 











FOR SALE—ONE 








MANUFACTURERS OPPORTUNITY 
Sales organization, now traveling over four 
hundred salesmen, seeks additional high grade 
hardware specialties to market. Prepared to 
handle both manufacturing and sales or sales end 
only as you prefer. Will carry accounts or other- 
wise help to finance your article if it has real 
merit. ILLINOIS SALES CO., 332 So. LaSalle 

t., Chicago. 


MANUFACTURING: A _ reliable ‘ manufac- 
turer, with national distribution, desires corre- 
spondence with a manufacturer of an article sell- 
ing to the hardware, electrical and radio trade. 
Have facilities for manufacturing chemical com- 
pounds. Address Box G-163, care Harpware 

GE, New York. 








Business Services 














| | Direct Result Advertising for 
Stores Dealing in Housewares (} 
and Hardware 


A service that has the cuts, the ideas, the >) 
plans all ready to add prices and give to the 
printer. For store news, circulars, or news- 
paper advertising. Only one store in a town 
can have it. If you seriously intend to go 
} after more business in the only way you can 
get it—write for information and rates. 
HARDWARE AGE SERVICB, 239 W. 39th 
St.. NEW YORK CITY. 


Positions Wanted 











A BUILDERS HARDWARE MAN of wide 
experience and knowledge, good in detail work 
and reading plans, capable of securing results, 
is open for an engagement with either wholesale 
or large retail concern, Address Box G-158, care 
Harpware Ace, New York. 





AN EXCEPTIONAL hardware man, under- 
standing the business from the bottom up, wants 
opportunity to prove his ability, either retail or 
wholesale; experienced in all banches: age 39, 
married, as director of sales, buyer, manager or 
salesman. My service has a definite value; am 
a producer. Address Box G-144, care Harpware 
AGE, New York. 





HARDWARE MAN, thoroughly versed in all 
branches of the business, wholesale and retail, 
is open for a connection. Reference as to char. 
acter, energy, buying and selling ability ae quali- 
fications for detail work cheerfully furnished. 
Not afraid of hard work or long hours. Ad- 
dress Box G-155, care Harpware Ace, New York. 




















FINANCIAL——services in financing, in- 
corporating, lecal effice addresses, leans, 


eollections. 








PROFESSIONAL——serviees im patents 
and legal advice. Specials. 








Help Wanted 
Wholesale 


EXPERIENCED Salesmen for wholesale hard- 
ware house. Choice New York and New Jersey 
territories for right parties. Address Box G-152, 
care Harpware Ace, New York. 











FIVE SALESMEN WANTED to sell on com- 
mission for a Hardware Jobber, complete line. 
To work from the following cities: St. Louis, 
Jacksonville, Minneapolis, Atlanta and New 
Orleans. Will pay commission on all Mail Or- 
ders, as well as orders taken by salesman. We 
have customers in all territories. Give informa- 
tion as to experience and references. All infor- 
mation will be held strictly confidential. Address 
replies to Sales Manager, Post Office Box 1458, 


Hartford, Conn, 





WANTED—Experienced Hardware Catalog 
Compiler to take charge of Catalog Department 
for fast growing, progressive Wholesale Hard- 
ware concern. Permanent position. Prefer man 
who is willing to start at nominal salary and 
build up department, with assurance of advance 
as results from the department warrant. State 
age, experience and qualifications. Also salary 
expected. Address Box G-145, care Harpware 
AGE, New York. 








} Irresistible—Convincing 
SALES LETTERS 


96.00 each, series oe $12.50 
Bread experience has taught the points that 
sell. Outline your proposition ‘fully. Also render 
( eomplete advertising service. 


LEBREORT, WACO, TEXAS 














Positions Wanted 


A PRODUCER—Age 44. A practical, thor- 
oughly posted hardware man with cppereenns in 
sales development, et sales force, 
management, buying, with largest jobbers fully 
qualified to ‘accept responsibilities of any position 
in the business. Want permanent place with job- 
ber, manufacturer or large retailer where ability 
is required and _ will recognized, Address 





Box G-157, care Harpware Acs, New York. 











Retail 





A MAN _ with twelve years’ experience as 
manager of a retail hardware store desires a 
position in the hardware field as manager of a 
store or clerk. Can give best 6f references. Ad- 
oe BOX G-160, care Harpware AcE, New 

or 





POSITION WANTED BY REAL ve 
HARDWARE MAN 


INSIDE OR OUTSIDE MAN. HARDWARE, 

OR NEW VORK CITY , PREFERRE ED Wy 
-164, H 

NEW YORE ARDWARE png 


Paint Your “Want” 









in clear 

language 
—place it 
on these 
pages—and 
take advantage 
of a Bill Board 
Message placed throughout the 
trade to satisfy your ‘want’’ 
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Opportunity Seeks The Eye 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 


include replies that have gone direct to advertisers using their signature. 
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Sales Accounts Wanted Sales Representatives Wanted (Sales Representatives Wanted 











MANUFACTURERS’ REPRESENTATIVE: Men of experience and ability in selling Men ef experience and ability in sell 
Calling on Hardware, Machinists Supply, Auto the hardware field know and fellew this the hardware field know and "tollew this 
Supply, Jobbers and ‘larger retailers. Missouri, section. section. 

Kansas, Nebraska, Iowa, Minnesota and Dakota. 








Can use oa more good line. Commission basis. 











Well acquainted in territory. Not overburdened "4 Ss 3 { 
with lines. Cover territory regularly and often. \ SALESMEN WANTED WANTED ) 
Cut your selling cost to the minimum. Address Manufacturer of TIRE COVERS—SEAT 
x G-150, care Harpware Ace, New York. COVERS—TOP COVERS—wants salesmen a oer te} 
) who will call on the retail trade. 7 mG Pa le — 3 staple articies 
LIBERAL COMMISSION experienced salesmen well acquainted with 


SALESMEN now calling on hardware trade, 


the Retail Hardware trade in Greater New 


State experience an rritory w . ¢ Tork ly ce Tse ila- 
mills, factories, etc., wanted to sell liquid asbes- he en eind on side Hg ny Wane; can York, Brooklyn, New Jersey and Phila 
tos roof coating as side line or on full time. nicole { delphia. Commission side line basis. State 
Our ition offers excellent opportunity to ADDRESS BOX G-108 territory regularly covered. P. O. Box ) 
increase your earnings. Please outline your ex- ) care Harpwarp AGE, New York. ) 2943, Boston, Mass. 








~ 
perience and connections in first letter. Atlas =~ = chaahias ~~ 
Asbestos Company, North Wales, Pa. 


SALESMEN wanted—To represent tanner of 























SALESMAN, attractive side line, liberal com- 














D—Li ] xclusive to hardware sole leather. Our product is called for by Hard- ater ; c 
jobbers. "ion "eight pie. experience selling ware and Wholesale Grocery Houses who buy Seo on Y gg —— garden implement to job- 
jobbers in thirty states. Five years in retail Leather in Strips, Taps, etc. Address Box ing = ee A dd —— tae 66 a now 
ardware. Open only for established line of vol- G-143, care Harpware Ace, New York. Ace 1420 Widener Bldg Phila. Pa. — 
ume. Prefer territory west of Chicago to the aw oa ” ” ° 
Coast. Would take position any where as Sales SALESMEN desiring excellent side line for 
Manager with new factory. No fakes. No skin hardware trade, secure. our proposition of popular nat emits <a 6 i abl hes eae. 
ame. If you don’t shoot straight don’t answer. line of 5-25¢ Faucet- Fit Water Filters. Give par- ._ WANTED in each principal city in the United 
tate first letter, salary, commission, full particu- ticulars, age, experience, lines now sold and States Residential Side Line Salesman or Manu- 
lars. For interview address Big Business, care territory covered. Faucet-Fit Filter Mfg. Co., facturers Agents calling on department stores, 
Harpware Ace, 239 W. 39th St.. New York. Malden. Mass. hardware and housefurnishing trade to represent 

, . : Manufacturers of newly patented household ap- 

pliance. Write Active, Box 929, New Orleans, La. 
MANUFACTURERS AGENT, calling on 
hardware, department stores, and = industrial 











plants, in Illinois, invites correspondence from : -Z VY yy ‘ KLE}; Yat - cr: ats TRAVELING SALESMEN SELLING 


manufacturers of tools, hardware and wire spe- HARDWARE or other retail trade wanted by 
cialties, and kindred lines desiring representation manufacturer to handle line of articles that stir 


on commission basis. Address Box G-161, care up business for dealers. Special hard time num- 


Harpware AceE, New York. bers. Many of the largest stores are big cus- 
tomers on our Stilts, Scooters, Asbestos Holders, 
etc. An opportunity to make some nice side line 
money, or for full time. If not earning $150 
weekly, Address ELSASER WORKS, Dept. T-10, 
Boonville, N. Y. 





WANTED—By a well established, thoroughly 
equipped selling organization hardware factory 
lines to sell exclusively in the State of Iowa. 
Address Box G-162, care Harpware Ace, New 
York. 











VERIFIED MAILING LIST—tThis Verified 
List of Wholesalers and Retailers is indispensable 
in economic direct-by-mail promotion work and 
also.a helpful guide for salesmen’s calls. Every 
sales manager should have one on his desk, and 
every salesman could profitably carry a copy in 
his grip. Since the 1923 issue was published, 
there have been more than 10,000 additions and 
corrections, and these all appear in the 1924 

ition. ize 7 x 10% inches. Also contains 
— on lines allied to hardware. Cost $12.00 = 

Write at once for circular. dres 
Verified List, HArpware Acg, 239 West 39th 
Street, New York City. 


Fill This In 
Classified Advertising, Hardware Age, 239 W. 39th St., N. Y. C. 


Here is a “want” that the hardware field can satisfy for me. I am sending it to you to be run under the 
heading .in the next available issue. Please run this ad for 
seceseseeee 4 time; ............ 8 times; ............ times; (10% discount for 4 consecutive insertions; 15% for 8 or 
more than 8 insertions). Set this up ............. solid; ............ all in capitals; ............ in box display of ........... 
inches. (See rates at head of Classified Opportunities page). 


PIN YOUR “WANT” TO THIS COUPON AND USE “THE MODERN WAY TO 
MAKE IT PAY”—CLASSIFIED ADVERTISING. 


The picture to the right may sug- 
gest the use of these Classified Ad- 
vertisements. This section is anxious 
to serve you. Do not sit waiting for 


a dream ship. Get action. 











The important thing is that the action for results which does you good is the action you take to-day—at once. 
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Distributing Branches: 


Chicago, 1919 Michigan Ave. 

Philadelphia, 1511 Fair- 
mount Ave. 

Pittsburgh, 7232 Kelly St. 


Kansas City, 1933 McGee St. 


St. Louis, 2609 Washington 
Ave. 

Minneapolis, 111 S. Tenth 
St. 


Richmond, 519 W. Broad St. 
Denver, 1515 Larimer St. 
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Snap-on ASSORTMEN | 


nets and Hand 4 nadia? 


Agee 
Pi 


MOTOR TOOL SPECIALTY COMPANY 


14 E. Jackson Blvd., Chicago 
Snap-On Wrench Company, Mfrs. 


Milwaukee, 





nap 





“I Know 
These Wrenches are Right” 


You cag make this statement about Snap- 
ons so sincerely and emphatically to 
socket wrench prospects, because it 1s so 
absolutely true, that they are genuinely 
impressed. And then you can prove it is 
true so thoroughly that there is small 
chance of losing a Snap-on sale to a man 
who really wants socket wrenches. And 
he will be mighty ‘tickled when he finds 
that he can always buy new Snap-on 
sockets for the handles he buys today, 
whenever a new job turns up. 


But you need the complete story to ap- 


preciate it. Write for it today. 


Los Angeles, 1341 S. 
St. 


Wisconsin Gate Ave. 


‘On 


Portland, Ore., 106 13th St. 


Indianapolis, 631 N. 
St. 
Atlanta, 227 Spring St. 





Seattle, 910 FE. Pike St. 






Distributing Branches: 


New York, 1776 Broadway. 


San Francisco, 280 Golden 


Dallas, 312 S. Ervay St. 


INTERCHANGEABLE 


Detroit, 4849 John R. St. 


Socket Wrenche saya 
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POUL LLL 


Announcing the New 


Yyeen bess 
Design 


TUADOR. PLATE 


By the Makers of COMMUNITY PLATE 
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HE new “Queen Bess” has an instant appeal. It is a 
distinct addition to the «best advertised popular-priced 
line of silverware on the market today.” 
Your wholesaler’s salesmen will call presently to show 
you this delightful new pattern. 
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